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dium’ Cutbacks 
slice Car Output 
To 11-Week Low 





B-O-P Closings Laid 
By Martin L, Whitmyer 
Staff Writer 
were Chrysler, DeSoto, Dodge, 
# and Thunderbird. Only me-| 


To High Inventories; 
Chevrolet Also Dips 
SHARP declines among the) 
J medium-priced makers sent car | 
mblies downward to a 1l-week 
ow of an estimated 120,450 units) 
st week. | 
The decline was paced by 
Buick-Oldsmobile-P o ntiac field | 
plants, which had only one unit 
working the entire week, The 
Arlington (Tex.) Atlanta and 
South Gate (Calif.) plants were | 
down for the week; the Kansas | 
Gity, Linden (N. J.) and Wilm- | 
ington (Del.) plants worked two | 
and the Framingham | 
) unit worked all week. 
Other medium-price car makers 
ng declines from the previous 
price maker to show an in- 
was Mercury. | 
> > > 
iy AST week’s 120,454 car assem- 
™4 blies—10.1 percent below the! 
week’s output of 133,987 
marked the lowest output 
the week ended Feb. 14, when 
: units were built. Last week’s 
however, was far above the 
73441 units turned out during the 
week ended May 3 a year ago. 
Only manufacturer to show a 
gain over the previous week was 
Motors, which upped 
assemblies from 9,436 units 
the previous week to a record 9,- 
units last week, Previous high 
the week ended Apr. 18 when 


units were built. 
The B-O-P declines—all due to 
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8 2190-unit drop in Chevrolet out- 

put, made General Motors the big-| 

gest loser on a corporate basis. 
> > > 





TURNED out an estimated | 
* 49.092 cars last week, compared 


é Buick division declined from 
wrt to 2,429 assemblies; Oldsmo- 
fm dropped from 9,026 to 5,203 | 
nits; Pontiac slumped from 10,902 
16,000 cars; Chevrolet dipped from | 
to 32,100 assemblies, and| 
lac remained on par with the | 
0 week with 3,360 to 3,361 
F blies. | 
Shevrolet’s decline also came | 
through “inventory adjust- 
- 
Le 
| New-car registrations for two 


' (Continued on Page 53, Col. 1) 





Top Cars 


ths, plus 25 states for March: 
1958 
Pos. 
232,647— 1 
180,304— 2 
63,633— 4 
47,332— 6 
71,060— 3 
22,199—10 
56,397— 5 
24,180— 9 
24,792— 8 
71,548—14 
25,170— 7 
12,658—11 
9,741—13 
10,500—12 
5,346 Lincoln 6,454—15 
3,214 Imperial 3,641—16 
88,903 Misc. 46,462 
Total All Makes 
1,006,824: 845,218 
Further details on Page 44. 


Make 
Chev. 
Ford 
Olds, 
Pontiac 
Plym. 
Rambler 
Buick 
Cadillac 
Mercury 
Stade. 
Dodge 
Chrysler 
Edsel 
DeSoto 


254,335 
740,898 
66,531 
63,540 
56,096 
52,109 
50,297 
27,765 
26,701 
23,190 
21,202 
9,804 
9,019 
1,374 
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With 62,056 units a week earlier <\To Help 
Import Dealers | 
| 
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Sidewalk Show Ups Sal 


The Gary (Ind.) Automobile Declers Assb. 
| Council to put on the lorgest avto show in the city's history. New cars were stretch¢d 


out for four blocks on the sidewolks on 


thoroughfore. Crowds were heavy nd the 
pt more Yhan $10,000. Jay Grantham jr., 
@ good fumber of sales os a result of thé show. | jevel, they added. 
The show wos so successful it may be held agnuolly. (Gory Post-Tribune Photo.) 


visitors signed up for prizes value 
president, scid most deolers repor! 


Solid Busi 


By Kenneth C. Kelley Jr. 
Staff Writer 
EDERAL Reserve banks across 
the nation continue to report 
generally good business conditions| 
in their areas, Although a few soft| 
spots are still noted, gains are 
widespread and some of the more 


inventory -adjustments—along with | @ePressed areas are beginning to|the first 


show signs of life. 
__On a national basis, the Federal 


Seaway Expected 
Midwest 


By John K. Teahen Jr. 
Staff Writer 


Witt the opening of the St. 
Lawrence Seaway to large 


ocean-going ships last week, the) sf 


Midwest market for imported cars 
got a mild boost. 

The picture is not quite clear | 
yet, but it is expected that there 
will be price and availability 
factors. 


Import observers look on the! 
Midwest as a market still largely 
unexploited by the booming import- 
car industry. 

Several imported-car makers 
plan to ship cars direct ffom the| 
factory to Great Lakes ports via 
the Seaway, but others are not) 
sure that the new waterway is the) 
answer to an importer’s prayer. 

. . > 

CARGO of 75 Mercedes-Benz 

units is scheduled to arrive at 
Muskegon, Mich. this week, while a 
shipload of Volkswagens is slated 
to dock at Muskegon within a 
month. 

Muskegon is on the western 
shore of the state and is almost 
directly across Lake Michigan 
from Milwaukee, It ig 200 miles 
from Detroit and about 150 miles 

Hambro Automotive Corp., U. S. 

concessionaire for British Motor 

Corp., will send cars to Detroit and 
(Continued on Page 4, Coil. 1) 
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Vigorous 


DETROIT, MAY 4, 1959 
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By Robert M. Lienert 
| Associate Editor 

UPPORTED by increasingly 

brisk new-car trading’ and ex- 
tension of the moderate spring 
boom to the lots, Ahe used-car 
market appears tg riding at a 
six-week crest. 

According to/Automotive News’ 
index of whglesale prices, the 
average vale of used units last 
week stood at $1,091, higher than 
it was ip mid-March and only $5 
below fhe level established nearly 
three Anonths ago. 

Vetéran observers said last week 
they’ believe that this year’s peak 
hag been reached on used-car 
pyices and that. averages should 
giart trending downward from the 
$1,000 plateau. 

* 









* * 


OLESALE activity, however, 
is expected to continue at a 
feverish pitch for several more 
weeks. Plenty of potential on vol- 
ume and profits exists at the retail 


teomed up with the Downtown Ga 


beth sides of Broadway, the city's mbin 
jerchants reported more then 109,000) 
ADA 





A certain amount of momen- 












|dustries in the area are now run- 
9.6 percent |ning ahead of 1958 pace. 

of the March/ 1958, total. The district’s department store 
sales shu vy an 8-percent year-to- 


aaa changing ooo year gain, and the awarding of 
eral construction contracts is running 
The deb or the nation in| 27 Percent ahead of the year-ago 


ef was 7.1 percent| Pace. 

ahead of th?-tomparable 1958 re- Business failures fell off by 8 

port with gains in all districts, percent from the comparable 1958 
The individual Federal Reserve| total and the number of new busi- 

banks have offered these recent|ness incorporations has swung up 

comments on business conditions| by 45 percent. 

on the regional level. * * 


te es New York 
New England HE nation’s money market re- 


HE Boston FRB reported that jy a firm tone with occa- 
unemployment continues to de-| sional slight tendencies toward 


T 








somal Widens Door for Imports— 


Opening of the St. Lawrence Seaway last week to large ocean ships is expected to 
cut shipping time to the Midwest and possibly bring some price advantages. Above 
English Fords are unloaded at Detroit from the first car-carrying ship to negofiate the 
new. seaway. The ship, the French Charles LD, planned to go on to Kenosha, Wis., 
c new port of entry for English Ford. 


TRUCK SECTION 
Starts on Page 20 


$9 Per Year, 35c Per Copy 


Demand 


Holds U. C. Market 
At Top 1°59 Level 


| tum is undoubtedly being created 

| in the market as dealers strive 
to roll their used cars while 
prices are hot. 

Some market analysts, however, 
see no serious price break until this 
fall when the Big Three “small” 
— are expected to hit the mar- 

et. 

The Federal Reserve Bank of 
Philadelphia, for example, says it 
thinks the new offerings are bound 
to drive down the price of used 
cars. 

The reasoning is that the new 
small cars are likely to be intro- 
duced at prices comparable to 
many later-model used cars. 

How far used-car prices go down, 
an? how long they stay down, of 
course, could affect new-car sales 
in 1960. 


* * * 


OME individual assessments of 
the wholesale used-car market 
last week included: 

New Jersey—“The sharp cars 
were bringing top dollar .. . 1958- 
59 group still gaining a bigger 
share of the market.” 

Chicago — “The greatest sale 
this year. Market red hot all day.” 

Vircinia—“Heaviest demand here 
is ’55, ’56, ’57 models, with every 
clean piece bringing premium 
money.” 

MicnicAN—“Real sharp cars seem 
to be a little scarce.” 

New York Crry—“Market contin- 

(Continued on Page 4, Col. 1) 





Spring Unearths 
Numerous Signs 


Of Ripe Market 


By L. H, Houck 
| Travelling Correspondent 

JEFFERSON CITY, Mo.—The 
harbingers of a good business year 
for auto dealers are out in num- 
bers this spring in the Midwest. 

The increased volume in credit 
sales of autos, as reported to 
Automotive News by finance com- 
panies and banks, indicates that 
sales of new and used cars are 
almost 25 percent ahead of last 
year. 

This does not take into account 
the cash deals, deals made on bank 
borrowings .on private notes and 
deals made for cash in which the 
purchaser obtains his money from 
a credit union. 

Repossessions have been declin- 
ing since last August but the fig- 
ure is dropping more rapidly this. 
spring, which indicates better eco- 

(Continued on Page 4, Col. 3) 


Inside 
Auto News 


@ Sales Tests: Plymouth, Page 
11; Mercedes-Benz with die- 


sel, Page 6. 


e Body &é equipment boom, 
Page 20. 


@ What's new in Europe? Page 
2 


@ Big truck sales jump, Page 24. 
@ North Carolina convention, 
Page 3. 








2 


AUTOMOTIVE NEWS, MAY 4, 1959 


Result: Changes in Sales Plans .. . 


Dealer Surveys Buying Habits 


By Benn Ollman 


Staff Correspondent 

MILWAUKEE.—A special survey 
of consumer buying habits has 
challenged the advertising and pro- 
motional slants Hall Chevrolet Co. 
has relied upon for many years. 

Returns from questionnaires 
sent to 552 new-car buyers in the 
Milwaukee area indicated (1) 
there seems to be a greater de- 
gree of loyalty to the car make 
than to the dealer who sells that 


Chrysler Earnings 
Top $15 Million on 
29 Pct. Sales Gain 


DETROIT. — Chrysler Corp. dol- 
lar sales for the first three months 
of 1959 were $691 million, or 29 per- 
cent more than the sales of $537 
million for the same period last 
year, President L. L. Colbert an- 
nounced. 

First quarter earnings were $15.2 
million, compared with a net loss 
of $15.1 million for the first three 
months of 1958. 

Both sales and earnings in the 
three months ended March 31 were 
higher than any quarter in 1958. 

“Passenger car and truck sales, 
excluding Simca products, totalled 
218,114 units in the first quarter,” 
Colbert reported, “compared with 
185,888 units sold in the same pe- 
riod a year ago. 

“Both sales and earnings in the 
first quarter were adversely af- 
fected by the serious curtailment 
of production during part of Jan- 
uary and most of February as a re- 
sult of a 134-day strike at plants 
of Pittsburgh Plate Glass Co.,” Col- 
bert added. 








make; (2) price definitely rates 
as a leading factor in the final 

decision the customer makes 

when he picks a car, and (3) a 
stronger relation than normally 
suspected apparently exists be- 

tween the neighborhood in which 

a customer lives and where he 

purchases his car. 

With so many regional and na- 
tional consumer surveys constantly 
being conducted in the automotive 
field, why should Hall Chevrolet 





Gordon Dedicates Center— 


Chevrolet's national parts distribution 
center at Flint was formally dedicated last 
week at a ceremony attended by General 
Motors executives and Flint business, civic 
and industrial leaders. John F. Gordon, 
right, GM president, is shown as he un- 
veils a plaque at the entrance to the 
million-square-foot building. Also taking 
part in the ceremony are Glenn T. Mc- 
Millan, left, Chevrolet parts distribution 
manager, and Edward N. Cole, Chevrolet 
general manager. 


GM’s Profits Soar 58 Pet. 


On 15% Sales Increase 


NEW YORK.—General Motors’ 
profit in the first quarter soared 58 
percent above the total for the 
like period of last year on an 18 
percent increase in sales. 

The profit total was $293 mil- 
lion, compared with earnings of 
$185 million in the first quarter 
of 1957, First quarter sales were 
$3,206 million this year and 
$2,721 million last year. 

The profit total for this year’s 
first quarter was shy of the $309 
million earned in the first quarter 
of 1955, the year GM’s after-tax 
profits topped $1 billion. 

“General Motors sales during the 
first three months of 1959 were 
maintained at a relatively constant 
level,” Chairman Frederic G. 


Donner and President John F.| 


Gordon commented, “During the 
three comparable months of last 
year, sales declined steadily as the 
effects of the recession in the U. S. 
were felt.” 


Worldwide unit sales of cars and| 


trucks increased 15 percent during 
the 1959 quarter from the same pe- 
riod of 1958, the report disclosed. 
Earnings and employment also 
were up. The gains were made 
despite reduced defense sales, which 
were at the lowest level since 1950, 
the year Korean hostilities began. 
In the first quarter of 1959, the 
number of persons employed by 
General Motors throughout the 
world averaged 584,611 and payrolls 
, totalled $795 million. In the corres- 
ponding period of 1958, average 
employment was 577.561 and pay- 
rolls totalled $700 million. 
Unit sales of cars and trucks 
from GM plants throughout the 
world in the 1959 first quarter 


Salesman Admits Theft 


Of $186 in Dealer Display 


DAYTON, O. — A salesman at 
Michael Motors here admitted 
stealing 186 silver dollars on 4 
cardboard display in the dealer- 
ship’s showroom. 

Police said the salesman took 
both the money and the display, 
which was used in connection with 
a sales campaign. 








totalled 1,131,480 or 15 percent 
above the corresponding period 
last year and three percent above 
the first quarter of 1957. 

The first quarter of 1959 also 
saw these results in unit sales of 
cars and trucks: 

1.Sales of 914,705 cars and 
trucks produced in General Motors 
plants in the U. S. were 17 percent 
above the total for the same period 
of 1958, but 3 percent under 1957 
sales for the period. 

2. Sales of Canadian-produced ve- 
hicles exceeded the comparable 1958 
quarter. 


3. Sales of vehicles produced in 
overseas plants established a new 
first quarter high of 154,692, 


Co. spend good money to produce 
one of its own? 
According to Latham Hall, presi- 


New Imports Coming 


dent, “We wanted to find out for] 


ourselves the reasons why people 
(Continued on Page 53, Col, 3) 


Gordon Predicts 
7Y, Million Sales 
Yearly by 1965 


FLINT.—John F. Gordon, Gen- 
eral Motors president, said last 
week the auto industry can antici- 
pate sales increases averaging 3 
percent annually during the next 
five years. 

This encouraging outlook, he 
said, “would result in a normal 
annual level of sales of about 7% 
million passenger cars a year by 
1965.” 

Gordon addressed the annual 
dinner meeting of the Flint Indus- 
trial Executives Club at which he 
was honored guest. Earlier, he pre- 
sided at dedication of Chevrolet’s 
new parts warehouse and toured 
Flint’s new Cultural Center. 

In making his forecast, Gordon 
noted a predicted increase in U.S. 
population to 190 million by 1965. 
In this steadily growing population, 
he said, experts predict there will 
be a 30 percent increase in the 
number of families with annual 
incomes of $7,500 or more. At the 
same time, he said, the number of 
families owning more than one car 
will rise by more than one-third. 

The new Chevrolet distribution 
center, which employs about 1,700 
persons, is the nerve center for a 


J. F. Gordon E. N. Cole 


parts business which involves 41 
warehouses in the United States, 19 
General Motors plants overseas 
and 130 independent foreign dis- 
tributors of GM products, accord- 
ing to Edward N. Cole, Chevrolet 
chief. 

“The parts and accessories which 
flow from this network serve the 
largest automobile ‘family’ in the 
world,” Cole said, “The largest 
single group of these are the own- 
ers of more than 16,000,000 Chevro- 
let cars and trucks currently regis- 
tered in the United States.” 

The center also serves as the 
home of Chevrolet’s Flint zone 
sales office, which employs about 50 
persons. 


Business Barometer 


Automotive News Economic Index — 


100.0 Percent of 


Last Week 


131.4 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—Year to date. . 

Truck Registrations—yYear to date. 

Steel Production—tTons 

Lumber Production—Board feet... 

Paperboard Production—tTons.... 

Soft Coal Output—tons : 

Oil Refinery Output—Boarrels .... 

Electric Output—Kilowatt hours.... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices-—Average 


Business Failures 


Common 
Stocks Apr. 29 
37% 
66%, 
64% 


49% 


Apr. 22 1959 Range 
37%, 43%-25'2 
63, 68-50% 
635% 6512-50¥, 
49Y%_ 50%4-45 


$76,219,316,000 
Commercial and Industrial Loans $30,670,000,000 
$28,376,000,000 


Percent of 

Percent of Like Week 

Last Week Last Year 
98.6 228.4 
102.1 166.6 
wad 119.1 
127.3 
208.3 
111.8 
128.8 
112.5 
111.0 
111g 
117.9 
105.6 
132.8 


133,987 
27,000 
1,006,824 
151,864 
2,646,000 
255,666,000 
304 464 
8,065,000 
48,670,000 
12,538 ,000,000 
391,261 

132 

424.9 


99.6 
103.4 
94.1 
401.3 
97.8 
99.4 
101.4 
101.5 
99.9 


113.3 
101.8 
104.9 
112.6 

91.2 


100.8 
99.8 
100.2 
98.7 


$1,091 
300 


Common 
Stocks Apr. 29 Apr.22 1959 Range 
42Y_ 45%%-39% 
40% 43 -32Y, 
12% 15%4-10% 


484%, 503-4015 
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A Revolutionary Triumph— 


This is the new Triumph Herald introduced by Britain's Standard Motor Co., ee 
The car features a chassis frame with no lubrication points and independent 
wheel suspension. A two-door sedan is also available. 


Competition for Volkswagen— 


The DKW-Junior, a small car aimed at 


3 


the Volkswagen morket, is being readi 


by Daimler-Benz and Auto Union. The three-cylinder model will have front- 
drive and four forward speeds and will be rated at 30 horsepower. 


Britich Tradition Broken 
By New Triumph Herald 


By George L. Glaser 
European Correspondent 
ArT 22 will go down in British 
automotive history as the birth- 
day of a new approach to car 
making in a country which tradi- 
tionally does not go in for radical 
changes. 

On this day Standard Motor 
Co., Ltd., announced its new Tri- 
umph Herald coupe and two-door 
sedan. 


Elsewhere on the European auto 
scene, Daimler-Benz and Auto 
Union has revealed some details 
of its upcoming smaller car which 
the company hopes will provide 
stiff competition for Volkswagen. 

The German entry will be 
called the DKW-Junior. It will 
be a three-cylinder, 30-horsepower 

model with four-wheel drive, 
three forward speeds and crank- 
type rear suspension, 

The idea for the Triumph Herald 
was conceived following a board 
meeting to discuss a future project. 
At this session Standard’s directors 
concluded that car making had 
become too stereotyped. 

At the time markets and compe- 
tition were in a stage of change 
and styling had entered a more 
progressive phase in England. 
Standard had started working with 
Michelotti of the Vignale body 
builders in Turin, Italy. 

Standard engineers claim the 
Herald possesses good road adhe- 

sion and will require minimum 
service. The latter is an essen- 
tial feature, they claim, in view 
of the fact that service costs 
have risen out of all proportions. 

Standard reintroduced a chassis 
frame on the Herald, a revolution- 
ary step in the mass production of 
cars in the lower-price ranges. 

This chassis has no lubrication 
points and the car features inde- 
pendent rear-wheel suspension, an- 


‘other unusual feature for such a 


vehicle. 
* * = 


yas front wheels are individually 
suspended on upper A-frames 
and lower arms with long coil 
springs going up from the lower 
arms, The drive shaft has no slid- 


ing joint, since the rear axle 
duction and differential-gear hour 
ing are mounted in rubber in 
chassis frame. 

The rear leaf-spring js mounted 
high on the frame an h wheel 
is independently suspended on 
each spring half-end. The rear) 
wheels are guided by torque rods 
going ahead to a cross member 
of the chassis frame. j 
To each wheel goes a swing axle 
shaft with one U-joint each. The 
wheels change camber when spring- 
ing occurs. 

The Herald engine of 57.8 cubic 
inch displacement and the four 
speed transmission are similar to 
those used in other Standaré 
models, But the engine output is 
higher than the regular 38 horse 
power because dual] carburetion 
has been added. 

This is also the first Standard car 
to feature a collapsible steering 
column, In an accident the column 
would collapse away from the dri 
er’s body. 

The two bodies for the car are 
made in seven units and com- 
bined into three major assem- 
blies, which Standard feels should 
keep body-repair costs low. 

The front end of the body & 
hinged near the cowl and can ° 
lifted from the rear toward the 
front. The entire engine compart 
ment thus is easily accessible. 


U. S. Says GM’s Size 
Is No Antitrust Shield 


NEW YORK.—GM’s size is ne 
shield against investigation under 
the antitrust laws, George Rey- 
craft, Justice De mt at- 
torney, said in an affidavit filed 
here in reply to a GM petition 
halt a grand jury inquiry. 

Arguments are scheduled to 
be heard May 18 on whether ithe 
subpena for GM records should 
be quashed. Reycraft said the 
firm seems to be attempting to 
avoid investigation on the 
grounds it “is so big and has so 
many file cabinets.” 
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by Robert M. Finlay 
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Ww should NADA directors 
change the method by which 
they attain office? — 

Sometimes we think that the 
world is too tightly organized, that 


| the individual has little opportunity 


for expression. This is especially 
true of politics, with its machines 
and mechanics. 

Once in every two or four years 


) we are the bosses—when we go to 


the polls. The rest of the time, 
those who wooed and won us are 
the bosses and we the slaves. 

Feeling this way, it may be- 
hoove us ill to support an or- 
ganized method of selecting 
NADA directors rather than the 
individualistic and disorganized 
method now in use. 

There is a real difficulty in ap- 
proaching reform in this matter. 
If you espouse the cause of reform 
too vigorously, you risk the danger 
of insulting the present NADA 
directors, all of whom were chosen 
under the present system. 

“You mean the present system 
is so bad that it produced us?” 
the present directors may ask. 

In organized dealer circles there 
is no more powerful group than the 
board of NADA directors, So who 
wants to fight them? 

Then, too, if any reform is to) 
come, it must be initiated by pres- 
ent NADA directors. 


Director Asks Reform 


Y AND large, present directors | 

are able, hard-working dealers. 
The {*ct that they are able direc-| 
tors, ' ywever, should not deter us| 
from “examining the method of 
selecting them. Nor should it deter 
directors from weighing and adopt- 
ing a better way. 

The fact is that the reform was 
suggested by a director, William H. 
Terry, Buick-Rootes dealer, of| 
Jacksonville, Fla, 

Terry, the former baseball | 
great, placed the resolution on | 
the floor of the directors meeting 
in Washington, December, 1958. 
No action has been taken on it, | 
but it should come up for discus- 
sion at the June meeting of di- | 
rectors in Detroit. 
There are well-informed men in| 

the industry who believe that) 
NADA directors are not elected at | 
all—they just stay on forever. 

A man who had been working | 
with dealers for 30 years asked: | 

“Did you ever hear of an elec- | 





Davis Heads Dealers 


In Albemarle, N. C. 


ALBEMARLE, N. C.—Sanford R. 
Davis, Davis Motor Co., has been 
named president of the Albemarle 
New Car & Truck Dealers Assn. 

The new vice-president is Thomas 
R, Wolfe jr., Stovall-Wolfe Motor | 
G., and J. A. Auten, Auten Motor 
Co., is the new secretary-treasurer. 


Index 


Advertising News 
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| ballot which 


I wants to take the trouble of| 


'than a dozen votes. 
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tion of NADA directors? I never 
did, and I’ve been around for a 
long time.” 

He had been arguing that NADA 
directors were too conservative and 
did not represent the thinking of 
the dealer body as a whole. 

* ag * 


How It’s Done 


S WE looked into the method of 

electing NADA directors, and 
found that, while it was conducted 
with the utmost integrity, there 
were many complaints as to the 
method. 

It is done this way: When the 
time for nominations comes, each 
individual NADA member in the 
state is sent a nominating form. 
He makes his nominations and 
sends them to the independent or- 
ganization which handles the bal- 
lotting for NADA. 

This organization tabulates the 
result, checks willingness to serve, 
and then places the names of the 
two who had the most votes on 4 
is sent back to all 
NADA members in the state. 

Certainly this is a democratic 
method of selecting directors. 

The difficulty is that the indi- 
vidual NADA member is in the 
dark as to the qualifications and 
willingness to serve of fellow 
deajers. And he is left in the 
dar. No one advises him, 

On the one hand the inertia of | 
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Exhaust-Standards Bill 
Signed in California 


SACRAMENTO, Calif, — Cali- 
fornia Governor Pat Brown 
signed into law last week a meas- 
ure written to control auto ex- 
haust fumes. The bill orders the 
state director of public health to 
establish standards of maximum 
allowable automotive exhaust 
fumes, Deadline for the stand- 
ards is Feb. 1, 1960. 

Once the measure becomes law, 
in effect, state or local air pollu- 
tion controlled districts could 
prohibit the sale of automobiles 
which produce fumes in excess of 
state regulations, Whether this 
bill applies to both new and used 
ears or the sale of used cars 
between individuals was unclear. 





Political Action Advised, Too .. . 





Dealers Urged to Meet 
Changes in Car Needs 


PINEHURST, N. C.—Two auto 
industry officials urged dealers at 
the annual convention of the North 
Carolina Automobile Dealers Assn. 
convention to meet changes in the 
transportation market and face 
their political responsibilities, 

S, A. Skillman, Studebaker- 
Packard sales vice-president, 
said, “We must search for new 
concepts with which to meet the 
new demands in automotive 
transportation requirements.” 
Benson Ford, chairman of the 





Olds Dealers Aid Safety Campaign— 


Safety messages are now reaching the youngest segment of San Diego's ambulatory 
the average dealer encourages 4 population through a campaign inaugurated by the four local Oldsmobile dealers, the 
conservative policy of keeping the Traffic Safety Council «nd Romper Room, a TV preschool kindergarten. Each day Miss 
old guard in. Most dealers may not | Suzy, left, Romper Room teacher, uses a Mr. Do Bee and Mr. Don't Bee to illustrate 
lagree with “Old Joe,” but, put to/a different safety attitude or slogan on TV. Children may pick up at any Oldsmobile 


the test, they can’t think off-hand | dealer a Mr. Do Bee safety chart, which the parent checks each day to indicate the 
of anyone they’d rather have, so| youngster has been a good Do Bee. At the end of the week, the chart is taken back 
to the dealer who gives a premium to each safe Do Bee. With Miss Suzy are, from 
On the other hand, the present|left, Bob Utschig, Balboa Oldsmobile; Bob Kohler, Colonial Oldsmobile, and Jim E. 


“Old Joe” stays in. 


method of selection makes an easy | 
channel for contentious dealers, If 
a dealer is so stirred up by the 
policies and actions of the present} 
board and is willing to spare the} 
time and effort required of a direc- | 
tor. the present system of selection | 
makes it easy for him to become) 
one, for, usually, no one makes a 


race of it. 
* = ” 


Clear for Self-Starter 
self-starter finds that if he| 
dropping even a postcard to his | 
fellow dealers in a state, signifying | 
little more than his desire to be-| 
come a director, he is practically | 
in. 

For, in the open-ballot system, | 
most nominees get only one or two 
nominations, and those selected to 
go on the ballot probably no more 


So, anyone who makes a mild 
effort usually can be elected. His 
greatest danger is in making too 
great an effort—to the point where | 
he stirs up a real race in the state 
by making others suspicious of all 
the activity. 

- 


Lack of Light 
T FIRST blush, therefore, the 





present system may have merit, 
if you look far enough. The diffi- 
culty, though, is that it is one of 
those things for which no one has 
the responsibility in a state, and 
thus no one does anything about. 

It gets so little attention that 
NADA elections come and go with 
the industry as a whole unaware 
of them and somewhat suspicious 
of the lack of activity. 

More light on this subject 
would be helpful, and more light 
could be obtained by naming in 
each state a nominating commit- 
tee charged with the responsi- 
bility of not only seeking qualified 
candidates but of stirring up in- 
terest in the subject. 

The NADA board is the force 
from which must come any action 
to enable auto dealers to move for- 
ward. And the election of qualified 
men to serve on this board is the 
heart of any effort to improve the 
lot of auto dealers. 

If you have ideas on how to im- 
prove the method of nominating 
NADA directors, I am sure that 
Bill Terry would like to hear from 
you (and please send me a copy). 


Trevellyan jr., Trevellyan Oldsmobile. 


High Court Weighs Fate 
Of Dealer-Reserve Taxes 


WASHINGTON. —Agy Monday 
now, the U. S. Supremé Court may 
make known its decision on the 
tax status of dealer reserves. 


With the court adjourning next 
month until October, a possibility 
exists that the decision will be post- 
poned as well. But observers here 
are hopeful that the issue will be 
settled before the summer recess. 


Thousands of dealer financing 
accounts will be affected by the 
Supreme Court’s interpretation 
of conflicting opinions over 
whether funds held in dealer re- 
serves should be taxed as income. 


Before the court are three test 
cases—all appealed by the Internal 
Revenue Service from lower courts 
which upheld the dealers’ position 
that such funds are tax-exempt be- 
cause they provide no revenue and 
are outside dealer control. 


One of the three cases, U. S. vs. 
Hine Pontiac, also asks the Su- 
preme Court to establish 4 percent 
as a reasonable dealer-reserve 
amount. 


The other two cases revolve 
around the basic matter of the 
taxability of reserve funds. Dealers 
involved are John Hansen and Burl 
P. Glover. 

Internal Revenue has continued 
to regard reserves as profit in the 
years received, whether reposses- 
sion losses eat up the money or not, 
adverse court decisions to the con- 
trary notwithstanding. 


NADA has filed an amicus 


Idaho Assn. Slates 
Plymouth’s Wilson 


BOISE, Ida.—W. Heartsill Wilson, 
national sales consultant for Plym- 
outh, will address the 1959 conven- 
tion of the Idaho Automobile Deal- 
ers Assn. 

The convention is scheduled for 
May 17-19 at the Owyhee Motor 
Inn, Boise. 


curiae brief in the Glover and 
Hansen cases, taking the position 
that the tax is payable only at 
the end of the finance period 
after discounting repo losses. 


Appeal, five have sided with the 
| dealers and two have affirmed U. S. 
Tax Courts and the IRS. This dead- 
lock has placed the matter squarely 
in the hands of the nine Supreme 
Court justices. 


| Democrat, has again introduced a 


bill preventing the IRS from tax- 
ing dealer-reserve funds until ac- 
tually paid to dealers. The bill has 
been tabled in the House Ways 
and Means Committee, of which 
Mills is chairman, pending Su- 
preme Court action. 



























Wemhof 


a request from Utah dealers . 


dealer in the state legislature . . 


next one a blue station wagén. 


or 


Of the 10 U. S, Circuit Courts of | 


A powerful member of Congress, | 
Rep. Wilbur D. Mills, Arkansas| 





On the House... 


Along with rising sales, new-car dealers report 
rising profits. For instance, Chicago-area Ford 
dealers note that net profit after taxes amounted 
to $74 per new vehicle in first quarter this year, 
compared with a net loss of $19 per new vehicle in 
Same period of 1958. Also, the net has risen each 
of the first three months this year, starting from 
$60 in January . . . From Brooklyn dealer bulletin: 
“I cheated and could not sleep, so I sent Internal 
Revenue a check for $3,000. If I still cannot sleep, 
I will mail them the balance” . . . 

Discrimination in granting reduced repair 
charges to customers of auto insurance compa- 
nies, where it tends to create a monopoly, violates the Utah Unfair 
Practices Act, the state’s attorney general has ruled in response to 
. . Buffalo dealers have switched 
annual meeting from May 11 to May 18 . . . Galen Boyer (Pontiac- 
Cadillac), Independence, has been sworn in as Missouri’s only auto 


14th annual Southern California dealer golf tourney ... 

Henry Ford predicts it will take only 20 years to produce his com- 
pany’s second 50 millionth vehicle, instead of the 56 years for the 
first 50 million. The Rouge ceremony last week had a patriotic motif: 
Car 49,999,999 was red, the 50 millionth was a white Galaxie, and the 


Ford Motor Co. dealer policy board, 
said businessmen must face up to 
their personal “bogeyman”—fear of 
politics—or lose their proportionate 
share in shaping the nation’s eco- 
nomic and social destiny. 

Skillman said, “In the past, the 
automobile has been the national 
symbol of success in America, 


Many a man prized his car above, 


all other possessions—sometimes 
more than he prized his wife. 

“But the soaring demand for 
smaller, more economical cars is 
an indication of a significant 
change. Growth of this market is 
the most revolutionary occurrence 
in the American automobile market 
in recent years, An increasing 
number of motorists are simply 
interested in getting more trans- 
portation for less money.” 

Skillman pointed out that this 
trend is illustrated by the “un- 
precedented acceptance of the 
Studebaker Lark since its intro- 
duction last November.” 

“There is increased competition 
for the automobile dollar today 
from such leisure-time products 
and activities as swimming pools, 
boats, country clubs, privately 
owned airplanes, foreign travel 
and other pleasures which are be- 
coming more and more a way of 
life for American families,” the S-P 
vice-president explained. 

Skillman warned dealers that it 
is “no longer true that if you build 
a better mouse trap the world will 
beat a path to your door.” 

“Let’s forget about the business 
outlook,” he suggested, “and just 
be on the lookout for more busi- 
ness. 

“Transportation today is a 
necessity, not a luxury, and we 
must be prepared to supply the 
changing needs, as transportation 
merchants. 

“The movement of building and 
business to the suburbs, the dis- 
persion of population from the 
cities, the inadequacy of public 
transportation, all create personal 
transportation needs. We must be 


| prepared to fulfill these needs, and 


those of the future.” 

Ford told the convention that 
businessmen must face up to the 
reality that the Government even- 
tually “belongs” to that section of 
society that makes the most effec- 
tive use of practical politics. 

Since businessmen have shunned 
politics, he added, elements that 
are sometimes hostile to business 
now have more than a proportion- 
ate share in forming legislation. 

He cautioned that political ef- 
fectiveness depends upon taking a 
positive, constructive approach to 
national problems. 


Village to License Dealers 


MINNEAPOLIS.—The Minne- 
tonka Village Council has approved 
an ordinance requiring a license 
for used or new-car dealers. The 
fee will be $50 for a new-car or 
eee dealer, and $85 for selling 

th. 





. Bob Fahy (Ford) captured the 


—Pere Wemuorr, Editor, 
Automotive News 
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Price Adjustments Due... 





Seaway Slated to Help 
Midwest on Imports 


(Continued from Page 1) 


Chicago. A shipment already has 
left England, A small shipment of 
Jaguars also is on its way to the 
Midwest, and the first Seaway 
cargo of English Fords arrived at 
Detroit last week. 
* + * 

ENING of the Seaway is ex- 

pected to cut the shipping time 
to the Midwest and probably will 
mean slightly lower prices for im- 
ported-car buyers living near the 
ports of entry. 

The savings will come from 
lower inland freight charges. 
However, the advantage will be 
partially offset by higher ocean 
freight fees. 

The remaining price advantage 
will be reduced as the distance from 
the port increases. In some Mid- 
west areas, prices of Lakes cars 
may be quite similar to prices of 
vehicles unloaded on the Eastern 
Seaboard because of the inland 
freight involved. 

* * * 
= Midwest buyers may ar- 
range through the selling dealer 
to pickup up their cars at the Lakes 
port, thus saving inland freight. 

Studebaker-Packard will post a 

separate set of port-of-entry 





Vigorous Demand 
Keeps U. C. Market 
At Year’s High 


(Continued from Page 1) 


ues on a solid, level basis. Demand 
still running high for clean and 
sharp merchandise.” 

Connecticut—“Market still re- 
mains strong. Retail for the most 
part has been the best for dealers 
in some time.” 

Fiorma—“Bidding continued red 
hot throughout the day.” 

Tennessee—“Prices have re- 
mained firm.” 

PenNsyYLvanu—“Plenty of sellers 
holding cars for right price. Clean 
models selling first.” 

Iowa— “Plenty of action. Could 
have sold 100 more cars. Never hot- 
ter.” 

> = * 

ENT conditions in the new- 
ear field are helping sweeten 
used-car profits for many dealers. 
With new-car demand rising, new- 
ear retailers have been able to 
shave allowances on the tradeins 
and put the used unit on the lot 

with less money invested. 

One Detroit prospect last week, 
for example, dickering for a new 
car, was offered less than half 
the going wholesale value for his 
tradein. 

When the prospect demurred, the 
dealer let him walk, thereby indi- 
cating he can conclude deals buy- 
ing the trade at a low, low book. 


prices for the Muskegon cars. 
They will be slightly higher than 
the Eastern figures. 

A Mercedes-Benz 220-S four- 
door sedan, for instance, has a 
POE price of $4,283 in New York. 
The Great Lakes figure will be $4,- 
316. However, the freight on a 
Mercedes from New York to South 
Bend is $118. It will be consider- 
ably less from Muskegon, 

Volkswagens arriving at Muskge- 
gon will carry East Coast POE 
prices. VW may set up other Lakes 
ports of entry, but no decision has 


been reached as yet. 
7 * * 


— will be especially 
eager for reports on early VW 
and Mercedes operations. The 
popular French make plans an ex- 
perimental shipment to Chicago in 
June to test cost considerations and 
other facets of the Seaway setup. 
Fiat is checking on the situa- 

tion but has reached no decision. 

One of Fiat’s ships reportedly is 

too large for the Seaway. 

Imported cars have been coming 
to Lakes ports in the past, of 
course, but the ships that carried 
them are smaller than those which 
now will be able to make the pas- 
sage. 

English Ford has been sending 
cars to Lakes outlets for two years, 
and Taunus has been doing so ever 
since it was introduced in the UV, S. 
last summer, Opel and Vauxhall 
also have been shipping cars direct 
to Great Lakes ports. 

* * * 


M-E-L division spokesman said 

last week that the Seaway will 
make more cars available for the 
Midwest, English Ford and Taunus 
enter at Detroit and Kenosha, Wis., 
which recently replaced Chicago as 
a port of entry. Opel and Vauxhall 
come into Detroit and Chicago. 

General Motors and Ford Motor 
already have Midwest port-of-entry 
price lists for their imports, so the 
Seaway will have no effect on the 
prices of these makes. 

American Motors does not plan 
to set up Great Lakes port-of- 
entry facilities for Metropolitan, 
and Chrysler Corp. has no such 
plans for Simca, although Chrys- 
ler Export is studying the situa- 
tion. 

AMC does bring a few of its 
English imports directly to the 
Midwest, but the company said 
that the additional shipping charges 
on these units is about the same 
as the trucking fee from the East. 

> . = 
A SIMCA spokesman also felt 
that there would be no appre- 
ciable price reduction if the cars 
entered the country at Great Lakes 
ports. 

An often-mentioned argument 
against the Seaway is the fact that 
the Great Lakes are not open dur- 
ing the winter months. 





50 Million Fords in 55 Years— 
Ford Motor Co. produced its 50-millionth vehicle, a Ford Galaxie, right, last Wed- 





Willys Unveils Economy Station Wagon— 

A new two-wheel-drive station wagon, priced at $1,995, f.o.b. Toledo, is being 
offered by Willys dealers. The vehicle, introduced as the “Maverick Special,” is 
designed for six-passenger family service and as a versatile carry-all with 100 cubic 
feet of cargo space with the rear seats folded forward. Dual chamber “Captive Air” 
white wall tires are standard equipment and eliminate the need for carrying a spare. 
A one-piece windshield and lower, ribbed roof panel are among the new design 
features. 





Spring Brings Ample Signs 
Of Ripe Auto Market 


(Continued from Page 1) 


his finance company. An examin- 
ation of the paper revealed that 
the 6 percent supposedly charged 
by the bank was more than a 7 
percent contract by a finance 
company. 

This discrepancy was found to lie 


nomic conditions, increased em-| 
ployment and better future pros- | 
pects, according to bankers and|} 
finance company executives. De-| 
linquencies also are down. 

Sales of used cars, while reported | 
up in some instances, seem to be 
down throughout the Midwest, with | in the method by which the interest 
inventories at an alltime low. | was figured. The dealer said the 

For the statisticians who view! bank figured the interest on the 
this as incompatible, the ex perts/| entire amount after insurance 
explain that during the period of no | charges, including life, and so-called 
production early in this model year/| carrying charges had been lumped 
when there were strikes in various|and added to the unpaid cash bal- 








Chrysler Zooms | 
In April Sales 


Daily Rate Breaks 
17-Month Record 


Chrysler Corp.’s daily sales rate! 
during the 10 days ended Apr, 9F 
was the highest in 17 months, ac. Bs 
cording to Byron Nichols, autome.” | 
tive sales group vice-president, =i 

He said the daily rate was 2,883, 
an increase of 26 percent over the” 
first 10 days of April. a 

All divisions shared in the up. © 
surge, Nichols said. Plymouth 
sales, he said, were 25 percent 
above those of the first 10 days 
of April; Dodge jumped 31 per. ~ 
cent; DeSoto, 13 percent; Chrys. | 
ler, 32 percent, and Imperial, 4 ~ 
percent. 

The increases coincided with the” 
opening of two-month factory in 
centive contests during which deal.) 
ers receive bonuses of $30 to $13 
per car for deliveries against ag 
signed quotas. Imperial is not in. 
cluded in the program. 

Nichols said the daily retail rate) 
has increased 75 percent since the = 
corporation got back into full proe™ 
duction Feb. 25 foliowing the end. 
of a 134-day glass strike. Ti 

* = * a 


Rambler 


Rambler retail sales in the sec 
ond 10-day period of April totalled 
11,483, compared with 4,819 in the 
corresponding period of last year, 
said Roy Abernethy, automotive 
distribution and marketing vice 
president of American Motors. 

Sales in the first 20 days of the 
month totalled 23,215, compared 
with 15,418 sold in the entire month 
of April, 1958, Abernethy said. 

Rambler sales in the current 
model year now total 172,146 units, 
a gain of 141.6 percent over the 71; 
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producing plants, dealers whole- 
Saled fewer cars and devoted as 
much attention as possible to sell- 
ing used cars. 

This reduced the stocks, The 
rise in new-car sales gives deal- 
ers a chance to build up their 
used-car inventories. Many deal- 
ers in this territory report that 
used cars are no problem. 
Finance-company managers and 
bankers view this as a healthy con- 
dition for the dealer and another 
sign that the dealer is moving into 

a good, profitable year. 

Since the retail auto business pre- 
sents a good solid front, finance ex- 
perts were asked whether it re- 
flected a trend by dealers toward 


making more profitable deals, or a/| 


trend toward reduction of border- 


line and questionable credit deals. | 


The answers indicate that the 
dealer always makes better deals 
when the prospects are good for a 
profitable year, and that the bulk 
of questionable deals that lead to 
repossessions and other credit 


| ance. 
In this case, the dealer discov- 
; ered, the customer was paying in- 


| terest on almost $400 more than ' 


|if the dealer had used the methods 
|of his regular finance company. 

Finance companies are telling 
dealers that they are in a less- 
favorable position when a deal goes 
to a bank. They say most banks in 
the area prefer to deal directly with 
the buyer, and they are showing the 
| dealer that selling the finance pack- 
|age brings him more profit without 
penalty to the customer. 

Banks are trying to corral more 
auto paper by stressing rates, 
which they claim are lower, and 
by pointing to the advantage of 
establishing a banking connection 
for other credit. 

While banks throughout the area 
| have gone into appliance financing 
with coupon books and small-loan 
| departments that accept dealer 
| paper, few of them provide this 
|service for the auto dealer. 
| Coupon books with different in- 








264 sold in the comparable period 
last year. 


& 
A 


* * 


Ford Truc 


Setting an alltime Ford Motor 
Company sales record, Ford truck 
sales during the first 20 selling 
days of April were greater—both in 
total units and on a daily rate basis 
—than during any Apr. 1-20 sales 
period in the company’s 56-year 
history, according to J, O. Wright, 
general manager of Ford division 
He said 19,946 Ford trucks were 
sold during the first 20 days of 


April, establishing a daily sales 
rate of 1,173. 
* > 
Dodge Truck 


Dodge truck sales in the first 09 
days of April were 70.5 percent® 
higher than for the same period a= 
year ago, it is announced by M. C.§ 
Patterson, Dodge general manager. 
He said Dodge truck sales were 389 
percent higher than for the com- 
parable period of 1958. 

Dodge truck sales in the first 20 


troubles are made when the dealer| terest rates are available so the 
is panicky and tries to get his new- | retailer can use a book calling for 
car stocks on time paper at almost | ™aximum interest on slow-pay 


days of April totalled 2,856 units, 
compared with 1,676 for the same 


any cost. 

This survey indicated that both 
small and large banks throughout 
the area are making a stronger 
drive for a bigger share of the 
auto credit paper, with both 
banks and some dealers advertis- 
ing “bank rates.” 

This has led some finance com- 
pany heads to ask, “What are bank 
rates?” 

Although the man in the street 
visualizes bank rates as the con- 
ventional 6 percent, most banks in 
the Midwest use the coupon-book 
plan. 

These books are set up for vary- 
ing rates of interest, thus bank 
rates can mean anything from 6 
to 8 percent and in some cases 
more where the lender has com- 
plied with the licensing require- 
ments of small loan laws. 

This use of credit insurance, 
which pays off the balance if the 
borrower dies, is increasing. Both 
banks and finance companies rec- 
ommend it, and most buyers are 
purchasing it. In some cases, credit 
insurance is required, The charge 
for this insurance in this area is 
generally accepted to be one per- 
cent of the unpaid balance. 

Competition among lending agen- 


customers or borderline deals. 

| Many of the bankers interviewed 
| said they did not accept paper 
| through auto dealers, preferring to 
| deal directly with purchasers. 

| The customer in this area is in 
|@ favorable position as far as fi- 
|mancing is concerned with both 
banks and finance companies vie- 
ing for his credit business. 

Most dealers, banks and finance 

companies view this situation 
also as a sign of increased spring 
business for the auto dealer. 
|} In St. Louis a recent report by 
the Federal Reserve Bank that 
charge and installment accounts 
| were being paid at a slower rate 
| than a year ago has been reversed 
| by .a sharp pickup in payment of 
bills by consumers. 







Late Report... 













Used-Car Market 


The average price of used cars sold at wholesale auction rose 
$2 last week to $1,091, according to Automotive News’ index. 

Leading the way upward were ’58s, which advanced $9. Other 
gains were pegged at $4 on ’57s and ’55s, $3 on ’59s and $1 on ’52s. 
The price of ’53s remained unchanged from the previous week. 


period last year, Patterson said. 
Dodge truck’s 1959 sales through 
Apr. 29 totalled 17,424 units, com- 
pared with 12,542 for the same pe 
riod a year ago. , 
> 7 7. 
Pontiac 


Convertible sales account for 4) 
record 8.6 percent of all current, 
Pontiac deliveries, said S. E. Knud- 
sen, general manager of Pontiac. § 

Last year at this same time 639 
percent of Pontiac sales were con- § 
vertibles. Over a six-month period 
6.5 percent of 1959 Pontiac sales 
have been in convertibles, com- 
pared with 4.7 percent for the same 
period during 1958 model produc- 
tion, he said. This represents an in- 
crease of 37 percent in Pontiac's 
convertible market. 































mesday (Apr. 29) in the Dearborn assembly plant. The milestone unit came off the 
assembly line 55 years, 10 months and 13 days after the company’s first ‘‘horseless 
carriage” was produced. At ceremonies marking the occasion, Henry Ford II, at micro- 
phone, scid the company expects to build its 100-millionth vehicle in one-third the 
time required to reach the 50-million mark. At the right is the Levecar, a vehicle that 
glides on air and may be the company’s 100-millionth unit in some future year. 
At left is the first car produced by the company. 





cies throughout the area has led 
to comparison of rates and an ex- 
amination of methods. 

One dealer who let a deal go 
through a bank under the im- 
pression that it was cheaper for 
the customer was challenged by 












A loss of $7 was charged against ’56s, while ’54s settled back $1. 


At a group of representative auctions last week, the average 
consignment consisted of 258.9 units, of which 69.0 percent were 
sold, A week earlier, 71.4 percent of 249.2 units were sold, 


Auction reports begin on Page 42, 














Helping you to more car sales and to keep present customers in your dealer- 
ship—is one of our main objectives. Associates is a service organization . . . 
our very existence is linked with the welfare of each dealer we serve. From 
the time your customer is a “‘prospect”’ until he makes his final payment as a 
“satisfied and happy car owner,”’ you can count on Associates service. 

Granting delay-free approvals... gearing our service to your business... 
treating your customer fairly throughout repayment months. . . courte- 
ously handling any collection problem...sending you prospect notices 
when your customers are ready to repurchase . . . retaining your customer’s 
goodwill for that next sale—all are part of Associates Pleasant Purchase 
Program—that pays off in plus sales and profits for you! 


ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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The Man Behind the Wheel 


Sales Testing the Mercedes 190-D ¢ 


(Eprror’s Note: This is another 
in a series of articles which will 
report on the selling features of 
imported cars.) 

as * * 
By William Carroll 
Staff Correspondent 

HE longest “Sales Test” this 

correspondent ever has under- 
taken began on a cold gray morn- 
ing in Seattle last March 6. We 
were starting a cross-country econ- 

omy run with a Mercedes-Benz 190 
diesel sedan. 

Twenty-seven days and 5,122 
miles later we arrived in New York 
City, after racking up an economy 
record of 41.04 miles per gallon at 
an average speed of 41.14 miles per 
hour. 

The car tested was a stock 
190-D four-door sedan, gray 
Paint, red leather interior, 1,728 
miles on the clock and 10 days off 
the boat. The only added feature 
was a Blaupunkt radio to ease 
the hours as we tooled across the 
country. 

The basic car is built around the 
same body, chassis and wheelbase | 
as the 180, 180 diesel and 190 Mer- 


|}miles an hour 





cedes sedans, the only difference 
between the 190s being in the en- 
gine. Entry was easy, either front! 
or back, as all four doors opened | 
wide and stayed that way. There 
was no knee bumping and plenty 
of room for big feet on and around 
the pedals. 


* * * 


Easy to Start 


NSTRUMENTS were 

with warning lights for the turn 
blinkers, driving beams and low 
fuel. The fuel-warning lamp burns 
red when slightly over one gallon 
of fuel is left, which being good 
for 40 miles of travel is certainly | 
no cause for worry. 

Unfortunately the row of buttons 
under the panel is not labelled and 
it took us a couple of weeks to 
separate the wipers from the} 
heater blower from the instrument- 
cluster light. The latter, by the 
way, is too bright for late driving | 
and dims to such a meager glow | 
the readings become invisible. 
There is no middle ground for this 
panel light. 

Starting a diesel was a lot 
easier than expected. All one 
does is pull the starter switch 
outward to the second notch, 
wait 10 seconds for the control 
lamp to glow, then pull the 
switch a little further out to spin 
the engine. It starts quickly and 
keeps right on running. 





After the car has been driven 
several miles the engine is warm | 
enough to start instantly without 
the 10-second delay. The driving 
position is wonderfully comfort- 
able, with every control and pedal 
in an advantageous position. 

Later, many miles farther on, I| 
became aware of an accelerator | 
pedal that was too narrow in rela- 
tion to pressure required. As a/| 
result, the bottom of my right foot 
was pretty sore until I changed to| 
a pair of shoes with a thicker sole. | 

” * af 


Top Speed Is 74 M.P.H. 
1D ashe a diesel in traffic calls 
for a slightly different attitude. 
. * J 


Inside the Mercedes 190-D— 
There's plenty of room for a big man 


The 190-D is a medium-sized car, 
and the modest 55 horsepower is 
hardly enough to win any races. 
However, if you'll shift up at the 
red marks on the speedometer 
you'll have no trouble keeping up 
with traffic and getting the best 
from the engine. 

Vision is exceptionally good for 
this tall boy, and completely un- 
obstructed for persons of average 
height. At low speeds (under 25 
miles an hour) steering is a little 
heavy. At road speeds, it’s as 
light as you’d want it. Brakes are 
excellent and remain that way 
even after severe downhill use. 

When it comes to transmission 
building, the Daimler boys seem to 
have the world by the tail. With a 
synchronizer for every forward 
gear, the 190’s four-speed box was 
a real joy to use. I could pop the 
gears up and down with all the 
ease of knowing how, which, of 
course, made traffic and mountain 
driving a cinch. 

As to speed, the tale is short. 
Diesels are nct fast, Rated top 
speed of the 190-D is a modest 74 
(actual) which is 
worth about 78 on the speedometer. 

During a run to one of Amarillo’s 
television stations I had a chance 
to open the 190 up, and we were 
on our way past the 75 mark when 
an unsuspected stop sign called a 


| halt to our fun. 


* * * 


|Low Center of Gravity 
AFTER checking the coffin-like 
legible,|- 


trunks of Detroit’s ’59s, the 
Mercedes trunk seemed rather 
small. But it was plenty large for 
two big suitcases, a typewriter, sev- 


Car Tested: 
MERCEDES-BENZ 
190-D 


Model: Four-door sedan. 

Engine: Diesel four-cylinder, 
four-cycle, overhead camshaft; 
115.74-c u bic-inch displacement, 
55 horsepower, 3.34 bore by 3.29 
stroke, 21-to-1 compression, ratio 
and cast-iron block. Maximum 
horsepower (55) is developed at 
4,000 r.p.m, 

Transmission: Steering col- 
umn shift lever, four-forward 
speeds with all gears synchron- 
ized for rapid shifts. Shift pat- 
tern similar to most imports, 
with first gear in the forward 
upper position, Reverse is found 
by putting the shift lever in neu- 
tral, lifting the lever toward the 
wheel and then pushing it for- 
ward toward the windshield. 
Single dry-plate clutch operated 
by linkage from underfloor 
mounted pedal assembly. 

Accessories: Whitewall tires, 
special paint colors, full leather 
interior, radio, reclining seats, 
fog lights and dressup items. 

Note: The Mercedes 190-D has 
been in production since 1958 
by Daimler-Benz Aktiengesell- 
schaft, Stuttgart-Unterturkheim, 





eral boxes of books and other junk 
we accumulated along the run. 

Driving the car was a snap, Al- 
most anyone could drive the same 
distance and get mileage compar- 
able to ours. 

On straight roads our test car 
seemed to wander a bit more 
than was desirable, but a check 
of wheel alignment showed the 
toe-in specifications had been 
missed a country mile. 

In turns the Mercedes four-wheel 
independent suspension makes a 
tremendous difference. The rear 
wheels are hung around a single- 
joint swing axle, Such suspension 
provides a low center of gravity 
and minimal oblique tilting due to 
the longer axle shafts, which hold 
curve sway to a minimum at high 
speeds. 

At first you might think some- 
thing is wrong, because the car 
rides so smoothly, but no matter 
how fast we cornered, the wheels 
stayed put. 

+ * 


Hills Easy; Body Quiet 

OUGH roads are a breeze, Not 

only does the independent sus- 
pension maintain a level ride, but 
the unit body refuses to vibrate or 
rattle. Even the front fenders re- 
main solidly 
wave at passersby. 

And the faster the better. We'd 
hit detours at highway speeds 
without a qualm, knowing full 
well that all four wheels would 
be working their hearts out to 
give us plenty of control while 
retaining a decent ride. 


Curving hill roads were taken in | 


their stride, even though waves of 


asphalt were built into washboard | 


sections that threatened to give us 
a rough time. 

One thing we had to do with the 
diesel was use the gears while 
upping hills) The moment the 


|speedometer fell below a _ shift! 
|point, I'd shift and keep the little | 


four humming merrily away. 

By this means we sailed up hills 
with the best of them, and in most 
cases left larger Detroit “iron” in 
the lurch because we could corner 
faster and more safely. 

It’s an amazing thing, but body- 


|'wise the 190 was among the quiet- 
lest cars I’ve driven. Windows are 
iset close to the sheet metal; 


ac- 
cordingly there was little wind 
noise. 

The underbody is nearly smooth 


| which reduces road noise to a mini- 
|}mum. And the door fit is such that 
|dust leaks just plain don’t exist. 


On the other hand, the heat 
and ventilation system is pretty 
punk for any car, let alone a 
Mercedes-Benz, In cold weather 
we'd nearly freeze because the 
heater would not warm enough 
air to comfort a single goose 
pimple, In warm weather so little 
outside air comes into the car 
that feet get mighty warm. 

I'm told that South Bend is 
working up a new heating and 
ventilating unit which will bring 
Mercedes cars up to American com- 
fort standards. 

“a ae 


How Diesel Works 


N OFTEN-ASKED question, 

wherever we stopped on our 
cross-country trip, was: “How does 
it ride?” As far as I’m concerned, 
the 190 rides better than 95 percent 
of the cars tested in the past two 
years. If you keep in mind we 
drove this car every day, for 27 


days, in all kirids of weather, the 
*|comment on its comfort carries a 


in a Mercedes 190-D, according to Sales- 


Tester William Carroll, who stands six-feet-four. A fuel-warning light on the instru- 
ment panel glows red when there's one gallon left in the tank. But that gallon's good 
for 40 miles of travel, so it's no cause for worry, Carroll noted. 


(Continued on Page 50, Col. 1) 
* * * 


Mercedes-Benz 
190-D 


Cross-Country Sales Test 
Miles travelled 
Fuel purchased 
Cost of fuel 
Average cost per gal. 
Average miles per hour 
Average miles per gal. 
Mercedes-Benz 190-D 
(Diesel) 
$3,708, POE New York 
Mercedes-Benz Sales, 
Inc., South Bend 


in place and don’t | 


| take 





41 Miles Per Gallon, Coast to Coast— 


William Carroll, 


Automotive News staff correspondent, 


averaged 41.04 miles 


gallon on a cross-country sales test in a Mercedes-Benz 190-D. Carroll drove 
diesel-engined model 5,122 miles on 124.8 gallons of fuel during the 27-day 
He was impressed by the car's ride and handling characteristics. 


In Managing a Dealership .. . 
There’s No Sinecure 


Eprror’s Note: This is the fifth 
in a series discussing business 
management in the dealership, a 
series prepared mainly for newer 


dealers and others not familiar | 


with business management prac- 
tices. 
* + + 


By Kenneth C, Kelley Jr. 
Staff Writer 


S NOTED in the last article in| 
this series, there are no easy) 


ways to manage a dealership—it 
is a day- -to-day job with conditions | 
varying every day and in every 
dealership. 
This article will outline some of | 
the techniques tha t) 
No. 5 have helped many| 
in a 


Series 


their firms. 
Factory officials 


and many other ex-| 
perts agree that there is little value | 


in the many number formulas of- 
fered for managing dealerships. 

For instance, it has been said 
that the dealer who grosses 15 per- 
cent on his net sales will show a 
profit. The hole in this formula is 
that he can’t show a profit if his 
expenses amount to 16 percent of 
net sales. 

Just about all factories prepare 
figures which will show a dealer 
how his expenses compare with 
those of similar dealers in the 
zone or district, It is stressed 
that these figures are guides, not 
goals. 

On one.count, the figures are 
general! rages. Average doesn’t | 
mean go The sound dealer 
i to Stay well ahead of aver-| 


“ addition, these guides do not 
into consideration the indi- 
vidual conditions that each dealer 


must consider. These are the prob- | 


lems that the working dealer must 
face in the day-to-day operation. 
= x *x 


EN overall expenses in a 


dealership appear to be out of | 
line, they can be checked against} 
|}zone averages. They also can be 


checked against the past expenses 
of the dealership. Then it is wise 
to determine the facts which in- 
creased individual expenses which 
appear high. 

Only when the expenses have 
been considered from these three 
points of view can the dealer 
make an enlightened decision on 
where to reduce expenses. 

Assuming that the dealership is 
penetrating the market properly, 
the gross profit should be high 
enough to pay a net profit, The key 
to the profit then is bringing the 
expenses in line. 

Qne method of keeping expenses 
in line is to prepare a monthly 
forecast on the operation of the 
dealership. The anticipated sales, 
operating expenses and profit are 
set down in detail for the coming 
month. 

* * ok 


PrActory officials say that deal- 


ers who have had a little ex-|§ 


perience in forecasting have proved 
quite accurate in preparing an 
estimate of the short-run operation 
of the dealership. 

If this forecast indicates a loss 
or a less-than-reasonable profit, the 
dealer is then in a position to do 
something about it before it’s too 
late. 

Tied in with this forecasting 
system is the daily operating con- 
trol system. This involves total- 


dealers in managing | 


through the month, When tro 
starts, the dealer can spot it rig! 
away. 4 
While each dealership will have 
| its own problems, factory offici 
|noted that these suggestions of 
|individual problems have prov 
|helpful to many dealers: 7 
| 1. Quick turnover is vital to sw 
cess in the used-car departmen 
Because selling cars within a fi 
number of days after they 
taken in can lead to an arbitrs 
| operation, one factory official of 
fered this advice: 

“Move the car in the same 
| ket that it was accepted.” 

Reconditioning of used cars m 
be watched to be certain th 
|every dollar spent will be retu 
in the selling price of each vehi 

= = 


| ling day-by-day income and o 


> 
KEY matters in the service 4 
* partment include keeping sz 
high enough to cover all mechan 
manhours and keeping the inve 
ment in service facilities 
enough to handle anticipated bu 
ness without getting overinveste 
3. In the parts department, skilP 
ful ordering is important. 
dealership must have parts to 
all sales but care must be exercised 
|}not to get overstocked and not & 
| hold obsolete parts in inventory, 
4. Dealers often get in tro 
with loose credit programs, Sc 
| one person should have respon- 
| sibility for passing on applica- 
| tions for credit, Those granted 
credit should be screened care-| 

| fully and, when notes fall past) 
due, every effort should be made 
to obtain prompt settlement. 

5. With the auto business chan 
ing on a day-to-day basis, t 
|dealer must be careful to re 
sufficiently liquid to move wit 
these changes in the market. 
excessive amount of money tie 
up in receivables is just one @ 
many ways that a dealer can lost 
his liquidity 

While this material is by 2 
means an exhaustive study of th 
problems that a dealer can face, af 
effort has been made to summarizé 
those points which are of value t@& 
dealers generally. Other questions, 
and this means the bulk of the 
questions involved in running 
dealership, must be considered 6 
the basis of conditions in eac 
dealership. 


Nqw UMS Post 
Given to Webb 


DETROIT. — Appointment of 
Cleve Webb to a newly creat 
position of director of natio 
marketers for United Motors Serv- 

ice has been am 
nounced by 
Thomas F. Plant 
general sales 
manager. Webd 
has been cent 
regional managef 
for the past year. 
He will head @ 
new department 
being set up @ 

: handle sales ac 

i de tivities in con 
Cleve Webb nection with the 
national marketing of Delco batte 
ies, Delco-Remy lines, Rocheste? 
| carburetors, Delco shock absorbe 
fone Packard Electrical products) 
He joined United Motors in 1946. 








e 
~ 
eon 
’ 
— 
— 





This is BENDIX PRODUCTS DIVISION... 


“CREATOR OF SUCCESSFUL NEW SALES FEATURES” 


New power to steer! Today's driver has 
greatly augmented ease of handling, control and 
assurance—thanks to Bendix* power steering. It has 
increased in popularity every year since its introduc- 
tion, and today most new car buyers demand it. 


Hicisin make 


each model year as 


**Opening 

”. the auto- 

makers are sec- 

onded by suppliers 

like Bendix Products Division. While 
master carmakers and designers are 
concerning themselves with problems 
of total design and concept, specialists 
like Bendix Products Division, working 
in specialized areas such as steering and 
braking, create innovations and im- 
provements that take their place in the 
total design yet, in their own right, are 
powerful interest creating salesmakers. 
Three of the sales successes de- 


New power to stop! Safety is multiplied many 
times for the driver of today’s faster, more powerful 
automobile . . . by Bendix*-pioneered power brakes. 
Millions of car buyers each year “buy” this new and 
better concept in safety and better control. 


veloped by Bendix Products Division 
are shown at the top of the page. 
These and many others are being 
demonstrated on the road every day 
by practically every car on the road— 
and by millions of new cars sold every 
year. 

In developing features like these, 
Bendix Products Division benefits from 
the planning talents, the research skills, 
and the production know-how of its 
own engineering staff first .. . but 
also from the unique Research Division 
and the 24 divisions of the Bendix 
Aviation Corporation. Through the 
products of Bendix Products Division, 
these talents are available to you, too. 
Why not put them to work for you? 


Now—brakes that adjust themselves! 
This latest Bendix braking development adds the 
powerful sales appeal of economy to the tried-and- 
true one of safety. More cars every year have this new 
feature—it’s only a matter of time until they all do. 


Testing Torque and Temperature! 
Research engineer checks various operating factors 
such as torque and temperature on a new brake 
design undergoing dynamometer test in Bendix 
Engineering laboratory. 


Planning Committee in session! Almost 
endlessly they debate two key questions: “Will it 
work?” and “Will it sell?” Here’s-just one of the 
thousand of technical and strategy meetings at all 
levels that precede the launching of a new Bendix 
product. 


< *REG. U.S. PAT. OFF. 
. PRODUCTS 
Bendix bivision 


South Bend > IND. 
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Reserve Banks Report Few Soft Spots... 
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Solid Business Gains Continue 


(Continued from Page 1) 


ease, according to the New York 
FRB. 

That business generally is in a 
liquid position was indicated by 
the fact that pressure on the 
money market did not swing up 
around the March 15 tax date as 
it has in some recent years, 
Increasing pressure has been 
noted in the money market as 
spring progressed. 

* * * 


Philadelphia 


oc effect of the introduction of 
small U. S, cars was questioned 
in most recent bulletins from the 
Philadelphia FRB. 

The introduction of radically 
different cars will mark a come- 
back for dynamic obsolescence. 
Increased sales of these cars may 
result in a decline in used-car 
prices, which have held up well 
in recent months. 

The bank observed that a num- 
ber of factors could work against 
any price slide, including increased 
demand for used cars by the large 





numbers of suburban residents and 
the growing numbers of young 


drivers, 
x * 


oa 
Richmond 
EAL strength was reported in 
three industries of major im- 
portance in the district served by 
the Richmond FRB. 

New orders and production in 
the furniture plants are running 
well ahead of the 1958 pace. New 
orders shot up in January by 47 
percent but since have levelled off 

| at a more realistic rate. 
The lumber industry is prosper- 


This’ll Kill Ya 


BEAUMONT, Tex.—C, A, Stock- 
|holm, owner of Electric Gun Co., 
is introducing a 32-round electric 
| machinegun designed to stop a flee- 
ing desperado’s car with a single 
shot. It is mounted on the hood of 
a police car, and is basically a 12- 
inch barrel, 32-shot revolver which 
can be fired either semi or fully 
| automatic. Standard ammunition is 
|the .357 Magnum cartridge. 








ing on the national rise in con- 

struction. Favorable factors in the 

textile industry, include strong de- 

mand and flow of orders for future 

delivery, firm prices and scarcity 

of some products. ‘ 
x 


Deep South 


_ Atlanta FRB reported that 
employment in the Deep South 
picked up by one percentage point 
in the most recent month for which 
figures are available. 

Department store sales are 
running far ahead of the 1958 
pace while gains are noted in 
electric power production, 
Year-to-year gains were also re- 

ported in construction contract 
awards and farm cash receipts. 

7 cd + 

Chicago 
a piled as ‘high as an ele- 

phant’s eye’—this may well be 

the situation in 1959,” observed the 
Chicago FRB. 

Acreage controls have been 
lifted and the amount of land 
planted in corn is expected to 


SARAN FIBERS 





A Lion for a Lady— 


Detroit-area Chrysler dealers kicked off | 
“True-blue trading days” with a parade} 
of 50 cars through Detroit. “Miss True- | 


Blue,"" Jackie Pascal, of Detroit, was pre- 


sented with a bronze statue of “Mr. Lion- | 


heart" by Ned Fisher, of Fisher & Record 
Motor Sales, in Grosse Pointe, Mich. The 
presentation was preceded by a break- 
fast meeting of 50 dealers, salesmen and 
Chrysler division executives. 


show a large increase in 1959. 
Price supports on the uncon- 
trolled production will be higher 
than those paid on the open mar- 
ket in 1958. 


These factors plus increased 





Fuss Budget 


. . . This customer is quick to see the solid value of SARAN seat covers. Time- 
tested SARAN seat covers fit better, look better and last longer because they resist 
wear, tear, spills, sagging and cupping. Years of use have proved it! 


The most salable seat covers are S ARAN 


Yes, America’s favorite seat cover fabric is time-tested SARAN. SARAN seat covers offer all 


Impulse Buyer 


... can’t resist the beauty and comfort of SARAN seat covers. And attractive 
SARAN weaves stay colorful because the color is built into every fiber. Woven to 
“breathe”, SARAN fabrics are more comfortable, summer and winter. 





your customers the ultimate in value. Stock them, display them and you'll see how profitable 


it is to sell what most people want ... SARAN. 
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yields per acre could make this” 
year the first 4-billion-bushel year 
the bank said. 

* 






* ke 
Upper Midwest 
us mining areas of the Upper |] 
Midwest, long an economi.: soften 
spot, are beginning to brigh‘en af 
bit, according to the Minne polis 
FRB. ‘ 

Increased steel production hag ~ 
cut into iron ore stockpiles, !eaq. 7 
ing to “vigorous activity on the 
iron ore ranges.” 

Despite the pickup in mining, the 
bank said that employment in the 
district is not increasing in line 
with increased production, The per. 
cent of workers without jobs in * 
most district states is higher than 


the national percentage. 
” * * 
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Kansas City 


|W OANS of banks in the Tenth 
| Federal Reserve District are 
running 8 to 15 percent ahead of © 
the 1958 totals, the Kansas City 
|FRB said. Bank deposits are up 7 
to 11 percent. 

In each case, the smaller figure 
represents the increase at “re- © 
serve” city banks while the larger © 
gain was at country banks, 
All sections of the district shared 7 

}in the gains with loan volume uw 

most sharply in Colorado and the 

| major cities of Nebraska. oe 
* + * 


| Southwest 


HE Dallas FRB said that de? 
partment store sales in the dis- 5 
trict showed “a good year-to-year 7 
gain” on the strength of rising soft © 
| goods sales. 
A 29-percent increase in con- 7 
| struction contracts over the 
| comparable period of last year 
was also noted. 
| The bank finds that agricultural 
| prospects are not now as good as 
they were a year ago. 
= + 
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Far West 


|GANS in just about every phase ? 

of industrial activity were re 

| corded by the San Francisco FRB. | 

Ahead of the month-ago and 
year-ago figures were lumber, re- 

| finery, cement, steel and copper 
production. Crude oil production 
was the only industrial indicator 

| with a loss on the record, 

| Nonfarm employment has picked 

up 4 percentage points in the last 

year and department store sales 

have gained 18 points. 


7: 


‘Kenosha New Port 
For English Fords | 


DEARBORN.—A new port-of- 
entry at Kenosha, Wis., to receive 
English Ford cars from Dagenham, 
England, and German Taunus units 
from Cologne, Germany, has been 
announced by Ben D. Mills, M-E-L 
general manager. re 

The new port, eighth largest of 7 
the company’s 16 U. S. ports of 
entry, is expected to handle ap- 
| proximately 3,500 cars annually, 
Mills said. All vehicles will be re- 
ceived, processed and warehoused | 
for the company by the Kenosha | 
Auto Transport Co. 

Some 70 dealers, representing all [ 
of Wisconsin, Minnesota, North Da- 
kota, South Dakota and portions © 
of Iowa, Indiana, Illinois and Mon- 
tana, will be serviced from Ken- 
osha, Mills said. 
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Growing Market 


Seen for Hartford 


HARTFORD, Conn.—An expand- §) 
ing auto-sales market in Hartford § 
County in 1959 was predicted at f 
the annual meeting of the Hartford 
Automobile Dealers Assn. 

The forecast was made by Robert 
B. Doyle, vice-president of the 
Wosttuns National Bank and Trust 

Carl Lane, executive vice-pres- 
ident of the Connecticut Automotive 
Trades Assn., discussed legislative 
activity affecting HADA members. 



















Higher Small-Car Fee 


Is Sought in Florida 


TALLAHASSEE. — State Sena- 
tor G. T. Melton has introduced 
@ measure to eliminate the $5 “T” 
tag for small cars. 

The bill calls for all cars under 
2,500 pounds to be lumped in the 
“D” category, which requires 4 
$10 tag. 
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| sold 20 SCOTT outhoard combinations in one 
month...and netted an average of 446 on each!” 


DICK BILLINGS, IMPERIAL MOTORS, PORTLAND, OREGON 
Pacific Northwest's largest Chrys/er Dea/er 













































All over the country, alert automobile dealers are discovering a wel- 
come new source of income—a Scott outboard franchise! Cashing. in 
on the big outboard boom—boating salés last year topped two billitn 
dollars—has increased their customer traffic, boosted sales all around. 


Smart ‘“‘package”’ selling of Scott-powered combinations—boat, 
motor and trailer—has built big ticket sales ranging as high as $4000 
per unit, with profit margins averaging well above their normal auto- 
motive nets. 


Scott outboard sales can carry a good share of your overhead. 
With your present showroom, personnel, service and credit depart- 
ments, you can add this profit-producing new line at a surprisingly 
small investment. 


Scott’s exciting new outboards are especially easy for an auto 
dealer to sell. Smart, modern styling and a choice of hood colors give 
you a real glamor package. Advanced features make running a new 
Scott as easy as driving a new car. And the complete line—10 models 
from 3.6 to 60 hp, let you offer a Scott that fits any boat and budget. 







You get plenty of selling help from Scott, too. Outstanding national 
advertising, lively sales promotions and traffic-stopping displays. 
Every outboard you sell carries a full factory warranty backed by 
the Marine Products Division of the McCulloch Corporation, pio- 
neers in 2-cycle engines, world’s largest manufacturer of chain saws. 










Don’t wait to cash in on this fast-growing new market. The best 
selling season for outboards is just ahead. Send for full information 
about a Scott outboard franchise today! 
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1 Dept. AN-S9, Marine Products Division, 
j McCulloch Corporation, 
| Minneapolis 13, Minn. 
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Please send me complete details about 
a Scott Outboard franchise in my area. 
NAME 
FIRM___ 
ADDRESS 
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MARINE PRODUCTS DIVISION McCULLOCH CORPORATION be Los ANGELES © MINNEAPOL/S * TORONTO 
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U.S. Highway Program 
Heads for Dead End 


By William Ullman 

Washington Bureau Chief 

a BIG, imaginative Federal highway program, the pride 
of lawmakers in 1956, is facing its most severe crisis to 
date. If this crisis is not met with some action—either stop- 
gap or long-range—there will be no Federal funds appor- 
tioned for the Interstate highway system during the year 





beginning July 1, 1960. 7 
A straightforward account| 
of how the program got into 


this fix, as well as a discussion of 
possible solutions, has been pub-| 
lished by the National Highway 
Users Conference, a nonprofit or- 
ganization representing just about 
everybody who makes, sells, repairs 
or drives motor vehicles, The story 
appears in the March-April issue of | 
NHUC’s magazine, Highway High-| 
lights, and it represents many hun- 





dreds of hours of careful research.’ William Ullman 






Inflation, which is making trouble 





in more than one 
spot today, is one 
of the villains of 
the piece, An- 
other might be 
described as leg- 
islative sloppiness. 
Here’s what 
happened: The 
Federal- Aid 
Highway Act of 
1956 authorized 
about $25 bil- 


1. PERFECT CIRCLE 2-in-1 CHROME SETS 


solve problem of excessive 
oil consumption past pistons! 


2-in-1 Chrome sets provide the finest piston rings 
obtainable! Top rings and oil rings are plated with 
thick, solid chrome. Entire area of ring travel gets 
complete wear protection, more than doubling life 
of cylinders, rings, pistons. No tedious break-in is 


necessary, rings are pre-seated at factory. 


INSURE CUSTOMER SATISFACTION — Install 2-in-1 
Chrome sets for thousands of extra miles of power 


protection and positive oil control! 


PERFECT CIRCLE VALVE SEALS 


solve problem of excessive 
oil consumption past valves! 


New rings and restored valve efficiency produce 
higher compression pressures...and higher de- 
celeration vacuum. Increased vacuum draws oil 
through loose or worn valve guides. Stop this oil 


loss with new Perfect Circle Valve Seals! 


INSURE CUSTOMER SATISFACTION—Install Perfect 
Circle Valve Seals on all re-ring jobs and all overhauls. 


PERFECT“. CIRCLE 





Hagerstown, Indiana 
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ment to the 1956 Act which wan! 


lion over a 13-year period to fi- 
nance a 40,000-mile National Sys- 
tem of Interstate and Defense 
Highways, The system was to 
have been completed by 1972, with 
Uncle Sam footing 90 percent of 
the cost; the states, 10 percent, 
But in 1958, just two years after 
the law was passed, a new estimate 
showed that the cost of the pro- 
gram had gone up $10 billion. The 
Federal share of this increase 
would be about $9 billion, and 
about $3 billion of this was due to 


inflation. 
* * * 


Billion-Dollar Bits 


UT the increases didn’t stop 
there. The Act now calls for 
a 41,000-mile Interstate System, but 
Congress neglected to put in a pro- 
vision for financing the extra 1,000 
miles, There are other items, too. 
Billion-dollar items. | 
When added up, the Federal 
share of a program for complet- 
ing the 41,000-mile Interstate sys- 
tem would total— using present 
estimates—about $36.2 billion. 
That's a far cry from the $25 bil- | 
lion envisioned in 1956, but the 
difference could get bigger still 
if inflation continues. 
What makes the increase in costs 
so serious right now is an amend-| 














2 reasons why engines 
get more power protection 
from Perfect Circle 








authored by Senator Harry Flood 


Byrd, Virginia Democrat, The Byrd} 


amendment put the Federal high- 
way program on a “pay-as-you-go” 
basis. 

After approving the Byrd Amend- 
ment, Congress turned around and 
suspended it for two years (fiscal 
1959 and 1960) so that the states 
could get all the money that Con- 
gress authorized. But starting with 
fiscal 1961, which begins on July 1, 
1960, the Byrd amendment goes 
back into effect. 

That is the reason that the Sec- 
retary of Commerce says he can 
apportion no funds to the states 
during that year and perhaps only 
half a billion dollars during the 
year that follows. There won’t be 
enough in the Highway Trust Fund, 
and the law says you have to pay 
as you go. 

Congress could hold off the com- 
ing crisis a little longer simply by 
suspending the Byrd amendment 
for another two years, but that 
would produce no permanent solu- 
tion to the problem of rising road 
costs. 

* - * 


Three Alternatives 


S NHUC sees it, there are but 
three important alternatives in 












POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 























seeking a long-range solution: a 

1. Increase the revenues,  <ither h 
from the general fund, new g¢ neraj T 
taxes or higher highway user axes, a 
(President Eisenhower’s re om. 
mended solution is to increase high. 
way user contributions with « 1%. 
cent increase in the Federal gago. 
line tax.) Es 

2. Borrowing, either from the | 

general fund or by issuing reve- 4 

nue bonds. These might be se- 

cured by future Highway Trust ~ 
| Fund receipts. ie 
| 3. Continue the pay-as-you-go stat 
| program, with an extension of the late 
building and financing programs " 
beyond the present termination lin 
date of 1972. ost 

If Congress decides on the first ter 
solution, revenues would have to be thi 
increased by about $14.8 billion to Sk 
| finish the highway program by 1972, ini 
according to present cost estimates, 

If Congress decides to finance the H 
roads by borrowing, repayment of clas 
principal at 4 percent would take at 
through 1982, Americans would get cor 
their roads by 1972, but they would) the 
be paying for them for an addi- con 
| tional decade. 1 
| If Congress decides to continue fro’ 
to finance the program on the Mo 
pay-as-you-go principle, the com- sho 
plete Interstate system could not Es] 
be completed before 1979. In addi- on 
tion, there would be serious inter- Cc 
ruptions in progress in 1961 and=ijee. firs 
1962. hac 
| Those are the alternatives, and pro 
NHUC is to be commended for lay- 
|ing the bad news before the public To 
| so clearly. NHUC plays no favorites 
in describing the pros and cons of P 
each solution, although it’s no ib 
|secret that its members think the of 
jhighway user burden is high Pl 
}enough right now. At present, ; 
|highway users bear the total cost h: 
of the Federal highway program. a 

Reprints of the article, “Problems ol 
|in Financing the Federal] Road di 
| Program,” are available in small h: 
quantities without charge from ‘ 
NHUC, National Press Building, Th 
| Washington 4, D. C. 

* * fre 
Europeans Confident dis 
| J,,UROPEAN car makers are look- ag 
| ing forward to “economy car ] 
| competition” from Detroit, accord- nu 
jing to an American Automobile tw 
Association poll. so! 

European manufacturers agree S Te 
|that U. S, companies cannot turn tol 
|out the same quality in a small car) wi 
|for the same price they can, be) do 
| cause of high labor costs and the | 
| demands of mass production, AAA pr 
reports. on 

The motorist organization — th 

quoted a Citroen representative — © 

as claiming, “The same crafts- — ‘%t 
manship, quality and engineering °F 
which is put into our cars would pe 


| cost almost twice as much if 
made by Detroit, One of the ‘Big 
Three’ bought two Citroens for 
study and analysis, and found it 
would cost them almost double 
our price to duplicate this car to 
exact specifications.” 

A British auto executive said 
ithat, in his opinion, “any new 
Detroit smaller car will not detract 
from the sales of the British small 
car, but rather seriously detract 
from the sales of the present ~ 
American medium-size cars.” 

” * x 


Hands Off 


GTATES cannot assess damages in 
a labor dispute unless violence 
is involved, the Supreme Court has 
ruled. 

The court’s majority opinion 
ruled that when picketing is 
peaceful and does not threaten 
the public order, there is no com- 
pelling reason to let the states 
act, even though the National 
Labor Relations Board declines 
to enter the dispute. 

























The opinion made it plain that f 
the failure by NLRB to assume 
jurisdiction in a case does not leave 
the states free to regulate activities 
they would otherwise be prohibited 
from regulating. : 

x * * 


Safety Patrol in Town 


NEXT Saturday, May 9, is School 
Safety Patrol Day. 

Some 30,000 school safety patrols 
from 18 states will arrive in the 
Capitol next Friday, and they will 
march along Constitution Ave. on 
Saturday from 9 a.m. to 2 p.m. This 


is the longest parade of its kind § 


held in Washington, and it will 
feature some 75 bands and 80 floats 
designed by the children them- 
selves. 
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The Man Behind the Wheel 





Sales Testing the ‘59 Plymouth 


By L. H. Houck 
frravelling Correspondent 
Y 1,500-MILE test drive in the 
1959 Plymouth Sport Fury 
started in Chicago during a cold 
late-spring drizzle. 

The top model in the Plymouth | 
line is sprung a little stiffer to | 
conform with sports-car charac- 
teristics, according to officials at 
the Chrysler Training Center in | 
Skokie, Ill. And I found it def- 
initely to my liking. 

Here was a car in the lightweight 
class that would stay on the road 
at 80 m.p.h. like a heavy car. It 
cornered beautifully. It is one of 
the nicest cars to drive under all 


headon collisions, 
be on the increase, Other dealers 
use cobblestone roads to stage a 
| real demonstration. 


shoulder at high speed to avoid 
a car in your lane. 


This is one of the best outs for 
which seem to 


* * + 


|‘Rough’ Test Urged 


WOULD recommend tnat every 
buyer try an extremely rough 


road or high-speed driving on a 
shoulder as a matter of safety 








conditions. 

Throughout Iowa on the trip 
from Chicago to Jefferson City, 

0., 
Tatoos keen interest in this Fury. 
Especially the ones who had the 
on order 

One dealer had just received his| 


andi. first Sport Fury and he said he had| 
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had many interested observers and | 
prospects. 
= = > | 

| 


Torsion-Aire Gets Credit 


LYMOUTH’S Torsion-Aire front 

suspension is largely respon- 
sible for the exceptional roadability 
of this car and all others in the 
Plymouth line. 

I've always wondered what 
happens to this torsion-bar front 
end in a bad wreck and I found 
out on this trip. A Plymouth 
dealer had pulled in a car that 
had been hit by a train. 

The frame had been doubled up.| 
The old front suspension was re- 
moved and installed on a new 
frame and a minute examination 
disclosed that it had not been dam- 
aged. 

I talked with a _ considerable 
number of Plymouth dealers on 
two long trips—Chicago to Jeffer- 
son City and Jefferson City to 
, Texas and back, and they are using | 
“torture demonstrations to show 
what this front-end suspension will 
do. 

For instance, one dealer has 
prospects drive with two wheels 
on the highway and two wheels on 
the shoulder at speeds of 50 m.p.h. 
or more with one finger on the 
steering wheel to show the safety 
of power steering and front sus- 
pension if you have to hit a rough 


Car Tested: 
PLYMOUTH 


Model: Sports Fury, two-door 
hardtop. } 


Engine: Golden Commando, || 
Plymouth’s top engine optional |) 
at extra cost. Deep-block design 
V-8, OHV, displacing 361 cubic 
inches, Horsepower, 305 at 4,600 
r.p.m.; torque, 395 foot-pounds at 
3,000 r.p.m., compression ratio, 
10-to-1; bore, 4.12 inches, stroke, 
3.38 inches. Special design con- 
centric dry replaceable air 
cleaner; high-load valve springs 
equipped with antisurge damp- 
ers; special high performance 
camshaft; splashproof dual 
breaker distributor; hydraulic 
valve lifters; four-barrel three- 
Stage carburetor, fuel saver 
choke, automatically meters gas 
flow for top performance which 
results in gas saving in 15 to 30 
m.p.h. range. 


Transmission: TorqueF lite, 7? 
transmission, three-speed push- 
button with torque converter. 


Accessories: Push-button 
heater and defroster, radio; 
Sure-Grip differential, Mir ro r- 
matic electric eye rear-view mir- 
ror; automatic beam changer for 
headlights; power steering and 
brakes; back-window defroster 
fan; remote control rear view 
mirrors, 

Dimensions: Wheelbase, 118 
inches; overall length, 208.2 
inches; height, 54.1; front head- 
room, 33.8; rear tread at ground, 
59.7; front tread at ground, 60.9. 

Tires: 7.50x14 Goodyear white 
sidewall. 





Firestone Adds 
Delco Batteries 


AKRON.—Delco batteries will be 


added to the Firestone TBA line, it 
I found Plymouth dealers| iS announced by Earl B. Hathaway, | 


irestone vice-president, trade 


m | Sales. 


Goodyear previously had taken 


on the Delco battery line. 





new this year, 


which heretofore has not 
compatible with this kind of per-| 
is a three-stage meter- 
ing system which makes for more 


formance, 
























The Sport Fury was tai | 


with Plymouth’s new top engine, | g 
called the Golden Commando, It | 


develops 305 horsepower and has 
a torque efficiency that brings a 
new glamor to the low-priced 
field. Standard on Sport Fury, it 
is available as an option on most 
of the other 28 Plymouth models. 


This new engine has a four- 
barrel AFB Carter carburetor, also 
which does not 
penalize the owner for peak per- 
formance. It turned in surprisingly 
good gas mileage, even at my 
speeds which were rather high on 
this car. I got close to 20 miles per 
gallon. 


The reason for the 


A Monopan| is literally a metal “plank” com- 
plete with decorative outer face, insulation 
and finished inner face. Complex configura- 
tion makes it the ent panel of its type. 
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The unique double tongue-and-groove de- 
sign creates strong panel-to-panel joints, 
permits push-together assembly. Vinyl gas- 
kets seai out moisture permanently. 


economy, 
been 


training. Once you've done it, div- | 
ing for a rough shoulder has no) 
terrors with Torsion-Aire. 





| ticularly in the 15 to 30 m.p.h. zone, 






11 


saver choke which reduces fuel re- 
quired for warmup. 
a7 ad * 


Swivel Seats Standard 


I GOT a chance to give the new 

swivel seats a tough tryout. 
Standard equipment on the Sport 
Fury, they’re handy, convenient, 
foolproof and a natural for the 
Sport Fury. 

Public acceptance has been 
terrific. These seats swivel out 40 
degrees, roll back and lock in 
proper position. Not the least of 
the advantages is the division of 
the front seats. 


Upholstered space between the 
| two seats adds much to the sporty 
|interior, and the back folds for- 
A teneriovs new interfer end swivel! ward for an arm rest. Folded back 

it provides room for three in front. 


seats are features of the Plymouth Sport : 
Fury. A gold-plated strip on the glove-| Swivel seats on the Sport Fury, a 
also improve 


compartment lid reads: ‘Sport Fury made | ‘Wo-door hardtop, 
especially for (name of owner) by Plym- space for entering back seats. 
outh.” The dealer has the name engraved| Plymouth uses a neat row of 
on the plate at no extra charge. |push buttons on the left for con- 
* * trolling the three-speed Torque- 
economy in most ranges and par-| Flite automatic transmission and 
a matching row on the right for 
heater, defrosting and ventilation 


A Look at Luxury— 


where so much driving is done at 

a waste of gas through rich mix-| control. 

tures. Once you’ve used this pushbutton 
This carburetor, standard on the/ transmission you'll realize what 
Golden Commando, also has a fuel-! (Continued on Page 41, Col. 1) 


HOS ANOWARIGED 
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insulated curtain wall 
of its type 

and its brand new 
on Butler buildings 


Here’s a fellow that’s literally making construction his- 
tory. In one simple operation he’s erecting a complete ex- 
terior wall, finished inside and out—fully insulated—and 
ready for use as installed. 

This revolutionary advance in curtain wall construction 
is made possible with new Butler Monopanl. It is the first 
factory-fabricated, factory-insulated panel that is factory 
sized to fit a pre-engineered structural system . . . and it 
is exclusive on Butler buildings. 

Today, even the largest Butler buildings can be enclosed 
in just days with handsome, slender—space-saving— 
curtain walls that permanently seal out weather and are 
equal in insulating ability to thick masonry. 

Now, with new Monopanl, the Butler system of build- 
ing is an even faster, better way to build...more than 
ever, the lowest-cost way to build well. 

Call your nearby Butler Builder for full details. Ask 
him about Butler financing, too. He’s listed in the Yellow 
Pages under “Buildings” or “Steel Buildings.” Or write: 












from a design by A. Francik and Associates, Architects 








BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 


Manufacturers of Metal Buildings ¢ Equipment for Farming, Dry Cleaning, 
Oil Production and Transportation, Outdoor Advertising ¢ Contract Manufacturing 





Who will produce 
biggest selling 


The manufacturer who best answers the questions 


There is no denying the fact that, in marketing the new 
small cars, Detroit will find itself confronted with a situ- 
ation in which past experience will offer no reliable guide. 


For one thing, there will be no previous year’s model to 
cause a dependable portion of pre-sold owners to “‘trade 
in” on the new model. Lines of loyalty will undoubtedly be 
crossed as never before. The market that requires exploita- 
tion will be pretty much an unknown, unexplored market 
—complex as a market can be, composed at one end of 
those seeking economy in a car (both because of the tax- 
and-inflation squeeze as well as because of low income) and, 
at the other, of those whose tastes or experience in other 


New circulation guarantee 
200,000 net paid weekly, in 1959 


lands have convinced them that the compact car is the car 
of the future. The market will consist of intellectuals and 
non-intellectuals, the well-off and the not-so-well-off, the 
highly sophisticated and the lowly. 


What is an intelligent approach to such a diverse, motley, 
never-before-encountered market? The history of the auto- 
mobile industry itself—as well as of a remarkable response 
to a tiny ad in a recent issue of the Saturday Review— 
probably hold the most nearly reliable clues. 


For one thing, the mass market for automobiles did not 
develop until the intellectually daring and the economically 
brave demonstrated—in goggles and duster—the eminent 
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“ready-to-buy” magazine readers are asking about small cars. 


practicability of the motor car as a vehicle for transpor- 
tation. In short, as with so many new products, the eventual 
popularity which the automobile achieved seeped down— 
it did not boil up. 


The amazing volume of response from readers of the 
Saturday Review to an ad only an inch and a half deep— 
on page 43 in the back of the April 4 issue—would certainly 
seem to bear out this appraisal of the way to capture the 
still unknown market for the small car. This ad, which 
appeared concurrently with an article entitled Auto Fashions 
1959—The Compact Car by Ken Purdy, and offered to 
answer “‘ready-to-buy”’ readers’ questions about small cars, 


has drawn mail from coast to coast that would warm the 
cockles of any sales manager’s heart. The inquiries came 
from families who intend to pick up their car in Europe 
this summer as well as from school teachers and plant 
employees interested in the low first-cost and economical 
maintenance of a small car. Collectively they throw a great 
deal of light on the structure of the market and its almost 
infinite complexity. 


We'll be glad to share with you the advertising and sales 
secrets revealed in this vast correspondence. Simply write 
or phone Advertising Department, Saturday Review, 25 
West 45th Street, New York 36, N. Y. JUdson 2-0220. 


Saturday Review 


25 WEST 45th STREET, NEW YORK 36,N. Y. « JUdson 2-0220 


SAN FRANCISCO OFFICE: Fletcher Udall & Company, 1221 Hearst Building, San Francisco 3, California « EXbrook 2-5107 
LOS ANGELES OFFICE: Fletcher Udall & Company, 111 N. La Cienega Boulevard, Beverly Hills, California »« OLympia 2-0837 


é The story behind the growth and leadership of the Saturday Review is now being told in a 32-page brochure—‘“‘Inside Story” 


—awvailable to sales and advertising executives on request. 


The brochure explains why a sound editorial program and sound circulation policies have built one of the most powerful and 
productive national weekly publications in America. Write for ‘“‘Inside Story” and you will find many fascinating facts not 
only about the Saturday Review but about the communications field in general which is undergoing such revolutionary change. 
Protect your own growth and leadership by harnessing to your advertising program the power of publications with increasing 


public acceptance. 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 
1 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
qont - one citizens more of the better things of life than anywhere 
else in the world. 








Capsule Comment | 


Almost 70 percent of dealer members who replied to 
NADA’s poll want permissive legislation allowing makers | 
to set up some form of territorial security. 


With 30 percent still opposed, there seems to be a need 
for more education on the subject. 
7 * + 
Chevrolet and Ford registrations in the first quarter | 
exceed 50 percent of total new-car sales. 
In 1954, the year of the registration hassle, these two | 
makers copped 50.9 percent of all sales. | 


First-quarter profits of all five U. S. car manufacturers 
were substantially above year-ago levels, and in some cases 
exceeded previous records. 

It’s been a long time since all makers scored sizable 
gains at the same time. 
* * * 


Edward D. Rollert, former head of GM’s Harrison Radi- 
ator division, has taken over the reins at Buick, succeeding 


E. T. Ragsdale. 
Welcome to a hot seat, Ed. 


* * * 
State courts cannot assess damages against a union 


for peaceful picketing even if the picketing violated the 
Federal labor law, the U. S. Supreme Court has ruled. 


A probable crippling effect on dealers in their fight 
against union organizing drives. 
* * * 
NADA has appointed James C. Moore, general counsel, 
to succeed Fred Bell as executive vice-president. 
Looks like an excellent choice. 
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Coming 
Events 


Dealer Conventions 


May 2-4—South Dakota Automobile Deal- 
one Assn., Sheraton Johnson Hotel, Rapid 
wy. 

May 7-8—Joint convention of Missouri 
and Illinois dealers, Chase Hotel, St. 
Louis. 

May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 10-12—Tennessee Automotive Assn., 
Patten Hotel, Chattanooga. 

May 12-13—Massachusetts State Auto Deal- 
ers Assn., Statler-Hilton Hotel, Boston. 

May 1416—Washington State Auto Deal- 
ers Assn., Chinook Hotel, Yakima, 

May 17-19 — Idaho Automobile Dealers 


Assn., Boise. 
May 17-19—Texas Automotive Dealers 
Assn., Hotel Texas, Fort Worth 


May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque, 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 8—Delaware Automobile Dealers 
oe Henlopen Hotel, Rehoboth Beach, 

el. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
pre Doctors, Whiteface Inn, Whiteface, 


June 18-20—Automobile Dealers Assn. of 
Indiana, French Lick Springs, Ind. 
June 21-24—Michigan Automobile Deal- 


ers Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-86— Montana Automobile Dealers 
Assn., Butte, 

Aug. 9-11— Georgia Independent Auto- 


mobile Dealers Assn., General Ogle- 

thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs, W. Va. 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
a pete Dam Village, Gilberts- 
vitie, y. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 
Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 

Bretton Woods, N. H. 

Oct. 11-13—Automotive Trade Assn. of 

Virginia, John Marshall Hotel, Rich- 


mond. 
Oct. 18-20—Florida Automobile Dealers 
Assn., Hotel Robert Meyer, Jackson- 


ville. 
Oct. 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa. Tulsa. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn.. Buena Vista Hotel, Biloxi. 
Nov. 10—Connecticut Automotive Trades 

Assn., Statler-Hilton. Hartford, 
Nov. 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington. Hot Springs. 


Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 
City. 

* * ®@ 
Auto Shows 


Oct. 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Jan. 24-28. 1960—International Foreian & 
Sports Car Show, Dinner Key Audi- 
torium, Miami 

Feb. 10-13, 1960—Automotive Service In- 
dustries Assn. Show, Colesium, New 
York City. 

= - * 


General 

May 17-20—37th Annual Convention of 
the Automotive Engine Rebuilders Assn., 
Royal York, Toronto. 

May 25-28—Desiqn Engineering Confer- 
ence and Design Enaineering Show, 
Convention Hall, Philadelphia. 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee, 

Oct. 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 


30 Years Ago... 





Automotive Cartoon 


Of the Week 


























“Boss, what's our defense when they say they 
liked last year's better?" 


Letterbox 







Parente Opens Fla. Outlets 


As you know, I have been in the 
| automobile business for 35 years in 
Schenectady, N. Y, Recently I 
| moved to Fort Lauderdale, Fla. 


About a month ago I was ap- 
| pointed subdistributor for the new 
German car, the NSU Prinz, and 
the BMW, for South Florida by 
Heintzelman Auto Sales, Inc,, Day- 
|tona Beach, Fla. I purchased a 
| large piece of land on Route 1, Fort 
Lauderdale, and set up business. 


So far we have sold and delivered 
52 automobiles. In addition to that, 
I have appointed another dealer 
here in Fort Lauderdale—Caps 
Auto Sales, 607 N, Federal High- 
way, and J. E. McCafferty Auto 
Sales, Pompano Beach, Fila. I still 
have my used-car lot at 2222 Cen- 
tral Ave, Schenectady.—Sreve 





The Big Stories 


State statistics released this week in 1929 revealed that there were 
117,031 automobiles on 114,000 farms in Nebraska, or an average of 
more than one car for each farm, a gain of 1,000 cars from the previ- 
ous year. Farmers owned about one-third of the 260,255 automobiles 
registered in the state in 1928. At the beginning of 1929 there were 
28,422 tractors in use on farms of the state, an average of nearly one 


tractor for each four farms. 


American cars were assuming a position of importance in the 
Netherlands East Indies, according to a 1929 report by the Commerce 
Department. During 1928 exports of American cars numbered 8,829, an 
increase of 1,743 over 1927. The number of trucks reached 5,626 in 
1928 as against 5,061 the year before. 

Net earnings of General Motors Corp, for the first quarter ended 
March 31, 1929, were $61,910,987, which compared with $69,468,576 for 
the corresponding period the year before. Sales during the period 
were 448,176 units, compared with 423,013 in the corresponding 1928 


period. 


—From the Files of Automotive News. 








‘To My Friends ......’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 











ParENTE, Parente Motor Sales, Ft. 
Lauderdale, Fla. 


7 - * 


Grey-Rock Is Grey-Rock 


The mention which you made of 
our new Denver warehouse in your 
Apr. 20 issue is very much appre- 
ciated. However, your headline 
reads “Raybestos Warehouse” 
which is definitely not correct. The 
warehouse is a Grey-Rock ware- 
house. 


While Grey-Rock is a division of 
Raybestos-Manhattan, Inc., there 
also happens to be a Raybestos di- 
vision of which I am quite sure 
you are aware. 

Grey-Rock and Raybestos divi- 
sions are keen competitors in the 
automotive replacement field, and 
when publicity is incorrectly 
headed as in this case, it makes 
a very poor impression upon our 
distributors, dealers, and members 
of the Grey-Rock organization.— 
S. R. Rosrnson, advertising man- 
ager, Grey-Rock division, Ray- 
bestos-Manhattan, Inc., Manheim, 
Pa, 


Where’s Volkswagen? 


We would appreciate your advis- 
ing us why the sales of Volks- 
wagens are consistently and re- 
peatedly omitted from the “Auto 
Market Reports” in the San An- 
tonio (Tex.) area? —L. P. Brown, 
president, Brown Auto Service, Inc. 
(Volkswagen), Tulsa, Okla. 


Eprror’s Note: We’re checking. 
oo a” ” 


Commendation 


Kenneth C, Kelley’s article on 
“How to Tell If Dealer Is In 
Black” is one of the most sensivle 
analyses of financial statements I 
have ever seen.—R, J. Ciaik, 
Branch Manager, Universal C.I T. 
Credit Corp., Pittsburgh. 
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Studebaker dealer 
increases sales 5% 







by featuring Stainless Steel Trim 





C&J MOTORS, INC., Ashland, Kentucky, has 
been a Studebaker dealer since 1945. This report is 
from Mr. John O. Curtis, Vice President of the company. 


























“We talk to about 125 people a week regarding new cars, and most of these people are 
= women. We've noticed that more and more it’s the wife that has the final say-so 
in the purchase. But whether it’s a male or female buyer, we've also noticed that most 
people are primarily interested in the appearance and style of the car. 
t 


“This is why all our salesmen are trained to place a lot of emphasis on the 
Stainless Steel trim on the car. Next to the actual silhouette of the model, the Stainless 
trim is one of the most important appearance features we can sell. 


“We point out to customers that the beauty of Stainless trim is more than skin deep 


. because it’s solid Stainless Steel; and because it's solid, it won't peel or chip. 

; Stainless is a particularly hard type of steel so it resists dents and scratches, too. 

e “It isn't that we have to sell Stainless Steel—people are already sold on the fact 

| that this is a quality metal and they know how well it wears. What we do is 

. make sure that customers know about the Stainless Steel on the car. We point it out 


- to them. Show them how much is used. It never fails to impress them and raise 
their esteem for the whole automobile. Since we've been emphasizing Stainless Steel 


in our sales presentation, it has increased our new car sales at least 5%.” 
7 USS is a registered trademark 


United States Stee! Corporation — Pittsburgh 
American Stee! & Wire —Cieveland 

National Tube — Pittsburgh 

Columbia-Geneva Steel —San Francisco 

Tennessee Coal & lron—Fairfield, Alabama 

United States Stee! Supply — Stee! Service Centers 
United States Stee! Export Company « 


United States Steel 
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What's New... 


3 Panel Discussions Slated 


By Michigan Wholesalers 


LANSING.—Three panel discus- 
sions will highlight the sixth an- 
nual convention of the Michigan 
Automotive Wholesalers Assn. 
scheduled May 3-5 at the Pantlind 
Hotel, Grand Rapids. 

Panel topics will be: “To have 
and to Hold—Employes,” “As 
Others See Us— Our Customers” 
and “As Others See Us—Our Sup- 


pliers.” 
oe * * 


Binks Field Staff Grows 


CHICAGO.—Binks Mfg. Co., 
maker of spray-painting equipment 
and water-cooling towers, has made 
the following appointments in its 
field staff: Robert Hamlin, Cleve- 
land; J, Coughlin, Columbus, O.; 
Ed Gogin, San Francisco; Robert 
E. Moser, Virginia; Dan E. Power 


lanta, and A, Glines and A, Mc- 
Millan, New England. 


* * * 


Everhot Pipe Sales Rise 


CHICAGO.—E verhot Products 
Co, reported that sales of its Ever- 
bend tail pipes and exhaust pipes 
are 22 percent ahead of 1958 fig- 
ures. 

* 


Trade Group Formed 


By Muffler Installers 


PHILADELPHIA.—Operators of 
independent muffler installation 
shops have formed the National 
Assn. of Muffler Experts. Executive 
headquarters are at 1913 Walnut 
here. 

Officers are: Roy Goldstein,| 
Rapco Muffler Service, Inc., Phila- 


* * 








delphia, president and treasurer; 
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In Parts and Accessory Distribution 





Harrisburg, Pa., secretary. Other 
directors are: William Untracht, 
Easco Auto Seat Covers & Muff- 
lers, Inc., Union, N. J.; Irwin Jen- 
nis, Kar-Kwick Service, Newark, 
N. J., and Paul Teryl, Kar Muffler 
Service, Inc., Buffalo. 

+ + = 


Blacker Heads Chevy Club 

BUFFALO.—Warren W. 
Blacker has been named Buffalo 
Zone president of the Chevrolet 
parts and accessories managers 
record club. Blacker is parts 
manager for Don Allen’s City 
Chevrolet, Inc. 

* + + 


Toledo Plant Opened 


By Merit Mufflers 


TOLEDO.—Merit Mufflers has 
opened a 250,000-square-foot plant 


|Irving Fertel, Muffler King, Inc.,| here, Larry Cambridge, sales man- 
| New York, vice-president, and Al-| ager, said the new plant, which will 


for Merit, is served by 100 truck 
lines and 13 railroad systems and 
has a direct linking railroad spur 
and 15 truck loading docks. 

The plant can warehouse more 
than 750,000 mufflers and pipes. 
Merit Mufflers formerly were 
shipped from Dowagiac, Mich. 

* * * 


Jamos Acquires Vornado 


From O. A. Sutton 
FLUSHING, N. Y.—Jamos Corp. 
has announced the acquisition of 
the automotive division of O. A. 
Sutton Corp., manufacturer of Vor- 
nado automobile air conditioners. 
The purchase price was estimated 
at more than $1 million and in- 
cluded patents, the trade name 
Vornado, inventories, tools, dies 
machinery. 
* * + 
Detroit Booster Club 
Slates Sales Seminar 


DETROIT. — Automotive Booster 
|Club B-19 has scheduled its annual 
Automotive Jobbers Sales Manage- 
| ment Seminar for June 2-3 at Mich- 
}igan State University, East Lans- 
ing. 

Speakers will include Dr. John 
P. Henderson and Dr, Richard J. 
Coelho, of the MSU faculty; Ross 


jr. and William B. Crawford, At- 


bert Green, Miles Muffler Shops, 





says Everette C. Bolinger, 
Secretary- Treasurer of Rodgers 
and Co., Inc., Pontiac-Cadillac 
Dealer, Knoxville, Tennessee. 


““We mechanized our accounting 
system,” says Mr. Bolinger, ‘‘ with 
a Burroughs F-1500 typing Sensi- 
matic accounting machine. 





“The machine saves a good $4,000 in our office expenses 
annually. We now furnish management with up-to-date 
revenue and expense figures any time. This is easily done 


Free Film Showing! Ask to see 
“The Open Road,” a pene 
insight into Sensimatic savings 

in dealers’ words. No obligation. 


serve as the central shipping center 





Clyde Wear operates the Burroughs typing Sensimatic accounting machine as Rudy Webster, assistant treasurer, looks on. 


“Our Burroughs Typing Accounting Machine saves us 


$4,000 in office expenses annually,” | 








Mack, president of Fred M. Randall 





| 








because the F-1500 stores up to 19 totals and automati- 
cally prints them in the proper column of each journal. 


““With our Burroughs F-1500 we cut figuring and dis- 
tribution of inter-departmental charges from two days 
to two hours. Payroll preparation from twelve hours to 
three. And because we now update records daily, mailing 
customer statements is just a matter of stuffing them 
in envelopes.” 


Save money and get your figures while they’re news. 
See a typing Sensimatic demonstration by a systems 
counselor at our nearby branch. Or write Burroughs 
Corporation, Burroughs Division, Detroit 32, Michigan. 


Burroughs and Sensimatic—TM’s 


Burroughs Corporation 


“NEW oimensions / IN ELECTRONICS AND DATA PROCESSING SYSTEMS” 


| wholesalers, The free kit contains 





—, 


Co., an advertising agency; Dap 
Beck, sales-training expert; How. | 
ard Tucker, past president of 4 






Booster Clubs International, and 
William Coulter, automotive anq 
marine sales director, Rubbermaid 
Inc. 



























* * * 
Inland Steel Ups Burr 


CHICAGO.—Inland Steel Co, an. 7 
nounced the appointment of Curtis 7 
W. Burr as manager of its Milway. e 
kee district sales office, He replaces ~ 
Peter M. Lorenz, who has retired © 
after 50 years with the company, ~ \ 


Chevrolet Opens 


V 
° di 
Denver Parts Unit 
DENVER.— Gov. S. L. R. Me. n 
Nichols joined Chevrolet officials at 
ceremonies marking the opening of ec 
the division’s $1 million parts ware. er 
house and zone office building in tre 


northeast Denver. Fi 

The new facility will serve deal- Cl 
ers and customers in nine states = 
from Nevada to South Dakota and 
will handle parts for Chevrolet, 
Oldsmobile, Pontiac and Vauxhall, 
It has more than 130,000 square 
feet of floor space. 

Merle C. Lindsey said the ware- 
house will stock more than 15,000 te 
separate parts for cars dating back b 
10 years. The normal inventory Will pe ) 
be in excess of $1.5 million. , th 


* * * 
Merit Muffler Sales Kit 


TOLEDO.—A sales kit for Merit 
Muffler dealers is available from 
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a 22-inch-by-34-inch poster, inspec- 
tion tag, tag order forms, direct- 
mail sales aids and a 24-page in- 
formation booklet. 

a x 


Grizzly Brake Manual 


PAULDING, 0O.—Grizzly Brake 
division has published a 316-page 
brake-service manual which pro- 
vides instructions for performing © 
brake service on all passenger- 
car hydraulic-brake systems | 
from 1950 through 1959 and all 
power-brake units from 1955 to 
1959. It is priced at $7.50. 


* * * 


Wernert Named Taussig Rep ~ 


PHILADELPHIA.—Taussig Paint 
Co. has appointed J. J. Wernert @ 
Associates, Toledo, a representative 
for ‘Lasticolor vinyl spray in Mich- 
igan and Ohio. 


U.S. Rubber Uses 
New Synthetic 
In Truck Tires 


NEW YORK.—U. S. Rubber is 
using a synthetic rubber which is 
termed “the man-made duplicate 
of tree-grown rubber” for the pro- 
duction of truck tires. 

The polyisoprene rubber is being 
produced by Shell Chemical Corp. 
which said it will market the prod- 
uct at a price competitive with that 
of natural rubber. The current 
price is 30 cents a pound which is 
said to be about equivalent with 
the cost of the better grades of 
natural rubber. 

Goodrich, Goodyear and Fire- 
stone have said that they are able 
to make the rubber but have ex- 
pressed doubt that the product 
could compete commercially with 
natural rubber. 

Shell Chemical is producing 
about five tons of the rubber a day 
and expects to be turning it out at 
an annual rate of 15,000 to 20,000 
tons later this year. ; 

U. S. Rubber is making less than Ff 
100 truck tires a day in the 7.50-20 
size with the rubber at present. The 
rubber is slated to be used later in 
other truck-tire sizes and addi- 
tional applications where resistance 
to heat buildup and heavy loads is ff 
required. ; 


* 








~— 44 oe oe ee SS Oe eee oe 








zao2z St 






ww 






onrte 






























Sfwvwvreraocwoc e@noraeeaema Fw 





Davidson Chevrolet Wins 


Denver Zoning Dispute 

DENVER. — Davidson Chevrolet 
Co. has won its battle against the 
City to build a new showroom on 
property rezoned from residence to 
business usage, Rezoning was ap- 
proved by the Council but rejected 
by the mayor, Davidson then chal- 
lenged the zoning law’s constitu- 
tionality. 

Federal District Judge Edward J. 
Keating declared the residential 
zoning was invalid and his ruling 
was upheld by the Colorado Su- 
preme Court, In a further appeal 
by the City, the U. S. Supreme 
Court refused to accept jurisdiction. 
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Diesel Plymouths Bow 
In City Taxi Fleets 


By Joseph M. Callahan 
Engineering Editor 
HILE U. S. manufacturers debate the practicality of 


diesel-powered taxis, American Diesel Corp.’s D. N. 
Viger has begun what he feels will eventually result in the 
dieselization of the American taxi industry. 

Viger’s program has already resulted in the placing of a 
os 


number of Plymouth taxis 
equipped with Perkins diesel 
engines in taxi fleets in De- 
troit, New York, Los Angeles, San 
Francisco, Seattle, Boston, Atlanta, 
Cleveland and Trenton, N. J. 

Other Plymouth-Perkins taxis 
will soon be operating in Phila- 
delphia, Washington, Cincinnati, 
Akron, Chicago and Richmond. 
Viger estimates that about 100 
units will be on the road by the 
end of this’ year and that this 
total will rise to several thousand 
by the end of 1960. 

“There’s no group in this country 

' that needs diesel engines as much 
as the taxi fleet owners,” Viger 
said. “A diesel engine uses cheaper 
fuel, gives many more miles per 
gallon, eliminates at least half of 
the maintenance and is two to 
three times more durable.” 
a * * 


— engine being installed in 
the Plymouth Diesel Taxicabs 
is the Perkins P4C, a four-cylinder, 
four-stroke engine with a compres- 
Sion ratio of 
29.522: 5t hea 
maximum r. p.m. 
of 3,000, produces 
57 British horse- 
power and gives 
the Plymouth 
taxi a top speed 
of 70 miles an 
hour. 
It’s built by F. 
: Perkins Ltd., of 
J. M. Callahan Peterborough, 
England, the largest and one of the 
= oldest diesel manufacturers in the 
world. Perkins specializes in small 
automotive-type diesels. 

While the Plymouth-Perkins is 
an innovation here, it’s well 
known in Europe. For instance, 
the Antwerp Taxi Co., of Ant- 
werp, Belgium, is operating a 
fleet of 152 Plymouth-Perkins 
taxis. Viger reports that they’ve 
put on 12 million miles and as 
yet no engine head has been re- 
moved. 

In Brussels, Belgium, a 360-car 
fleet of Chevrolet taxis is operat- 
ing with the Perkins P4C, A 
smaller Perkins diesel engine has 
been installed in the British-made 
Ford Consul. 

Although the diesel taxi has 
proved itself in Europe, Viger is 
placing Plymouth-Perkins taxis in 
a number of key and representative 
taxi fleets..to determine their ac- 
ceptability for American use, 


* * * 





“diesel.” Plymouth builds a regular 
taxi, complete with gas engine, 
* * * 


HE vehicle is then released to 
Ken Brown, Inc., veteran De- 
troit Dodge-Plymouth dealer, who 
is acting as the “conversion agent.” 
Brown’s mechanics take out the 
gas engine and install the Perkins 
engine in 24 manhours, The gas 
engine is returned to Chrysler, 
Viger said the Plymouth-Perkins 
taxis will be sold by authorized 
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Plymouth dealers who are enthu- 
siastic about diesels— meaning 
dealers who will carry diesel spare 
parts and will hire a competent 
diesel mechanic. 

“We don’t want diesel-powered 
orphans,” he added. 

In answer to a number of ques- 
tions, Viger made the following 
points: 

1. The Plymouth-Perkins taxi 
will sell for about $2,800 in Detroit. 
This figure, which is $800 higher 
than a comparable gasoline-engine 
taxi, includes the taxi package with 
its heavy-duty clutch, brakes, shock 
absorbers, 20-gallon fuel tank, vinyl 
upholstery and 25 other items, 

2. The Perkins P4C engine 
weighs 543 pounds, compared to 
460 pounds for the regular Plym- 
outh six-cylinder engine and 598 
pounds for the Plymouth V-8 en- 
gine. 

oe * * 


19-20 Miles Per Gallon 


3 TAXI operators are getting 
© 19-20 miles per gallon with 
their diesels, compared to 10-11 
miles per gallon with their gasoline 
engines. 

4. Fuel availability is no problem. 
Many gas stations now carry diesel 

(See TURNINGS, Page 38, Col. 5) 


Dieselizing a Plymouth Taxi— 


A mechanic lowers a Perkins diesel engine into a Plymouth taxi under the watchful 
eye of D. N. Viger, left, president of American Diesel Corp. Center: Ed Dove, service 
manager for Ken Brown (Dodge-P!ymouth), Detroit, where the installations are being 








Sweep the C ountry? 


“WERE carefully watching the 
different U. S. driving con- 
ditions and how they affect the 
diesels,” he said. “U. S. drivers are 
different, the roads are different 
and the climate is different, Never- 
theless, I’m confident that diesel 
engines for taxis will sweep the 
country in five years. 

“We’re moving slowly because of 
the different type of performances 
Tequired here, The taxi driver is 

e@ guy we want to please. We’re 
not promoters, although we are 
Preparing for a major change of 
Power for the nation’s 150,000 
taxis.” 

Viger said the diesel is most 
suitable for cities like New York 
Where the taxis often put on 
100,000 miles a yéar, although 
they also can be profitable in 
Detroit, where cabs average 
about 50,000 miles a year. 

A question yet to be answered is 

the Plymouth-Perkins will 
function in hilly San Francisco, A 
different type of axle may be 
needed there. 

Explaining how the Plymouth- 
Perkins is currently being mar- 

, Viger said the taxi buyer 
Places his order through a Plym- 
South dealer who marks the order 
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‘*My last car had less power than a missle-fizzle!”’ the space scientist exploded. 


Don’t Make This Missile-Man Blast Off About Your Service! 


in missiles or cars, this space scientist 
demands top engine performance. So 
do lots of other people, whether they 
know engines intimately or not. And 
when they buy a new car, they’re espe- 
cially finicky about the service they 
get. 

The Pennzoil Program is made to 
order for them. Means extra profit 
for you. 

It provides 100% Pennsylvania 
base motor oils and quality lubricants 
that your new-car buyers want to 
keep using. So when you sell them on 
Pennzoil, you sew up their profitable 
service business—right at the time 
you make the sale! And each new 
customer is worth an average $223 
per year to you! 

And Pennzoil’s exclusive Kontax 


by Stony Jackson 


System® .. . 4 to 1 favorite over all 
others with car dealers from coast to 
coast ... supports your good service. 
Actually makes customers want to 
come back for all the services they 
need when they’re needed! 

In a nutshell: You’ll build greater 





service traffic to absorb overhead . . . 
get more repair orders and all needed 
items per R. O. ... and have extra 
profit for making better trades and 
more money on Car sales! 

Your Pennzoil distributor can show 
you proof. Call him today. 


The motor oil that makes people mad 


-..if they don’t get it! 


MEMBER PENN. GRADE CRUDE On ASSN. 
PERMIT NO. 2, OW CITY, PA. 
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From ground-breaking to moving-in day . . . look for Macks in 
action. Before it’s finished, a new house can need a lot of different 
Macks! Big dumpers that haul in the fill . . . mixers with concrete for 
foundations, patios and drives . . . straight trucks with construction 
materials, plumbing equipment and heavy appliances. Even the 


a ¢ 


moving van is headed up by a far-striding Mack highway tractor. 
And after moving-in day . . . Mack dependability will continue to 
serve the household. They’ll be supplied by Mack trucks that 
haul products and produce to the local stores; they’ll be trans- 
ported by Mack buses and safeguarded by Mack fire engines. 


Let Mack /users/ tell you how they get 


olid Savings On 
Workaday Jobs 





Mack truck users will tell you that Mack economy is a 
two-stage affair. 

Stage one is during the years your Mack is new. Built to 
higher standards than any other truck in the U.S.A., these 
cost-busters trim your outlays for upkeep, fuel and parts. 

But Mack savings really go into high gear at the point 
when other trucks need replacing. From then on you’re 
not paying out for a- new truck ...and you still have a 
Mack—a unit that’s on top of the job every working day 
in the year. 

Yes, check any Mack user—big or small—in any hauling 
field. He’ll tell you that Mack dependability and extended 


IT’S PART OF THE LANGUAGE... 


MACK TRUCKS, INC., PLAINFIELD, NEW JERSEY 


earning life are the factors that hold down his costs... 
run up his profits. Your Mack branch or distributor will 
gladly list the Mack users in your locality. 


Here’s what one Mack user will tell you: 


“Our Macks’ steady performance and constant avail- 
ability allow us to get along with fewer trucks—a big 
saving. Macks stay in top condition for years with only 
routine attention—again we save money.” This is a statement 
by the construction company that holds the national record 
for highway paving: 6,029 lineal feet of concrete slab, 9” thick 
by 24’ wide, in a single day. Name and full facts on request. 


BUILT LIKE A Mack 


TRUCKS, BUSES AND FIRE APPARATUS 


i 


There are a number of excellent marketing areas open for appointment of new Mack Distribu- 
tors. For particulars write Distributor Sales Division, Mack Trucks, Inc., Plainfield, New Jersey. 
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Commereial Car News 


A Monthly Section for those who make, sell and service America’s Trucks, 
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UUCK body and equipment dis- 

tributors have enjoyed an aver- 

age 22.45 percent increase in their 

business for the first quarter of this 

year, compared with the like period 

of 1958, an Automotive News survey 
_ disclosed, 

Truck body and equipment mak- 
ers have enjoyed even a larger in- 
crease, They reported an average 
boost of 33.3 percent. 

Both look forward to an even 





Truck Auctioning 
Resumed in Colo.; 


Results Hailed 


the Colorado Auto Auction 
holding truck auctions again 
the first week in each month and 
the Dyer Auto Auction moving 
more trucks every week, the results 
of these and other truck auctions 
that may open up will become a 
regular monthly feature of the 
truck section. 

Paul McClure, of the Colorado 
Auction, said the Apr. 7 truck sale 
Was a “terrific success.” A total of 
125 commercial units were sold out 
of the 204 offered. Greatest demand 
was for used 2-ton long wheelbase 
farm trucks in all makes and 
models. 

Another truck auction is sched- 
uled tomorrow (May 5) at Little- 
ton, Colo, This month’s results 
follow: 


Truck Aucti 
Dyer Truc Auction 


"58 Studebaker %-ton pickup, $1,225. ’57 
GMC 1-ton, $880. '56 GMC %-ton pickup, 
$695. "52 Willys Jeep, $515. '50 Chevrolet 
Pickup, $320; International %-ton pickup, 
$250. °47 Chevrolet pickup, $190. '46 Inter- 
national %-ton pickup, $135. 


April 3 





Total Commercial Cars in Operation, States by Makes 



















"59 Chevrolet El Camino, $1,935. ’54 
(Continued on Page 22, Col. 5) ' 
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greater boost in the second quar- 
ter, judging from the activity of 
their outlets and salesmen and 
the amount of future business 
already booked. 

These glowing prospects are in 
line with the reports gleaned from 
a truck-dealer survey made a 


month earlier, and they also coin-| 


cide with the optimistic reports 
being issued by the truck makers 
themselves, 


The survey was made to deter- 


| mine if the bulk of the increased 


truck business being reported for 
this year was largely in pickups 
and other types of trucks for which 
the factory usually furnishes bodies, 
or if the increased buying was 
spreading to vocational lines that 
would necessitate the purchase of 


bodies and other equipment that is | 
not furnished through truck factory 


channels. 
oa * * 


ACCORDING to this survey, the 

increased buying and the pros- 
pects for better business in the 
Second quarter seem to spread 
across the board and appear to be 
the result of a better economic out- 


94% of Trucks Are Single Units 


T= East North Central section 

of the U. S. had the largest 
number of single-unit trucks, 1,673,- 
380 in 1957, and New England had 
the fewest, 407,492, according to 
Census Bureau figures. 

In the West South Central 
section 1,402,334 single units were 
in service; the West North Cen- 
tral area had 1,330,151; Pacific, 
1,297,512; Middle Atlantic, 1,232,- 
047; South Atlantic, South, 921,- 


> * * 


Volume Up, Hope High 
For Bodies, Equipment 


look on the part of a great many | 
| 


| types of truck users, 

Among the items distributors 
| Said were selling better were van 
bodies, concrete mixers, dump 
| bodies and trailers, farm bodies 
| with and without hoists, school 
buses, garbage collection units, 
| lift gates, wreckers, service bod- 
| ies, utility and forward-control 
(Continued on Page 21, Col. 1) 
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cent above 1958. 


creased sales des 
to “ 
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can handle wide range 
power. 


Truck Showcase 


As a time-tested barometer of general business, 
new-truck sales promise continued economic health. 
Truck registrations this 


Body and equipment distributors are enjoying in- 
pite growing tendency of dealers. 
Squeeze” bids at cost of reduced service. 


Mack’s new diesel G series has aluminum cab and 





Truckin’ 





I RECEIVED the results of tests 
claimed to have been made by 
an independent testing company on 
six makes of %-ton pickups at vari- 
ous speeds and in two simulated 
types of service. Because the tests 
were made at the instigation of one 
truck builder, we are not printing 
the results as outlined in the tests. 

But inasmuch as the results 
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year have spurted 25 per- 









of engines above 200 horse- 









320; East South Central, 773,666 ; 
Mountain, 718,142, and South At- 
lantic North, 510,629, 

The bureau reported that of 10,- 
960,814 trucks of all types in 1957, 
a total of 10,326,673 were single 
| units, These represented 94 percent 
of all trucks in use at the time, the 
bureau said. 

The figures showed that 9,282,741 
of the single units are privately 
| owned, 559,936 belong to “for hire” 


* * * 


As of July 1, 1958 


operators and 484,896 are owned | 
by various government agencies. 
x a = 
IRUCKS operated in combina- 
| tions with some type of trailer 
|mumbered 634,141. Of these 326,457 
lare privately owned, 296,773 are in 
| “for hire” service and 10,911 belong 
;to government agencies. 
Most of the single units are 
(Continued on Page 23, Col. 1) 
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on each test were so close for all 
vehicles, I am going to give them 
to you, without naming the ve- 
hicles, because I believe this in- di 
formation may be of value to 


RMA LAE ACS eet gore 


ioe 
ee 


many dealers and truck salesmen, goc 
Because the tests are supposed ‘ tor! 


to have been made by an outsi 








source and because three vehicles © trik 


of each make were used, I believe 5 
the figures given come very close © 
to being accurate. 7 


Several other qualifications of ~ 
the tests also lead me to place | 
more than a casual value on the | 
results obtained, One is that the 
report states that the trucks were rc 
purchased from dealers by the firm a 
making the tests, a 600-mile |” 
breakin was given each truck and ) 
drivers alternated in driving the |) 
trucks during the test, 


of oe + 
A§ ALL of us know, the major 

gas saving is located under a 
sock that covers the accelerator on | 
the vehicle. So without the tests 
having been made on more than | 
one vehicle of a make and with 

drivers being switched during the 
test, it wouldn’t interest me too 
much. 

The first test was made at 30 
m.p.h, with an average of 22.5 
m.p.g. The highest mileage per 
galion made at this speed was 
26.2 m.p.g. and the lowest 13.9. 
All the trucks tested but one 
averaged better than 20.5 m.p.g. 
The second test was at 45 miles 

per hour, with all trucks hitting 
an average of 18.5 m.p.g. The high- 
est hit 21 and the lowest 16.5. Here Ff 
again two hit above 20 m.p.g., two | 
17-plus and two about 16. 
The third test was at 60 miles 
(Continued on Page 22, Col. 1) 
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podies, oilfield equipment and 
bottlers bodies. 

Equipment which the distributors 
say they are getting the greatest 








right now include construction, 
food distributors, utilities, t ruc k- 
transportation, furniture stores, 
local 


farmers, bottlers, bakeries, 


Dealer Cooperation Varies 
OST manufacturers said they 


ve- were getting good cooperation 
in- on sales programs from truck fac- 
to tories and most dealers. However, 
en. some said that they were getting 

good cooperation from some fac- 
sed | tories and some dealers, while one 
side"® y maker with nationwide dis- 
cles © tribution said it was getting good 
ieve — cooperation from the factories but 
lose not from dealers. 

This body, incidentally, is one 

that every dealer selling light 
of trucks should be pushing. It shows 
lace ' a good profit percentage. 
the | The most disquieting point re- 
the | vealed in the distributor survey 
rere was that one-third of those con- 
== tacted said they were not getting | 
nile even fair cooperation from the 
= f franchised truck dealers in their 


| ' area, Also, far too many reported 
i that profits have not come back 
with the business as yet. 





.jor One Southern distributor said, 
ra “VYolume much better, profits lower, 
on may be better with increased vol- 
sts} ume.” Another said, “Dealers are 
1an| primarily interested in price rather 
ith than product, They still lack good 
the salesmen. Salesmen who want to 
too | sell quality rather than price are 
few and far between. It’s hard for 
30 a distributor to work on price 
) alone.” 
a =. * * 
as pF ee a large Midwest dis- 
9 - tributor said, “The chassis man- 
e ufacturers’ educational program 
g. among dealer salesmen seem to be 
7 taking effect toward better dealer 
les profit.” 
~ Another Midwest distributor said: 
onli “Our (truck) dealers are giving our 
os stuff away and crying for more dis- 
“ count so they can give that away, 
too.” 
les All the body and equipment 


manufacturers said their distrib- 
utors are reporting greatly im- 
proved business conditions, but 
86 percent said the same distrib- 
utors report that profits have not 
improved, A few said that profit 
conditions seem to be improving. 
One of the largest manufacturers 
E of bodies in his line said that while 
there is more available business, the 


play on right now include lift gates, 
f third-axle conversions, farm hoists 
f) and truck and tractor buildups. 
Vocations which the body and) 
© equipment manufacturers said are| 
coming into the market strongest | 
) repairmen of all types, retail mer- 
chants and municipalities, 
: * * * 
all 
em 








ma 

ona market is less stable than last year 
sm | «Cand his distributors are showing 
Je less net profit than last year. 

cut Of all the makers and distributors 
ue contacted, only two (and both were 
‘da distributors) reported a decrease in 
gia“ “business for the first quarter of 
sho this year as compared with the 
< first three months of 1958, One re- 
wa Ported his business down 4 percent; 
sas the other, 13 percent. 

chy * * «* 

na " 

ne Manufacturers Note Rise 

tts SE seem to be conditions 
v existing strictly within these 
a distributors’ own businesses, how- 
wn ever. Another distributor in the 
a Same city as the one who noted a 
ie 4 percent decline reported a 27 per- 
cent increase, Both handle about 
ey the same body and equipment lines. 
- A distributor in the same area 
oa as the man who reported the 13 
ta Percent drop said his volume is up 
10 percent and the outlook for the 
re next three months is promising. 

ia re may have been a sound 

nd Teason for that 13 percent loss. 

< The distributor said 9 percent of 

ee it was in heavy dump bodies, and 

as & large construction job that was 

= in full swing last year has tap- 








ered off considerably this spring 
8 it is well on its way toward 
completion. 

manufacturer of power takeoffs 
Teported: that its business was up| 
18 percent and that an increase of 


| Body-Equipment Field 
fEnjoys Volume Rise 


(Continued from Page 20) 


at least 12.5 percent is expected 
during the next six months, 

A manufacturer of auxiliary 
transmissions said business was up 
17 percent on these units and up 
14 percent on all transmissions. 
The company said total business 
was up 12.3 percent over the 1958 
period. 

ok * * 
ETROIT AUTOMOTIVE PROD- 
UCTS CORP., manufacturer of 





Slap Joins Wilkie Buick 


PHILADELPHIA.—Wilkie Buick 
Corp., 1724-70 N. Broad St, has 
absorbed portions of the Matthew 
Slap sales and service organization, 
former Buick representatives in 
Frankford, according to Martin H. 
Bury, Wilkie Buick president, Mat- 
thew Slap has been appointed to 
Wilkie Buick’s executive staff, 
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| the No Spin differential, said vol-|;\, 


ume of this item is 65 percent ahead 
of last year. The company and its 
distributors see an increase in busi- 
ness for at least the next three 
months, 

Companies which were able to 
apportion their increased business 
by truck sizes indicated that ap- 
proximately 25 percent was coming 
from light trucks, 40 percent from 
mediums and 35 percent from 
heavies. 

Behind the survey replies was 
the feeling that the outlook for 
the rest of this year is good. The 
respondents felt that truck deal- 
ers and salesmen should try to 
make a better profit on their ve- 
hicles, and that they should work 
with the body and equipment men 
so that they, too, could make a 
decent profit. 

The makers and distributors 
noted that when a dealer pits one 
distributor against another in ask- 
ing for bids and then gives the 
“squeeze” away to a buyer, it makes 
it impossible for the distributor to 
give the dealer the proper service 
and selling aid. 

In fact, said many of the distrib- 
utors, if this situation does not soon 


| Designed for Longer Service— 








Exclusive design and construction features are said to lengthen the life of Service- 


protect the body from dirt, water, rocks and siudge thrown by tires. 


| Master service bodies. The units feature fully enclosed steel wheelhousings which 


Cargo area 


floors are made of heavy tread-plate steel welded to steel crossmembers and re- 


do a radical about-face, it will be | inforced side panels, forming a rigid steel unit. Full width openings beneath the 
impossible for many truck body/endgate and at the head panel let water drain out. Here a workman is shown 
and eauipment distributors to stay | welding one of the Service-Master bodies produced by McCabe-Powers Body Co., 


in business. 


Take advantage of the huge potential market for farm 
truck hoists. Now you can offer your customers a com- 
plete Heil twin telescopic hoist package that makes any 
farm stake or grain truck a convenient self-unloading 
unit, with generous capacity for hauling and dumping 
jobs. : 

And you have the added selling advantage of famed 
Heil “‘contractor quality” hoist manufacture—backed 
up by job-proved working features only available in 
Heil hoists. 

Get all the details now on easy-mounting, easy- 
servicing Heil farm hoists. See your Heil distributor. or 
write to The Heil Co. 





Tue HEIL co. 






DUMP BODIES and HOISTS 


| St. Louis. 
















Compare HEIL with other telescopic farm hoists . . . 







Feature 








* 
ww 
x 
“a 


V-Ring packing 
Gear Pump 
Cable Pull-Out 
Inside Mount 


Cylinder can be repacked 
without disassembly 
Precision cylinders, finished 
inside and out 
Air bleed vent on cylinder 


Mount without welding 
to truck frame 


Thru-shaft cylinder mounting 
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By Jack Weed 
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per hour and the highest hit 16.6 
m.p.g., while the average was 14. 
The lowest got but 12.4. Here again 
two hit above 16 m.p.g., three were 
in the 13 range and the low job 
was all by itself. 

In simulated city driving, the 
average of all was 15.3 m.p.g., with 
the highest getting 20.3 and the 
lowest 11.4. In this test the trucks 
started to “string” out, with the 
second high being in the near 17 
m.p.g. range, next over 15, one in 
the 14 and one in the 13 range. 

* a > 


Retail Delivery Test 


i THE simulated retail delivery 
test, which was conducted on an 
idling-to-driving ratio of approxi- 
mately 2 to 1, the average for all 
vehicles was 10.8 m.p.g. The highest 
hit 12.9, while the lowest was 9.6. 
One of the jobs was in the 11 m.p.g. 
range, and three in the 10 to 11 
range. 

The average miles per galion in 
the total of all tests was 16.1, the 
top being 19.4 and low 13.6. 


Another interesting thing about 
these tests was that only two makes 
had as much as a one-mile-per- 
gallon difference between the high- 
est and the lowest of the three 
trucks tested of that make and in 
only two tests did this occur, 

One make in the 45-m.p.h. test 
had a difference of from 17.1 to 18.7 
m.p.g. between the lowest and 
highest of the three trucks. Two 
had more than a mile-per-gallon 
difference in the 60 m.p.h. test. 
The low of one make was 12.8 and 
the high 14.1: The other make in 
this test hit a 12-mile low and 14.3 
high, 

Just to save a lot of correspond- 
ence, the test results were sent to 
me by the Ford division, and I 
don’t think that any of my readers 
are gullible enough to think that 
any but a Ford came out on top 


in each class, 
” * * 


About Leland Johnson 


WE CARRIED the obituary of 
my good friend Leland John- 
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dabbled a little in truck leasing at | Mich., will welcome comment: fron 7 
mn its >) East 


son two weeks ago, and I just woke 
up to the fact that whoever sent 
in the information said Leland was 
still president of Hensley-Johnson 
Ford in Bellflower, a Los Angeles 
suburb. 

Leland sold his interest in that 
operation to his partner about a 
year ago. During 1958 he was with 
Hysen-Johnson Ford, Inc., San 
Luis Obispo. 

Leland sent me a letter about his 
operation in this new dealership 
just a short time before his death. 
He ended his letter with a state- 
ment that should make many deal- 
ers wonder about their own opera- 
tions. 

His last paragraph was: “Jack, 
this dealership finished 1958 20 per- 
cent ahead of 1957 in both units and 
profits—it can be done.” 

For an operator of what we 
would normally term a “neighbor- 
hood” dealership, Leland was very 
truck conscious and much of his 
profitable service volume as well as 
his new-vehicle gross came out of 
his truck department. 

* + * 


Was Truck Leaser 


E KNEW the business and at 
one time was interested in a 
big truck-leasing operation in the 
LA area which was sold about 


three years ago. Even after that he 





his old dealership. 

He was one of my very helpful 
contacts on the West Coast, Not 
only was he a good operator him- 
self but he knew what was going 
on truckwise up and down the 
Coast. 

Tll never forget him trying to 
help me run down a story about 
another Coast dealer who had 
worked out a lease-purchase deal 
that I couldn’t believe would pass 
the tax people, Leland not only 
ran it down but arranged for this 
particular dealer to have lunch with 
us. 

It didn’t do me much good, how- 
ever, because the dealer told me 
before we had reached the soup 
course that if I was looking for 
any information on this deal, he 
wasn’t going to talk. 

Leland always took care of his 
salesmen. He was one of those 
dealers who would not take a deal 
if he couldn’t get enough profit in 
the body and equipment so that 
he could pay his salesmen their 
percentage of both chassis and 
equipment. 

+ + * 


Wanted: Comments 


JP MADQUARTERS of the Ord- 
nance Tank-Automotive Com- 
mand, Detroit Arsenal, Center Line, 





EATON TANDEM 


More than 


Two Million Eaton Axles 
in Trucks Today 





1, The RIGHT GEAR RATIO for the Haul- 
ing Job—12 gear ratios available, from 


4.56:1 to 9.77:1. 


2. Choice of 2-Speed, Single Reduction, 
or Double Reduction Axles. 


3. Eaton Self-Contained Air Brakes—fast 
application, fast release; longer lining life; 
easy, low-cost maintenance. 


4, Rugged 16” Spiral Bevel Gear. 


5. Eaton Inductalloy Axle Shafts—up to 
ten times the life of ordinary axle shafts! 





6. Shorter OAL, Weigh Less—Eaton Tan- 
dems haul more legal payload. 


7. Simplified Construction; Fewer Parts; 
Easy, Low-Cost Maintenance. 


S. Most Parts Interchangeable with 
other Eaton Axle Components. 


9. Driver-Controlled Differential Lock- 
Out—assures maximum traction in rugged 
or slippery operating conditions. 


10. No Need to Match Tires—all four wheels 
can travel at different speeds when neces- 


sary—no wheel-fight. 


Eaton Tandem Axles—the load carrying and driving components—are performance-proven 
by millions of miles of low-cost, trouble-free service. The Double Reduction and 2-Speed 
types provide the many proven benefits of Eaton's famous planetary-gearing design, well- 
known to truck operators all over the world. Tell your customers how Eaton Tandem Axles 
can make their hauling operations more profitable. 


EATON 





CLEVELAND, 


AXLE DIVISION 


MANUFACTURING COMPANY 
OHIO 





—_ 





truck and body builders 





— 


newly proposed specification ; coy. i-_ 


ering “Body, Van Trucks, M¢z inten. 
ance and Medical.” f 





* * + 
Army Tests New Vehicle 


NEW vehicle, being put tl rough 
its paces at Fort Bragg. N.c) 


( 


by the Army, will traverse virty. two 
ally any terrain with ease, wij bur 
float across lakes and can be parm. whic 
chuted from the air. and 
The vehicle, made for the Army 488 | 
by Chrysler Corp., was built with priv? 
aluminum and weighs less fully “for 
loaded than most 2%-ton military , 
trucks when empty. own 
The truck has an eight-wheed of 
drive and each wheel is indepen. two a 
dently suspended with torsion bars, priva 
The truck itself remains steady pire” 
while any one wheel or combina. ernm 
tion of wheels bumps over obstacles singl 
such as rocks, gullies or tree aa 
stumps. sn ead 
Although basically a land vehicl, 
the new truck can be propelled The 
across water either by its own in cc 
power or with an outboard motor. vario 
It uses power steering and all four three 
of its front wheels are used in semi 
turning. (ree 
Substantial cost reduction in bene 
design and construction were ves 
achieved through the use of stand- 
ard commercial engine, transmis- Addi 
sion and other components. RI 
e . T el 
Truck Auctioning © tire: 
a axle) 
Resumed in Colo.; © 2, «: 
- (truc 
Results Hailed fives 
(Continued from Page 20) were 
Chevrolet %-ton, $250. '53 Chevrolet %- traile 
ton, $420, $250; delivery sedan, $290. '5i TQ 
Ford %-ton, $355; Chevrolet panel, $170, full 
*50 Chevrolet %-ton, $200. 49 GMC 2-ton, 
$340, $220. '48 Studebaker %-ton, $190. divi 
April 17 bing 
’56 Ford %-ton cab & chassis, $565. '% fi 
Ford %-ton, $380. °53 Chevrolet stake, 2); 
$470; Ford %-ton, $430. °52 Ford ‘%-ton, Lt 
$330. ’51 Chevrolet carryall, $145. '50 Ford) ” 
\%-ton, $200; 2-ton, $165. '49 Ford %-ton,/ 2 
$195. eiaeed eas | = | 
Colorado Auto Auction | _ 2), 
April 7 com 
*59—Chevrolet %-ton pickup, $1,835, 3 aty By 
$1,800, $1,790, $1,750, $1,725; GMC ‘ 
%-ton pickup, $1,680. singl 
*58—Chevrolet %-ton pickup, $1,300, $1,- 725.2: 
285; Dodge %-ton pickup, $1,180. 
*57—Chevrolet 2- on, $1,495; %-ton pickup, 5,934 
$1,170, $1,125, 2 at $1,070, $1,125, $1, noun 
025, $805; Rancho pickup, $1,045; Ford 
2-ton cab & chassis, $1,510, $1,430, $1,- 999 | 
400; %-ton Rancho, $1,100; %-ton 15.99 
pickup, $980, $875; International 2 y 
ton truck, $1,355, $1,260; 1%-ton cab to 19 
& chassis, $1,290. Th 
*56—Chevrolet 2-ton cab & chassis, $1,300;) 
1-ton, $1,265; %-ton pickup, $755, 25,99 
$795; %-ton pickup, $725; delivery to 3 


sedan, $595; Dodge %-ton pickup, 
$770; Ford 2-ton truck, $1,770; 1%- 
ton van, $1,525; 1-ton pickup, $1,295; 
%-ton pickup, $640, $450; GMC 2-ton 
cab & chassis, $1,350; 2%-ton cab & 
chassis, $1,215; International ‘%-ton 
pickup, $685; % - ton pickup, $600. 






64 


*55—Chevrolet 2-ton truck, $1,385, $1,360, 
$1,250, $1,230, $1,220; 2-ton cab & 
chassis, $1,355, $1,350, $1,320, $1,205, TX 
$1,170, $1,160, $1,125, $1,110; 2-ton 
flat bed, $1,265; 2-ton dump truck, $1,- total 
200; %-ton stake, $995; %-ton pickup, at a 
$830, $625; Ford 2-ton COE, $1,400, 
$1,335; 2-ton stake, $1,350; 2-ton cab awa! 
& chassis, $1,310; 1-ton, $880, $800; Adm 
2-ton truck, $735; %-ton pickup, $730; Will 
%-ton panel, $500; GMC 2-ton cab & ' 
chassis, $1,220; International 2-ton cab La 
& chassis, $965; %-ton pickup, $545.5. 420 

*54—Chevrolet 2-ton COE, $960; 2-ton LWB, and 
$930; 1%-ton stake, $800; %-ton pick- 
up, $485; Dodge stake, $635; Ford 2 Inte 
ton cab & chassis, $1,165, $1,115; %- trati 
ton pickup, $450; GMC 2-ton truck, Indi: 
$815; 2-ton cab & chassis, $595; %4- 
ton pickup, $400. ; Th 

*53—Chevrolet 2-ton cab & chassis, $765; Dis 
Dodge 2-ton cab & chassis, $550; %4- P 
ton pickup, $400; Ford 2-ton trucked ~= trol 
$850, $800; %-ton pickup, $575; GMC] til 
2-ton truck, $745; %-ton pickup, $270. 

*52—Chevrolet 2-ton truck, $1,100, $605; seas 
1-ton, $610; 2-ton grain box, $730; the 
Dodge 1-ton, $475; Ford 2-ton stake, fF the 
$455; 2-ton cab & chassis, $500, $405; | Dep: 
cab & chassis, $385, $320; GMC 2-ton P 
truck, $660. ous 

*51—Dodge 1%-ton truck, $365; GMC %- 
ton pickup, $390; International %-ton— ~—— 
Pickup, $295; 2-ton truck, $340. 

*50—Chevrolet 1%-ton truck, $710; %-ton 
flatbed, $385; 2-ton cab & chassis, 
$340; GMC 2-ton cab & chassis, $405; 

%-ton pickup, $350. a 

*49—Chevrolet 1-ton pickup, $360; Dodge 
1-ton wrecker, $465; 2-ton LWB cab twr 
& chassis, $395; %-ton pickup, $195; Ma 
Ford 2-ton bed, $400. 

*48—Chevrolet 1%-ton LWB, $305; Dodge 1959 
wrecker, $780; Ford %-ton truck, Pos. 
$255. os 

*47—Chevrolet 2-ton truck, $385; Dodge 2- 
ton, $675. 2- 

hist sastiiaitondedindawambaiines 3- 

s 
Georgia Plant to Make - 
Parts for Mobile Homes 6- 
FITZGERALD, Ga—G & L Steel i- 

Corp. will make parts for the mo- &- 

bile homes industry in a building 9- 

to be constructed here. The $23,000 = 


structure will be 40 by 160 feet. 

Citizens are raising funds to com- 
plete the building, Charle: B.— 
Guske will move to Fitzgerald from — 
Marysville, Mich., to head the op- | 


eration. di 






—— 





—— 
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‘’ 7 East North Central Area Has Biggest Number... 
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“| 94% of Trucks Are Single Units 


‘ontinued from Page 20) 


ugh 
vf 


four-tire vehicles, the 


i a ‘o-axie, 
= s ieeae said, In this category, 
arn. which includes most of the % 
and %{-ton jobs, there are 6,929,- 
my 488 units, Of these, 6,519,112 are 
ith privately owned, 174,538 are in 
lly “for hire” service and 235,838 are 
7 owned by governments. 
hee!’ Of the 3,212,854 single units with 
Den- two axles and six tires, 2,628,089 are 
ars, privately owned, 347,621 are “for 
ady  -—ihire” and 237,144 are owned by gov- | 
ina ornments. Of the 184,331 three-axle | 
cles single units, 135,540 are privately | 
7 owned, 36,877 are “for hire” and/| 
icle 11,914 are owned by governments. 
led There were 634,141 trucks used 
wn in combinations with trailers of 
tor. various types. Of these 230,261 were 
our three-axle combinations (truck 2, | 
in semi 1), 263,145 were four-axle 
(truck 2, semi 2), and 54,465 were 
ere five-axle or more (truck 2, semi 2). 
nd- * * * 


nis Additional Figures 
— operated with full trail- 
ers were divided 


y three-axle (truck 2 axles, trailer 1 
, axle), 22,851 were four-axle (truck | 
3 2, trailer 2), 2,142 were five-axle 
(truck 2, trailer 3), 17,689 were 
five-axle (truck 3, trailer 2), 3,282 
were six-or-more axle (truck 3,| 
y. trailer 3 or 4). 
51 Trucks with semitrailers and 
= full trailer combinations were 
). divided into 13,515 five-axle com- 
5 binations (truck 2, semi 1, trailer 
ke, 2); 3,284 six-axle (truck 2, semi 
- 1, trailer 3—truck 2, semi 2, truck 
on, | 2— truck 3, semi 1, trailer 2); 
| 546 seven-axle (truck 2, semi 2, 
trailer 3—truck 3, semi 2, trailer 
2), and 130 eight or more axle 
combinations. 
ia? By gross-vehicle weight, the 
single units were broken down into 
1 725,252 vehicles up to 3,999 pounds; 
up, 5,934,368 of from 4,000 to 7,999 
map Pounds; 1,193,618 from 8,000 to 11,- 
1, 999 pounds; 739,507 from 12,000 to 
. 15,999 pounds; 783,801 from 16,000 
ab to 19,999 pounds. 
10: be There were 656,184 from 20,000 to 
55, 25,999 pounds; 126,676 from 26,000 
> to 31,999 pounds; 103,343 from 32,- 
a 
on * 
*| 640 Jeep Vehicles 
«| Purchased by U.S. 
: TOLEDO.—Four contracts for a 
L- total of 640 Jeep vehicles and parts 
: at a cost of $1,255,627 have been 
ab awarded by the General Services 
¢; Administration in Washington to 
“1. Willys Motors. 
ub Largest of the orders is one for 
: 420 forward-control FC-150 trucks 
kc and 30 Jeeps, purchased for the 
2- International Cooperation Adminis- 
e tration. They will be shipped to 
» India. 


The ICA also is purchasing 120 
Dispatchers for use in malaria con- 
= trol work in Indonesia, Twenty 
utility wagons go to the U. S. over- 
Seas mission in Calcutta, India, and 
the balance of the vehicles are for 
the U. S. Geological Survey and 
Department of Agriculture in vari- 
ous states. 








Top Trucks 


New-truck registrations for 
two months, plus 23 states for 
March: 





: 1959 1958 
, Pos. Make Pos. 
; 1— 55,673 Chevrolet 40,365— 1 
2— 44,047 Ford 33,621— 2 
3— 13,020 Intl. 16,534— 3 
4— 12,121 GMC 8,870— 4 
5— 9,251 Dodge 1,057— 5 
6— 4524 Willys 3,305— 6 
| i— 2,344 Mack 1,841— 8 
' 8— 2,325 White 1,944— 7 
S— 1,101 Studebaker 796— 9 
) 10— 494 Diamond T 561—10 
li— 159 Brockway 121—11 

6,805 Misc. 4,328 

Total All Makes 
151,864 119,343 








Further details on Page 44. 
aR aa 








into 22,831 | 


000 to 39,999 pounds; 56,186 from 
40,000 to 49,999 pounds; 4,201 from 
| 50,000 to 59,999 pounds, and 3,437 
| of 60,000 pounds and over. 


* * * 


‘Other Weights Listed 


TOTAL of 7,567 combinations, 

most of them light trucks pull- 
ing small one-axle trailers, were 
rated at from 4,000 to 7,999 pounds; 
| 6,755, again most of them pulling 
light one-axle trailers, were in the 
8,000 to 11,999-pound class. 

There were 6,055 combinations, 
including 2,553 with semitrailers, 
in the 12,000-to-15,999 bracket; 8,- 
466 from 16,000 to 19,999-pound; 
27,158 from 20,000 to 25,999 pound; 
36,074 from 26,000 to 31,999 
pounds; 79,996 from 32,000 to 39,- 
999 pounds. 

Another 103,072 were rated from 
| 40,000 to 49,999 pounds; 236,802 rep- 
| resenting practically every combin- 
| ation of truck with semitrailer and 
semi with four wheeler were from 








WRITE TODAY FOR 
YOUR FREE COPY 


Illustrated booklet shows ad- 
vantages and Construction of 
Parish prefabricated all-steel 


truck body framing. 


@ DANA PRODUCTS: Transmissions © Universal 
Joints ¢ Propeller Shafts ¢ Axles * Torque Con- 
verters ¢ Gear Boxes * Power Take-offs * Power 
Take-off Joints ¢ Rail Car Drives * Railway Gen- 
erator Drives ¢ Stampings ¢ Spicer and Auburn 
Clutches ¢ Parish Frames © Spicer Frames ¢ Forgings 





50,000 to 59,999 pounds, and 127,196 
with ratings of 60,000 pounds or 
more. 

Truck combinations, which com- 
prise a little less than 6 percent of 


| total truck and truck combinations, 


are distributed by type as follows: 

Tractor semitrailers, 86 percent; 

truck trailers, 11 percent, and trac- 

tor semitrailer-trailers, 3 percent. 
” ok * 


Discrepancy Explained 


7 was a discrepancy of 
904,247 units between the Census 
Bureau total and registration fig- 
ures through July 1, 1958, reported 
by R, L. Polk. Polk reported 10,- 
056,567 trucks of all types. 


But the Census Bureau count in-| 


cluded the almost 500,000 govern- 
ment-owned vehicles which are not 
licensed and contained a duplica- 
tion of trucks licensed in more than 
one state. The scrappage that 
occurred in the period between re- 


lease of the two sets of figures also | 


was a factor in the discrepancy. 





Buy better truck 
in less time, by ordering PARISH 
prefabricated steel body frames 











Dodge Truck Center Operators Meet— 


Owners and manogers of the 23 Dodge truck centers met in Detroit, for their third 
national conference. In the front row, from left, are John Drew, Sacramento, Calif.; 
Ed Louthan, Lubbock, Tex.; J. Swanton Ivy, Athens, Ga.; John Veale, Pasadena, Calif.; 
Henry Bernabei, Pittsburgh; Ephraim Brenner, Harrisburg, Pa., and John Hinckley, 
Salt Lake City. Middle row: Ray Rixman, St. Louis; G. C. Dowell, Lubbock; Ken Brown, 
Detroit; W. B. McKinstry, Minneapolis; Robert Brost, Buffalo; Tom Hutton, Memphis; 
Chet Brost, Buffalo; J. W. Hyer, Denver; J. R. Wilson, Jacksonville, Fia.; Bob Brenner, 
Harrisburg; Ed Kevil, Paterson, N. J., and Robert E. Seery, Des Moines. Back row: 
Pete Reynolds, Lubbock; Jack Polk, Albuquerque, N. M.; Glen Knox, Richmond, Va.; 
| 1. Sidney Glick, Boston; Martin T. Sokolosky, Houston, and Bob Otting, Paterson. 








bodies, at less cost, 


It pays to know your Parish body builder. For he 
can deliver customized truck bodies in a matter 
of days at a cost far less than you’d expect to 
pay. You’ll buy a better body, too, because the 
Parish frame he’ll use is 50% stronger and 30% 
lighter than standard carbon steel. 


Part of the savings is due to the speed with 
which Parish prefabricated steel truck body frames 
can be assembled. Two men, working with only 5 
prefabricated panels, can do the job in less than 
a day ...a time savings of over 60%. 


Then the doors, panels and floor will be in- 
stalled to your exact specifications . . . creating a 
truck body that’s customized to meet your indi- 
vidual requirements. 


Next time you order truck bodies, make sure 
they last longer and cost less by specifying Parish 
prefabricated frames. For the name of your 
nearest Parish body builder, write Parish Pressed 
Steel Division, Dana Corporation, Reading, Pa. 






AUTOMOTIVE NEWS, MAY 4, 1959 


How They Fared ... 


Commercial Car Registrations 


By Makes 


First Two Months, 1959 vs. 1958 


First 2 
Months, 
1958 


34,553 
28,685 
1,575 
13,939 
5,846 
2,702 
1,709 
1,526 
667 
444 
113 
3,829 4.65 
101,588 100.00 
® White includes Autocar, Freightliner, Reo and Sterling. 
** Miscellancous includes Corbitt, Diveo, FWD, Kenworth, 
Peterbilt, etc. 


Percent 
Share of 
°68 Market 


34.01 
28.24 
7.46 
13.72 
5.75 
2.66 
1.68 
1.50 
-66 
44 
Al 
3.77 
100.00 


Percent 
Share of 
’59 Market 


37.42 
29.15 
8.11 
7.88 
5.61 
2.96 
1.54 


First 2 
Months, 
1959 


47,318 
36,864 
10,262 
9,961 
7,090 
3,750 
1,942 
1,927 
921 -73 
-32 
ll 


l++1+1 
SI SSsk st 


oh 


Marmon-Herrington, 


—Compiled from R. L. Polk & Co. data. 


Best February Since 1956 


Truck-Sales Pace 
Far Ahead of ’58 


By Kenneth C. Kelley 
Staff Writer 
EW-TRUCK registrations con- 
tinued to roll ahead in Febru- 
ary at a pace far above that ex- 
perienced in 1958. 


Sales in February totalled 64,- | 


688 units, the best February fig- 
ure since 1956, according to data 
supplied by R. L. Polk & Co. 

The February total was 4.68 per- 
cent ahead of the 61,798 registra- 
tions for January and a fat 31.52 
percent above the 49,186 for Febru- 
ary of last year. 

Truck sales in the first two 
months amounted to 126,464 units, 
up 24.49 percent from the 101,588 for 
the like period of last year. 

aol * + 


A“ producers with the exception 
of International and Diamond 
T saw their February sales soar 


above the total for the like 1958 
month. The registrations by pro- 
ducer for the month were: 
Feb., 
1959 
23,753 
19,498 
5,249 
5,109 
3,674 
1,751 
1,100 
937 
476 
179 
58 


Feb., 
1958 
16,897 
14,058 
3,646 
6,414 
2,807 
1,307 

899 
681 
227 
251 

51 


Chevrolet 
Ford 
GMC 
International 
Dodge 
Willys 
White 
Mack 
Studebaker 
Diamond T 
Brockway 
Miscellaneous 2,896 1,898 
Total 64,688 49,186 
For the year to date, all produc- 
ers except International and Dia- 
mond T show gains in units sold. 
The International loss probably can 
be traced in large measure to the 


mere’ e dynamic difference 


in Hercules service on Replacement Parts 


While special engineering and construction 
features enable Hercules dump bodies, hoists 
and special truck equipment to outlast con- 
ventional models by a healthy margin, sound 
maintenance procedures demand replacement 
parts periodically. Exactly when they are 
needed is hard to calculate. That’s why 
Hercules distributors carry complete stocks 
of parts—to give you replacement parts serv- 
ice when you need it. 


Your Hercules distributor stocks only fac- 
tory approved parts — substitutes are never 
used. This reliable, follow-through service 
saves your customers costly dowmtime at 
critical production periods, builds top-quality 
customer relations for you. Specify Hercules 
on your next recommendation for truck and 
trailer equipment. Get the complete replace- 
ment parts story from your local Hercules 
distributor today—without obligation. 


VW Mewules 


DUMP BODIES, HOISTS and DUMP TRAILERS 


HERCULES STEEL PRODUCTS COMPANY ° Galion, Ohio 


after-effects of a long winter strike © 
at the company’s plants. ‘ 
* * 


well as unit sales for the two-month 
period. The producers, their unit 
sales, percent of market and per. 
centage-point gains were: ’ 
Chevrolet, 47,318 units sold 37.49) 
percent of market, up 3.41 points; 7 


Ford, 36,864 units, 29.15 percent, up |” 
91 points; GMC, 10,262 units, 81/7 


percent, up .65 points; Willys, 3,759 

units, 2.96 percent, up .30 points; 

Mack, 1,927 units, 1.52 points, up 

02 points; Studebaker, 921 units | 
.73 percent, up .07 points, and mig. | 
cellaneous, 5,882 units, 4.65 percent, 

up .88 points. 

Dodge and White increased 
sales but saw their market pene- 
tration slip. Dodge sales num- 
bered 7,090 units or 5.61 percent 
of the market, a drop of .14 
points, White’s sales totalled 1,- 
942 units, good for 1.54 percent 
of the market or a loss of .14 
points. 

Sales by Brockway numbered 141 
units, good for .11 percent of the 
market which represented no 
change in penetration. 

International’s sales fell to 9,961 
units or 7.88 percent of the market, 
a@ loss of 5.84 percentage points. 


Diamond T lost .12 points when=j.-°% 


sales slipped to 406 units or .32 per- 
cent of the market. 
a * + ' 
ane saw Texas displace 
California as the top truck- 
buying state. The top 10 states and 
their registrations for February of | 


this year and last were: 


Feb., Feb., 


. Pennsylvania .. 
Florida 
. Missouri 
10. North Carolina .. 

Reflecting the national gain in 
sales, 43 states and the District of 
Columbia reported February regis- 
trations topped those a year earlier 
while six states reported declines. 


Trailer Maker 
In 58 Produced 
49,338 Units 


WASHINGTON. — Trailer manu- 
facturers turned out 49,338 units 
last year, of which 4,581 were sold 
to government agencies or exported, 
according to the Truck-Trailer 
Manufacturers Assn. 

The association said complete 
trailers accounted for 93.4 percent 
of production, a total of 46,096 
units. 

A further breakdown of the fig- 


ures follows: 
Production Percent 


34.7 


22.8 
4.5 
2.0 
2.5 

10.7 
19 


2.8 
18 
7 
11 
2.6 
1.9 
12.7 
4.7 
4.8 


4.2 
6.6 


Dump trailers 
All other trailers 
Trailer chassis only.. 3,242 


Comrie Rebuys Deal 


Childress Olds-Cadillac has been 
re-purchased by J. F. Comrie and 
soneunes Comrie Oldsmobile-Cadil- 
lac, Inc. 


SX producers and the misce]. | 
laneous group were able to in. ~ 


crease their market penetration ag © 
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WASHINGTON.—T w o transpor- 
tation experts will be guest speak- 
ers at the annual meeting of the 
National Accounting and Finance 
Council of the American Trucking 
Assn. to be held May 17-21 in Bos- 
ton. 

J. Robert Cooper, ATA president, 
and president of Red Star Transit 
Co., Inc., Detroit, will address the 
banquet May 21. Dr. George P. 
Baker, president of the Transpor- 
tation Assn. of America and profes- 
sor of transportation at Harvard 
Graduate School of Business Ad- 
ministration, will speak at a lunch- 
eon May 20. sd 
2 Communications Units 


Are Combined by GE 
LYNCHBURG, Va.—General 
Electric Co, is combining its com- 
munication products department 
here, which makes two-way radio 
systems for the trucking industry 
and other types of mobile radio 
users, with the technical products 
department, Syracuse, which en- 
gineers advanced communication 
equipment for the military services. 
Harrison Van Aken, general man- 
ager of GE’s communication prod- 
ucts department, will head the com- 
bined organization with headquar- 
ters in Lynchburg. Two way radios 
for trucks will be made here. They 


formerly were made in Utica, N. Y. 
> * = 


ATA Suggests Rewording 


Of ICC Windshield Rules 


WASHINGTON. — The American 
Trucking Assns. has suggested re- 
wording of proposed Interstate 
Commerce Commission rules gov- 
erning safe condition of truck 
windshields, while asking to be 
recorded as in favor of the intent 
of the proposed rules. 

ATA suggested the rule on con- 
dition of windshield glass be modi- 
fied to define two areas of the wind- 
shield, one being that portion di- 
rectly in front of the truck driver, 
and the other the remainder of the 
glass. ATA feels the first area 
should be defect free, but that 


minor defects should be allowed in 


the second area so carriers “would 

not be forced to replace costly 

glazing material for a technicality.” 
= oz = 


Fleetlines of Nevada Bought 
By Ringsby Truck Lines 

DENVER.—Acquisition of Fleet- 
lines of Nevada, and Interstate 
Commerce Commission authority to 
operate as a common carrier over 
that firm’s direct route between 
Les Angeles and Las Vegas, has 
been announced by Gail H. Craw- 
ford, executive vice-president of 
Ringsby Truck Lines, Inc. 

The new operating authority adds 
Some 288 miles to the Ringsby 
Rocket System, which operates 
over more than 9,000 miles of ap- 
Proved routes between Los Angeles 
and San Francisco in the West, and 
Chicago and St. Louis in the Mid- 
west, Crawford said. 

” 


Interstate Motor Freight 
Purchases 40 IH Tractors 


p= GRAND RAPIDS, Mich.—An 


$875,000 order for 40 International 
model DCOF-405 extra-heavy-duty 
truck tractors has been placed by 
Interstate Motor Freight System, 
according to L, D. Rahilly, Inter- 
state president. 
They will be additions and re- 
ements for the firm’s newly 
acquired Prucka division which op- 
erates between Chicago and Den- 
ver, The 148-inch-wheelbase trucks 
are powered by 220-horsepower 
ins NH-220 diesel engines and 
have 10-speed Roadranger trans- 
Missions and sleeper cabs. 
x os + 


Milner Gets Contract 


JACKSON, Miss—Dumas Milner 
rolet has been awarded a con- 
for 10 new trucks for the 


8 sanitation department, 
* * + 


Builder to Use Aluminum 


For Mobile-Home Exteriors 


DALLAS. — Supreme-Victor Mo- 
bile Homes will use prepainted alu- 
um exclusively for the exterior 
of its product, according to 

D. Franks, general manager. 
He said his firm is switching from 





Truck Briefs 


steel to Reynolds Colorweld mobile 
home sheet because “we can now 
offer customers aluminum with the 
finest paint finish in the mobile 
home industry, at a cost comparable 
to steel painted in our shop.” 

* * + 


Ryder Adds Branch 


DETROIT.—A new branch ter- 
minal has been opened at 12424 
Schaefer by Ryder Truck Rental, 
Inc., whose Michigan headquarters 
are at 2660 W. Fort, Detroit. Har- 
vey McDonald, formerly secretary 
of the Michigan Cartagemen’s 
Assn, has been named manager of 
the new station. 

oa * * 


Cooper-Jarrett Volume 


Shows Big Gain Over 1958 


CHICAGO.—A gain of 28.5 per- 
cent in gross volume for February 
over the corresponding month in 
1958 and of 22.5 percent for the 
first two months combined, was 
announced by Robert E, Cooper jr., 


chairman and president of Cooper- | 
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Jarrett, Inc., long-distance motor 
carriers. 

Cooper said profit before taxes 
for January, 1959, was $89,039, com- 
pared with $33,996 in January last 
year, while February earnings be- 
fore taxes were $51,361 compared 
with a loss of $62,709 in February, 
1958. The February, 1959, gross was 
$1,201,000 compared with $933,862 in 
1958. This year’s January gross was 
$1,270,824, up from $1,082,792 a year 
— Ci 4a“ = 


Minneapolis Firm Fined $800 
For Failing to File ICC Data 


MINNEAPOLIS. — United Ship- 
ping Co. was fined $800 in Federal 
District Court here after the truck- 
ing firm had pleaded guilty to fail- 
jing to file monthly reports on 
| vehicle condition, hours in service 
and inspection with the Interstate 
Commerce Commission. 

* . * 


Eight Distributors Named 


By Reading Body Works 
READING, Pa.— Eight distribu- 
tors have been appointed by Read- 
ing Body Works, Inc., to handle 
|its service, utility and line-con- 
| struction truck bodies. They are: 
Farm Equipment Co., Erie, Pa.; 











Machine & Welding Co., Dunn, N. 
C.; Seguin Truck Body Builders, 
New Bedford, Mass.; Stewart 
Equipment Co., Charleston, W. Va.; 
Texas Hydraulic & Equipment Co., 
Inc., Dallas; Truck Equipment 
Headquarters, Washington; War- 
ner Fruehauf Trailer Co., Inc., Bal- 
timore, and Weaver Trailer & 
Body Co., Columbus, O. 


* * * 
Goodrich Contest Offers 


Car as First Prize 


AKRON.—Anyone who owns & 
truck or is engaged in a transpor- 
tation activity in a company that 
operates trucks has a chance to 
win a 1959 Thunderbird or Corvette 
in a contest being sponsored by 
B. F. Goodrich Tire Co, 


Guessing the mileage of two 
Goodrich truck tires pictured in the 
company’s advertising is all that 
is required. A total of 311 prizes 
will be awarded in the contest, | 
which will close June 30, Entry | 
blanks are available from any | 


Goodrich dealer or store. 
* + * 
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ATA Executive Delivers 


2 Lectures at Harvard 


WASHINGTON, D. C.—New and | 
developing trends in transportation | 


25 


and the public relations problems 
of the trucking industry were the 
subjects of two lectures at Harvard 
Business School by Walter W. Bel- 
son, assistant to the president of 
The American Trucking Assns, 

In one lecture, Belson analyzed 
the mechanics and the transporta- 
tion impact of piggyback, contain- 
erization and truck-rail joint rate 
and service agreements. In the 
other, he outlined the industry’s 
overall public relations campaign 
and discussed the lawsuit brought 
against the railroads by the Penn- 


sylvania Motor Truck Assn. 
* * * 


$300,000 IH Branch 


Opens in Little Rock 


LITTLE ROCK, Ark.—The Little 
Rock motor truck branch of Inter- 
national Harvester Co, has opened 
in its new $300,000 plant at 910 E. 
Sixth. 

Harold H. Hedges jr., district 
manager, said the enlarged facili- 
ties will enable the company to pro- 
vide better service and stock a 
of parts. 


Closer Cooperation Urged 


On Small Shipments 


WASHINGTON.—Closer coopera- 
(Continued on Page 27, Col. 1) 





“Every 3 trucks handle a 4-truck job” 
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—says C.F. Wolf, Jr. 








of New Jersey Silica Sand, Millville, N. J., 
in reporting on their Chevrolet dumps 
with Allison automatic transmissions 


T WOULD be hard to find tougher truck-work : brimming 
1 1-ton loads—axle-deep sand and gravel at pit-bottom 


— grades of up to 40% 


on the routes. 


“One hour of that is as tough on transmissions as 8 on the 


road,” says Wolf. “In 


rainy weather, we have to keep a 


dozer ready to pull out stick-shift jobs. Our Chevrolet 
Powermatics never even spin their wheels.” 


But pull-through-anything ability is only part of the 
automatic transmission story at New Jersey Silica Sand. 
Maintenance “Super” Cliff Walker keeps a cost-conscious 
eye on all their 32 trucks. 


“It’s not uncommon to change 8 axles and 3 clutches a 
year on each of the stick-jobs,” he says. “That runs us 
nearly $700 a truck —not even counting down-time. 
Except for our Preventive Maintenance program, we 
haven’t spent a penny on Powermatic Transmissions.” 
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There are still more “automatic” savings in the fewer 
repair needs—less frequent overhaul requirements—of 
engines that can’t be labored. The elimination of truck 
vibration lengthens truck-life—and is winning fans among 


drivers everywhere. 
“The gasoline economy has been 


the real surprise,” 


Walker adds. “The jobs with Powermatic use 3 to 4 
gallons less in an 8-hour day. That's a real saving, what 
with our normal 16-hour day plus round-the-clock opera- 
tions in the busy season. All in all, the transmissions paid 


for themselves in less than a year of 


use.” 


Chalk up one more money-saving—money-making—suc- 
cess story for Allison Automatic Transmissions! If you'd 
like to start cashing in on its benefits in your operation, 


see your truck dealer now. 


Allison Division of General Motors, Indianapolis 6, Indiana 


Akbison-- 2S insmiasstons 


Now available in 
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Maintenance 


SEATTLE. — An attendance rec-| 
ord was established at the eighth) 
annual motor vehicle maintenance | 
conference as 425 men from truck | 
and bus fleets and the supply and 
manufacturing industries registered 
for the meeting at the University 
of Washington. 

A. D. Bullock, of Kenworth, 
chairman of the conference’s 
board of trustees, declared that 
the 30 percent increase in at- 
tendance should be taken as an 
indication by the manufacturers 
of a need for broadening of serv- 
ice training and service litera- 
ture. 
| “The method of operation and the 
basic rules conference set it apart 
Diesels Under Discussion— |from all other maintenance meet- 

Typical of panels set up for the 1959 motor vehicle maintenance conference at ings in the nation,” Bullock said. 
Seattle was this diesel group. Panelists, from left, front row, are Walter E. Thill, In eight years it has grown from 
Federal-Mogu!-Bower Bearing; Warren G. Brown, Caterpillar Tractor; Maurice J. Kane, | 4 meeting of less than 50 men to 
Sealed Power; Kenneth L. Hulsing, Detroit Diesel; Richard F. Burris, Kenworth; R. J.| & Session of national importance to 
McDaniel, Cummins Engine; A. J. Weigand, Perfect Circle; L, H. Duernberger, Mack | the operating industry.” 

Trucks; Robert Westcott, Wood Tractor; back row: Henry Lewis, Biles Coleman Lumber | Basic conference rules are that 
Co.; Howard F. Kley, Shell Oil, and C. F. Becker, Tidewater Oil. |there shall be no advertising, en- 
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of AUTOMOTIVE AIR CONDITIONING... that SE 


Climatic Air pulls no punches with FIVE cus- 
tom-designed models in 1959. IMPERIAL — 
ROYAL — CUSTOM — Climatrol (trunk) — 
HOT AND COLD units. 

The finest components in each price range for 
every customer. 


for most all models and makes, 
ers for foreign cars. For compl 
specifications, merchandising, 
PROFIT: 

CALL — WIRE — WRITE 
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AUTO AIR CONDITIONER 
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‘turbocharged 205-horsepower Ther- 
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And, Climatic Air offers PROFITS PLUS 
prestige to dealers and distributors. Engineered 


Riverside 1-3837 
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425 Attend Conference . 





to the Fore 


tertainment, set speeches and no| 
conclusions drawn. Manufacturers | 
are invited to send literature to} 
the meeting, but this is screened | 


| carefully. 


Literature that does not provide | 
information is rejected, The same 
screening process is applied to mo- 
. $$ | 


Sand-Tired Oil Truck 


To Be Shown by Mack 


PLAINFIELD, N, J.—A specially 
built truck-tractor, equipped with | 
balloon “sand” tires of latest design, | 
will be shown by Mack Trucks, | 
Inc., at the Tulia (Tex.) Oil Show} 
May 15-23. 

The huge tires prevent the ve- 
hicle from bogging down while 
hauling heavy equipment through 
sand and mud areas, the company | 
said. It uses the basic design of 
Mack’s new six-wheel-drive diesel 
truck and is powered by Mack’s 





modyne diesel engine. 


| sessions in this year’s confe 





—_ 


tion picture and visual aids that = 
may be submitted for use in con. 7 
nection with the meeting. Sales 7 
material is rejected. 

There were 41 separate 
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ruck, @ 
actor 





each covering some phase of 
bus, utilities equipment or t 
maintenance. 

































Panels were broken down also tion | 
by size and type of equipment, |) ©" 
On engines, for example, one | 5™4! 
session was held for light and the 
medium-duty gasoline, one for | palat 
heavy-duty gasoline on-highway, ~ Ge 
another for heavy-duty diesel on. t 
highway. and still another for | Tt™4 

| heavy-duty off-highway, the latter — ence 
covering tractor as well as auto- ) Ame 
motive engines. vines 

Lee Ketchum, Seattle, chairman part 
of the panel selection committee need 
explained the goals in selecting prob 
panel members: 
“We try to assemble on cach Frei 
panel men who are capable of Mer 
answering any service problem that rob 
may be presented from the floor, Frei 
Surprisingly, we may find the rep- th | 
resentative of one engine manu- . 
facturer coming up with answers aaa 
to the problems on a competitor's 
engine, or we may find an operator -_ 
or a ring manufacturer offering 
solutions.” Seat 
Fifteen states and one Canadian will 
province were represented at this issue 

| year’s conference, with the heaviest \¥ Guic 
attendance coming from Washing- 
ton. British Columbia ranked sec- 4 Mui 
ond with 66 men. Oregon, Califor- 
nia, Idaho and Michigan also were ex 
| represented. | 
The conference is sponsored by ha 
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promotion, and 
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EXPERIENCE 


|of the best known truck salesmen 


the Automobile Club of Washing- 
ton. the Northwest section of the 
Society of Automotive Engineers, 
the Seattle Chapter of the Na- 
tional Assn, of Fleet Supervisors, 
the Seattle King County Safety 
Council, the Washington Motor 
Coach Assn., and the Washington 
Motor Transport Assn. ; 
The 1960 conference will be held 
March 21-23 at the University of © 
Washington college of engineering. [ 
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Kline Retires 
After 49 Years 
As IH Salesman 


NEW YORK.—Jack H. Kline, one 





in the New York area, is retiring 
after 49 years of service with In- 
ternational Harvester Co. For the 
past 18 years he has been manager 
of the company’s New York truck 
sales district, 

Under Kline’s 
management, the 
International or- 
ganization in New 
York has consist- 
ently been a 
leader among the 
firm’s sales dis- 
tricts by all na- 
tional standards. 
Gross sales in 
both unit and P 
dollar volume, as J. H. Kline 
well as International vehicle regis- 
trations, have increased in a steady 
pattern throughout the metropoli- 
tan area. 

Kline began with IH in 1910 at 
its Philadelphia office, then two 
years later became service manager 
in New York. After managing the 
Brooklyn sales branch and the New 
Haven (Conn.) sales district, he 
was named head of the New York 
district in 1941. 

In looking back on 49 years of 
selling International trucks, Kline 
said, “I have had many successful 
years in this business, but I firmly 
believe the best ones are stil] ahead. 
The future of truck use and opera- 
tion is an expanding one. It cer- 
tainly holds much promise for 
today’s young truck salesmen. 

“The young fellow starting in this 
business has to keep studying. 
There’s something new coming uP 
all the time—new products, new 













































merchandising techniques, new = 
truck applications,” he said. 7 
Succeeding Kline as New York the 
district manager is E, H. Watkins ine 
who formerly was in charge of the the 
International sales district at Al- the 
bany. Th 
Clemetninnione tinge tro 

Ferree Motor Moves 


GREENSBORO, N. C.— Ferree 








Motor & Equipment Co. has moved in 
from here to its new plant at vid 
Climax, N. C., where the company me 
will continue the manufacture of tre 





heavy-duty and special truck trail- 
ers. 











Truck 
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tion between shippers and motor 
> carriers has been urged to make the 

"> small shipment “more attractive to 
me the carriers, and the charges more 
palatable to the shippers.” 





or |) George O. Griffith told a meeting 
ay, |) of the National Motor Freight 
- Traffic Assn, here that his experi- 
a ences as direetor of traffic for 
* |) American Products Corp, had con- 
a yinced him that joint efforts on the 
part of shippers and carriers are 
mat |) heeded to solve the small-shipment 
ting problem. Pa 
ch Freight Routing Guides 
of Merged in Chicago 
that CHICAGO, — Official Motor 
ae Freight Guide, Inc., has announced 
des the acquisition of Hartman’s Chi- 
aa cago Motor Transport Routing 
nae Guide, one of the nation’s oldest 
re freight routing publications, 
. 2 Routing information previously 
ng covered separately by the two pub- 
‘ lications has been consolidated and 
ian) wil be published in the spring 
a issue of Official Motor Freight 


= Guide for Chicago. 
+ * 
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Mudguard Law in Effect, 

Texas Truckers Warned 
FORT WORTH.—Truck drivers 
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Easy Servicing— 


Full access to the power plant and front 
end of Mack's new G model trucks is 
accomplished by a manvally-actuated hy- 
draulic lifting device which tilts the cab 
forward. Special compartment doors in 
the cab also provide ready access to im- 
portant controls such as voltage regulator, 
windshield wiper motors, and electric fuse 
box 


Mack Gaveils 
Diesel Truck, 


Tractor Series 


PLAINFIELD, N. J—A new 
weight-reduced diese] truck and 
tractor series, called the G models, 
— been developed by Mack Truck, 

Cc, 


li- 





According to Elliott G. Ewell, 




























sales vice-president, the tractor 


“series, featuring cab-over-engine 


design, is available in eight differ- 
ent four and six-wheel models and 
can be used as straight trucks, or 


ul as tractors with any combination 
ly of full trailers or semis. 
d. A specially-engineered power 





















plant compartment enables the ve- 
hicles to be fitted with a wide 
variety of diesel engines to pull 
Medium as well as the heaviest 
loads at highway traffic speeds. 
The tractors can accommodate the 
Mack Thermodyne 205-horsepower 
turbocharged version, as well as 
Stock diesels ranging up to 262 
horsepower, Ewell said. 

To permit maximum cargo space, 
the aluminum cab measures 51 
inches from the front-of-bumper to 
the back of cab, and 80 inches with 
the integral sleeper compartment. 
The cab features convenient con- 
trols, levelled-out steering and a 
2.400-square-inch wraparound wind- 





shield. 

To permit fast, easy servicing, 
Special compartment doors are pro- 
vided for ready access to instru- 
ments, electrical circuits and con- 
trols. Full access is accomplished by 
& hydraulic lifting device which 
tilts the cab forward. 










Briefs 


(Continued from Page 25) 


illegal in Texas to operate dual- 
wheel vehicles without mud flaps 
to protect drivers of other ve- 
hicles from flying rocks, 


The new law went into effect 
Apr. 2, Formerly, it applied only 
when the pavement was wet, The 
flaps may be made of metal, rub- 
ber or other material rigid 
enough to prevent mud, slush and 
other matter from being thrown 
onto windshields of autos follow- 
ing. 

+ * * 
Fleet Modernization 


Planned by Norwalk 


ELYRIA, O.—A program of fleet 
modernization for Norwalk Truck 
Lines, Inc., and its subsidiaries has 
been announced by Charles W. 
Hoke, president. 

Hoke said Norwalk already is 
taking delivery on both trailers and 
motive power as part of the pro- 
gram, Purchases include 290 35-foot 
aluminum Fruehauf Trailers and 


bg 


y 
| 
| 
i 
FE 


eS 


The PERFECTION 
STEEL BODY Co. 
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75 40-foot units, Plans call for the 
replacement of virtually all of the 
Norwalk’s fleet of 1,200 tractors, 
700 trucks and 2,800 trailers. 


oa * * 
White’s New Branch 
In Denver Opens May 7 


DENVER. — Formal opening of 
White Motor Co.’s $350,000 factory 
branch at E, Fifty-second Ave, and 
Vasquez Blvd., has been set for 
May 7, according to L. N. Lynch, 
manager. 

The new facilities provide more 
space for the sales, service and 
parts departments and have 104,- 
000 square feet of parking area, he 


said. 
= * * 


6 Portland Firms Share 


$111,269 City Truck Order 


PORTLAND, Ore.—Six area au- 
tomotive concerns shared a $111,- 
269 order for 33 new trucks for 
the City of Portland. 

Recipients of the awards, based 
on the lowest qualified bids, were: 
Oregon City, Inc. (Dodge), three 
trucks at $7,072; Frank Chevrolet 
Co., nine at $28,815; Francis Motor 
Car (Ford) seven at $16,530; Fields 
Chevrolet Co., four at $19,856; In- 
ternational Harvester Co., nine at 





chases: 


ice. 


about July. 


$34,623, and Wentworth & Irwin, 
Inc, (GMC), one at $4,370. 

* ce * 
Vermont Bill Requires 


Mud Guards on Trucks 


MONTPELIER, Vt.—One of five 
truck and traffic bills approved by 
the State Senate here will require 
all buses, trucks and trailers on 
Vermont highways to be equipped 
with metal or flexible protectors 
behind the rear wheels to protect 
following vehicles from flying dirt 
or water. 

Another Senate-approved measure 
would make the operator, as well 





Truck Buying Tips 


May is when every truck salesman who has been working on the 
following types of prospects should make every effort to close his 
deals, as this is the month these users normaHy make their pur- 


Camps and resorts, canners, clearers and dyers, contract haulers, 
plumbing and heating, mining, truck gardeners, refrigeration serv- 


This month’s sales efforts should also be intensified on the follow- 
ing types of prospects: Produce merchants, institutions, ice cream 
products and municipal, county and state departments. 

A start should be made on soliciting common carriers, dairy 
product and paper product users who will normally buy along 























as the owner of a vehicle, liable for 
overloading. 


ATA Accounting Service 


Launches Special Study 


WASHINGTON. — The American 
Trucking Assns.’ accounting serv- 
ice is conducting a special study to 
develop standardized forms and 
methods for compiling statistical 
data required for a new Interstate 
Commerce Commission quarterly 
report. 

Ellis W. Goode, a certified public 
accountant of Montclair, N, J., has 
been retained to perform the study. 


"insure a steady lift 


and even feeding 
to our elevator.” 


Perfection Hoists help sand hauler 


O. C. Warner, Lodi, Ohio, to keep 
his customers satisfied. Says his cus- 
tomer, Mr. Don Whitwright, V.P. of 
Best Ready Mix, Inc., “Perfection 
puts the lift where it will do the most 
good. It insures a steady lift and 
even feeding to our elevator.” To 
this, Mr. Warner adds, “We use Per- 
pection Hoists because of their dur- 
ability under heavy hauling.” Write 
for free technical advice on your 
application. 


OF PERFECTION HYDRAULIC HOISTS 


Company. 


Street 


GALION, OHIO 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE ¢ NO. 133 OF A SERIES 


I say: Look what 
they’re sending 
to the colonies...! 


Good Heavens, Bradshaw, do you suppose Whitehall knows. . .? 


Oh, rather, Edgecomb. After all, we’ve been exporting them 
for ten years—some 100,000 British-built Fords—they were 
the first European economy cars to be sent overseas. 


Ten years!—100,000—I had no idea. 


Well, old boy, Americans do seem to prefer them—they’re 
the third most popular imported automobile in the U. S. 
—economical on petrol and all that. Quite in demand 

as a second runabout, I understand. 


Yes, but don’t the Americans build their own automobiles? 


Certainly, Edgecomb. The Ford Family of Fine Cars offers all 
kinds of different automobiles—Fords, Thunderbirds, Edsels, 
Mercurys, Lincolns and Continental Mark IV’s—from 600 quid 
to 2400, and each an excellent bit of craftsmanship. 


Come now, Bradshaw, you’re pulling my leg—why would they 
want to build so many different kinds of cars? 


Americans, Edgecomb, they’re individualistic, you know; and 
Ford Family of Fine Cars dealers are able to suit each of 
their customers exactly. 


Extraordinary, Bradshaw. How is it you know so much about 
the Americans? 


My brother-in-law is a Ford dealer in a place called Minneapolis. 
Oh, really? How perfectly ghastly for your sister. 


Not a bit, old fellow, she seems quite content—drives an 
English-built Ford you know. 


Of course. 


Conclusion: Whatever your customers may desire in an auto- 
mobile, they’re most likely to find among the Ford Family of 
Fine Cars. The result: more and more pre-sold prospects 
coming to your showroom. 





Thames Van: 34-ton, maximum payload 
of 180 cu. ft., 59 hp. at 4200 rpm. 


Zephyr: 4-door, 6-passenger sedan 
with 6 cylinder engine, 85 horsepower. 


Anglia: 2-door 4-passenger sedan 
delivers up to 35 miles per gallon. 


Pitman 


Consul: 6-passenger convertible offers 
up to 27 mpg.; 59 hp. at 4400 rpm. 
_ = 


Zodiac: 4-door, 6-passenger sedan 
with 6 cylinder engine develops 85 hp. 


Prefect: 4-cylinder, 4-door sedan 
develops 36 horsepower at 4500 rpm. 


FORD MOTOR COMPANY ¢ THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD ¢ THUNDERBIRD ¢ EDSEL ¢ MERCURY ¢ LINCOLN *« CONTINENTAL MARK IV 'e ENGLISH FORD LINE 
TAUNUS ¢ FORD TRUCKS ¢ FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS »® INDUSTRIAL ENGINES 
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Auto Personnel 


J, Meredith Smith, controller and 
assistant secretary, Motor Products 
Corp., Detroit, and W. J. Hoshal, 
treasurer, Dana Corp., Toledo, have 
been elected members of the Con- 
trollers Institute of America. 

* oa * 


Herman, Gummerson, Metz 


Named to IH District Posts 


Three appointments in district 
sales management of its motor 


truck division have been an- | 


nounced by International Har- 
vester Co. 

H. A, Herman, formerly Pitts- 
burgh district manager, has as- 
sumed the newly created post of 
Columbus (O.) manager; Donald 
H. Gummerson, formerly Buffalo 
district manager, has replaced 
Herman at Pittsburgh, and Anton 
L, Métz, formerly assistant man- 
ager at Buffalo, has succeeded 
Gummerson. 

+ 


* * 
Perfect Circle Appoints 
Speedostat Sales Executive 
Roland LI. Stanley has been named 


assistant sales manager for the 
Speedostat division of Perfect Circle 
Corp., Hagerstown, Ind. 

Joining PC first in 1934, Stanley 
worked in engineering until 1939 
when he transferred to the Detroit 
office as a sales engineer, He joined 
Lewis-Shepard, Watertown, Mass., 
in 1947 and since 1953 has been 
associated with Walker Mfg. Co., 
Racine, Wis., as e sales engineer. 
| * 


Pogue Is Appointed 


| Robert B. Pogue jr. has been 
named assistant to the president of 
American Brakeblok division, 
|American Brake Shoe Co., Troy, 
Mich. 

* + * 
Associated Spring Names 


Fykse to Head Marketing 


Lewis D. Fykse has been ap- 
pointed director of marketing for 
Associated Spring Corp., Bristol, 
| Conn. He has been marketing 
services manager for American 
| Machine & Foundry Co. the last 
| two years. 

Company plans include the in- 





If satisfied 
customers 
are yourfo 


troduction of new products in the 
spring field and expansion into 
products related to spring design 
and manufacture, Fykse will be 
responsible for guiding all sales, 
market research and advertising 
activities of the corporation and 
its 12 operating divisions in this 


program. 
* 


Wilkening Appoints Glass 


Manager of Detroit Office 


F. Rupert Glass has been ap- 
pointed manager 
of the Detroit 
sales office of 
Wilkening Mfg. 
Co., Philadelphia. 

Wilkening for- 
merly was repre- 
sented in the De- 
troit area by T. 
W. Moss & As- 
sociates. Wilken- 
ing’s new sales 

P office will be lo- 
F. R. Glass cated in Suite 
433, New Center Building, Detroit. 


Mack Appoints Russell 
| Marketing Research Chief 


| James W. Russell has joined 
|Mack Trucks, Inc., as director of 
marketing research. He will be 


* * 





Mobiloil Special can help 


“Now you just tell him we like 
his cars but his price is out of 
line and if he wants our busi- 
ness he’d better ... we've got 
friends, yknow .. . and if that 
doesn’t do it, just mention the 
word Volkswagen.” 


| part of the administrative depart- 
ment, and his headquarters will be 
in Plainfield, N, J. 


Russell formerly was with 





you make new 


car customers permanent customers. 
It’s the year-’round oil that’s right for all 


cars. 


Can double engine life . 
sub-zero cold. 


. a “must” for new cars! 


. in summer heat, 


In effect, increase the octane rating 


of gasoline. 


Help control engine knock, pre-ignition 
ping, spark plug fouling. 


Tiicrease gas mileage, engine power. 


Outsells all other 
year-round oils by far! 


Another reason you’re Miles Ahead with Mobil 


—j 


American Machine & Foundry Co, 

For several years he was maniger 

of the commercial research de- 

partment, and later he was assist- 

ant to the director of planning. 
* * 


Lenox Leasing Appoints 


New General Manager 


William T. Bussey has been ap- 
pointed general manager of Lenox 
Leasing Corp., 

Portland, Ore. 

Bussey’s posi- 
tion with Lenox 
will include oper- 
ation of the Port- 
land office, super- 
vising personnel 
as well as super- 
vising the com- 
pany’s expansion 
into the national 
| field of automo- 
| tive leasing and 
fleet management, Lenox offices are 
at 1805 N.W, Thurman S&t., Port- 
land, Ore. 


* * * 
| 


Sales Chief Moore Retires 


|At Timken Roller Bearing 


Whitley B. Moore has retired ag 

sales vice-president of Timken 

Roller Bearing 

Co, after 40 years 

with the com- 

pany. He said he 

retired because of 

prolonged illness, 

Moore joined 

the company in 

1919 and was 

named general 

manager of the 

industrial divi- 

. ° sion in 1935. He 

Whitley B. Moore became sales di- 

rector for the steel and tube divi- 

sion in 1940, was appointed com- 

pany sales director in 1944 and was 

elected sales vice-president in 1948. 
” > = 


Tyrex Appoints Stritch 


Detroit Representative 


George J. Stritch has been ap- 
pointed Detroit representative of 
Tyrex, Inc., a non-profit organiza- 
tion representing 
five major manu- 
facturers of the 
viscose tire cord 
which the auto- 
mobile industry 
has_ incorporated 
in original equip- 
ment tires for 
nearly all 1959 
model automo- 
biles. 

Stritch, for- 
merly with the G. J. Striteh 
tire yarn division of American Vis- 
cose Corp. and with B. F. Good- 
rich Co., will maintain liaison with 
automotive manufacturers in con- 
nection with original equipment tire 
needs. 





= 


* * * 


Rubbermaid Promotes 


Fredericks and Gigax 


Rubbermaid, Inc., Wooster, O., 
has elected two new vice-presidents 
—E. J. Fredericks and L. E. Gigax 
—to head sales 
and manufactur- 
ing operations of 
the company, ‘ 

As sales and — 
marketing vice- 
president, F re d- 
ericks will be re- 
sponsible for 
sales, marketing 
and merchandis- 


a i- 

E. J. Fredericks 
marketing director, Gigax, who 
has been factory manager, be- 
comes manufacturing vic e-pres- 
ident, with responsibility for all 
factory and production operations. 


personnel, He 
formerly was 


Renault Distributor Names 
3 Midwest District Chiefs 


Three district managers have 
been appointed by Lakes States 
Imports, Inc.. Chicago, Midwest 
distributor ‘for Renault and Peu- 
geot. 

The appointees and their terri- 
tories are: Daniel E. Stocker, In- 
diana; Elton H. Nold, Michigan, 
and Joseph Nowell, Ohio. 


* * * 


Crown Cork Ups Sheen 


Crown Cork & Seal Co., Inc., has 
appointed Al B. Sheen sales man- 
ager for the Midwest region. He 
joined Crown last year as manager 
of the export sales division. 


* * 





ing programs and © 
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A safety 
feature 

that’s become 
a sales point 


(LSG) 


As car-buyers today become more 
safety-conscious, one of the features 
they’re interested in is the type of 
safety glass used. If the cars you sell 
have LSG, you have these powerful 
sales arguments to present: 


1. All American- 
made cars and 
trucks must have 
- rt > LSG windshields. 
Many cars—but not all—also have 
LSG (Laminated Safety Glass) in side- 
windows as well. 


2. There’s a big 
difference between 
LSG and other 
automotive glass. 
Laminated Safety Glass is literally a plastic- 
glass “sandwich’”—two pieces of glass bonded 
together with a completely transparent tough 
sheet of plastic. This sandwich construction 
is easy to point out. Along any exposed edge 
of LSG, you will see a “line” running along the 
center of the edge. That “line” is the plastic 
interlayer. (No “line,” no LSG.) 


3. Laminated 
Safety Glass is 
shatter-resistant. 
The plastic interlayer 
in LSG reduces the hazard of flying glass. 
A rock or other sharp object striking a window 
or windshield made of LSG might crack 
the glass. But the plastic interlayer helps 
hold the broken pieces together, keeps them 
from flying apart. 


4. LSG might some day 
be an emergency exit! 
An accident could damage 
doors and windows 
and make them inoperative. In a case like 
that, you could crack an LSG window with any 
handy object—even your elbow or foot. 
Once cracked, the LSG window is no longer a 
rigid piece of glass. It will bulge out and a 
strong push can shove it right out of the frame. 


NIRS ATIC 


Monsanto does not make LSG, but supplies 
the plastic interlayer used in its manufacture. 
Monsanto Chemical Company, Plastics Div., 
Springfield 2, Mass. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Salt Lake City 


March new-car registrations in 
Salt Lake County (Salt Lake City) 
showed virtually no change from 
the previous month, the totals 
respec- 


running 1,080 and 1,076, 
tively. 


Chevrolet continued to lead Ford, 
278 to 240, while Pontiac nosed out 


Rambler for third, 71 to 68. 

Other registrations were: Olds- 
mobile, 63; Buick, 58; Plymouth, 
42; Mercury, 31; Studebaker, 24; 
Cadillac, 18; Dodge, 14; DeSoto, 
13; Chrysler, 11; Edsel, 9; Impe- 
rial, 4; Lincoln, 3, and miscel- 
laneous, 131. 


New-truck registrations num- 
bered 198 in March, compared with | 


159 a month earlier. By makes, 


truck registrations were: Ford, 68; | 
Chevrolet, 62; GMC, 20; Interna-| registered in Los Angeles 


tional, 14; Dodge, 13; Willys, 4; 


White, 2; Diamond T, 1; Kenworth, 
1; Mack, 1, and miscellaneous, 12. 
* * * 


Toledo 


March new-car sales in Toledo 
numbered 1,881, while new-truck 
|sales amounted to 144. 

By makes, new-car registrations 
were: Chevrolet, 532; Ford, 424; 
Pontiac, 153; Oldsmobile, 127; 
Buick, 94; Plymouth, 77; Ram~pler, 
171; Dodge, 69; Mercury, 54 
baker, 54; Cadillac, 36; Edsel 
DeSoto, 20; Volkswagen, 20; 
18; Renault, 17; Chrysler, 15; 
lish Ford, 12; Lincoln, 7; Impe 
5; Willys, 1, and miscellaneous 


, 34; 
Eng- 
rial, 

41. 





* 


Los Angeles 

A total of 22,968 new cars w 
County 
Donnel- 


® * 


“re 


|}in January, according to 


Stude- | 


Simea, | 


ley’s Motor Recorder of California. 

By makes registrations were: 
Chevrolet, 5,618; Ford, 5,188; Plym- 
outh, 1,191; Pontiac, 1,147; Oldsmo- 
bile, 1,140; Rambler, 1,078; Buick, 
884; Cadillac, 725; Renault, 559; 
Mercury, 551; Studebaker, 500; 
Volkswagen, 429; Dodge, 415; Hill- 
man, 329; Fiat, 294; Chrysler, 242, 
and Volvo, 210. 

MG, 185; Simca, 182; Isetta, 
177; Opel, 175; Edsel, 167; Tri- 
umph, 145; Peugeot, 139; Austin- 
Healey, 125; English Ford, 124; 

DeSoto, 101; Morris, 94; Metro- 
politan, 91; Imperial, 82; Contin- 
ental, 80; Lincoln, 79; Borgward, 
71; Vauxhall, 63; Taunus, 52; 
Jaguar, 51, and Mercedes-Benz, 
| 44, 

DKW, 43; Porsche, 43; Sunbeam, 
18; Austin, 17; Citroen, 15; Goliath, 
12; Alfa Romeo, 10; Datsun, 9; 
Goggomobil, 8; NSU, 7; Skoda, 7; 
Toyopet, 7; Berkeley, 6; Lloyd, 5; 








Fiat, 11; 


Panhard, 5; Lancia, 4; Packard, 4; 
Rolls- Royce, 3s Rover, a Willys, 
2, and miscellaneous, 15. 
New-truck registrations, number- 
ing 2,580, were divided as follows: 
Chevrolet, 1,096; Ford, 901; Inter- 
national, 156; GMC, "134; Volks- 
wagen, 96; Dodge,. 92; English 
Ford, 14; Studebaker, 12; Ken- 
worth, 10; Peterbilt, 9; Willys, 9; 
Mack, 8; White, 8; Reo, 7; Dia- 
mond T, 5; Autocar, 2; FWD, 1, 
and miscellaneous, 20. __ (William 
Carroll.) 


* * * 


Cincinnati 


March saw 3,731 new cars regis- 
tered in Hamilton County (Cincin- 
nati), O.,. compared with 2,223 
month earlier. 

Used-car transactions totalled 4,- 
458 in March, compared with 3,178 
in February. 

By makes, new-car registra- 
tions were: Chevrolet, 1,055; 
Ford, 928; Oldsmobile, 328; Pon- 
tiac, 232; Buick, 223; Rambler, 
206; Plymouth, 165; Mercury, 93; 
Studebaker, 82; Cadillac, 74; 
Dodge, 62; Edsel, 36; Chrysler, 
31; DeSoto, 20, and Volkswagen, 
20. 

Renault, 18; Opel, 14; Austin, 12; 
Lincoln, Ai; Metropolitan, 





*Qperators report: 


“FIRESTONE SUPER MILEAGE 
TRANSPORTS OUTRUN EM ALL 
ON THE WORK WHEELS!” 


Fleet experience proves it! Firestone Super Mileage 
Transports double original tread drive wheel mileage. 


Firestone tailors them to the tough work wheel job 
with husky Cross Bar design and 93% extra tread 
depth. That’s 93% more Firestone Rubber-X, the 


longest wearing tread 


rubber ever used in Firestone 


truck tires! And in addition to twice as many original 


tread miles, operators 


report still another 25% mileage 


bonus from regrooving. 


There’s plenty of extra drive wheel traction, too, for 
today’s stepped-up power plants. Stronger, heftier treads 


*FIRESTONE T.M. 


HEAVY DUTY 
TRANSPORT* 


SUPER MILEAGE 
TRANSPORT* 


SUPER MILEAGE 
Lue* 


SUPER ALL 
TRACTION* 


and shoulders reduce punctures and costly roadside 
delays. What’s more—the Super Mileage Transport 
features the strength and stamina of all-nylon Firestone 
S/F (Shock-Fortified) cord body. Proying ground tests, 
plus millions of fleet miles, prove Firestone S/F nylon 
cord withstands more impact, helps reduce flex breaks 


and heat blowouts. 


Order tubed or tubeless Super Mileage Transports from 
your Firestone Dealer or Store. Specify them for new 
equipment. And be sure to ask about the complete 


Firestone truck tire line. 


tNames of fleet operators furnished on request. 


Firestone 


BETTER RUBBER FROM START TO FINISH 


Enjoy the Voice of Firestone on ABC television every Monday evening. 
Copyright 1959, The Firestone Tire & Rubber Company 


11; Simca, 11; hs, Seonalny t¢ Pucteadth Stites Mtenen, 24; Petanate 10; MG, 9; 
English Ford, 8; Mercedes-Benz, 7: 
Imperial, 5; Isetta, 5; Vauxhall, 5: 
Jaguar, 4; Morris, 4; Peugeot, 4; 
Volvo, 4; Borgward, 3; Porsche, 3: 
Checker, 1; Willys, 1, and misce]. 
laneous, 3. 

New-truck registrations num. 
bered 343 in March, compared with 
244 a month earlier. Used-truck 
sales climbed to 277 from 139 a 
month earlier. 

By makes, new-truck registra- 
tions were: Chevrolet, 139; Ford, 
66; GMC, 44; International, 42; 
Mack, 13; Dodge, 10; Willys, 10; 
White, 9; Studebaker, 4; Volks- 
wagen, 4; English Ford, 1, and 
Diamond 'T, 1.—(Frank Kappel.) 


San Antonio 


Both new-car and truck registra- 
tions were up in March in San An- 
tonio and Bexar County. Car sales 
totalled 1,576, compared with 1,384 
in February, while the truck count 
rose to 249 from 210. 

The totals by makes were: 

Chevrolet, 550; Ford, 363; Pon- 
tiac, 125; Oldsmobile, 106; Buick, 
65; Plymouth, 58; Rambler, 57; 
Dodge, 46; Mercury, 36; Cadillac, 
28; Studebaker, 18; MG, 14; DeSoto, 
Imperial, Volvo and Taunus, 9. 

Continental, 8; Anglia and Hill- 
man, 5; Morris, 4; Consul, 3; 
Austin- -Healey, Borgward, Edsel, 2; 
Jaguar, Lincoln and Triumph, 1, 
and others, 2. 

New-truck sales follow: Chevro- 
let, 100; Dodge, 4; Ford, 84; GMC, 
14; International, 35; Reo, 1; White, 
6, ‘and Willys, 6.——(Ruby Fenoglio.) 


Youngstown 


New car registrations in the 
Youngstown area jumped 268 per- 
cent during the two-week promo- 
tion of “live better by far with a 
brand new car.’ 

There were 634 new cars reg- 
istered for the Apr. 6-18 period 
compared to 236 in the compa- 
rable two week period in 1958. 

Used cars also showed a hefty 

increase during the promotion. 
There were 1,080 used cars regis- 
tered for the promotion, compared 
;}to 665 in the corresponding period 
of 1958.- ~(Stephen L, _ Frits). 


ices 

New-car sales in Houston rose to 
4,578 in March, compared with 4,311 
in February. New-truck sales also 
went up, from 612 to 741. 

Car registrations by makes: 

Chevrolet, 1,349; Ford, 1,205; 
Oldsmobile. 336; Pontiac, 291; 
Buick, 223; Rambler, 167; Plym- 
outh, 148; Cadillac, 97; Simca, 93; 
Studebaker, 80; Renault, 63; Mer- 
cury, 58; English Ford, 50; Dodge, 
44. 

Volkswagen, 34; German Ford, 
30; Opel, 28; Hillman, 27; Chrysler, 
24; Isetta, 18; Edsel, Metropolitan 
and MG, 17; Triumph and Volvo, 
16; Lincoln, 15; Austin-Healey, 14; 
Peugeot, 12; DeSoto, 11. 

Vauxhall, Fiat, Mercedes and 
Imperial, 9; Citroen and Morris, 7; 
Continental, 6; NSU Prinz and 
Panhard, 4; Wartburg and Willys, 
3; Alfa-Romeo, DKW and Jaguar, 
2; Sunbeam and Borgward, 1. 

New-truck registrations: 

Chevrolet, 325; Ford, 240; Inter- 
national, 66; GMC, 44; Dodge, 24; 
Mack, 15; English Ford, 6; German 
Ford and Volkswagen, 3; Diamond 
T, Reo, Superior Bus and Willys, 
2; Austin-Healey, DKW, Auto Car, 
Citroen, International Bus, Morris 
and White, 1—(Ruby Fenoglio.) 

- x * 


Miami 

Foreign car sales almost doubled 
their share of the Dade (Miami) 
County market during the first 
quarter of 1959 as compared with 
a year ago. 

New-car registrations show that 
imported cars captured 22 percent 
of the market, compared with 11 
percent a year ago. 

Registration of American-built 
cars rose 8 percent to 10,617 for the 
first quarter. Foreign car registra- 
tions rose 115 percent to 3,101. 
There was a gain of 21 percent in 
total car registrations. 

Chevrolet continued to hold the 
lead with 3,895 registrations. Ford 
was second with 2,604, and English 
Ford third with 1,299. 

Other registrations were Oldsmo- 
bile, 746; Pontiac, 589; Rambler, 
560; Buick, 526; Cadillac, 503; 
Plymouth, 411; Volkswagen, 286; 
Renault, 279; Mercury, 166; Stude- 
baker, 158; Hillman, 150; Triumph 
and Fiat, 127 apiece, and Metropoli- 
tan, 98. 





| 
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Height is also a measure of depth 


7,250,000 rate base effective October 31 
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M-E-L Dealers Choose Officers on Coast— 


The newly elected directors of the Los Angeles District Mercury-Edsel-Lincoin Dealers 
Assn. gather after their election to discuss future advertising and promotion plans. 
They are, from left, bottom row, C, B. Knickerbocker, Santa Ana, vice-president; Arthur 
M. Hannifin, Pasadena, president; George Byrum, Burbank, secretary. Top row: Robert 
Kitchen, Bakersfield, treasurer; W. H. Stevens, Phoenix, Ariz.; Bob Estes, Inglewood, 
and Ernest E. Walters, San Diego. 


How They're Pushing Sales ... 


Dealer Ad Ideas 


10 Cars go for 99 Cents 


GIANT “Sellathon” with 99- 

cent second cars for the first 
10 persons who bought a 1956 or 
newer model was held by Hunt 
Motor Sales (Rambler), Roseville, 
Mich, 

The promotion was held in con- 
junction with the “Live Better by 
Far with a Brand New Car” cam- 

aign, 

The Hunt goal was to sell 200 
cars in 48 hours, according to Carl 
and Howard Hunt, partners, 

Handbills were distributed to 
thousands of homes in the area. 
The handbills contained coupons 
for free gifts and pony rides. 


* * oe 


Food, Cash and Cars 


AWRENCE MOTOR CoO. 
(Dodge-Plymouth), Richmond, 
Va., made a play for used-car 
business by offering $25 in cash, 
$25 in groceries and State and City 
license plates as a bonus on all 





1955 through 1958 models pur- 
chased during a two-day sale, 

The firm also advertised “whop- 
ping” tradein allowances and 
added: 

“There is a very urgent reason 
for this amazing sale. Never have 
so many new Dodges and Plym- 
ouths been bought from us in such 
a short time. Never before have so 
many fine cars in such superb con- 
dition been traded in on new cars. 
We're really loaded, and we must 
unload now.” 

© * + 


‘For Peace of Mind’ 


te complete peace of mind, 
buy your car from an author- 
ized dealer,” advised the Albuquer- 
que New Car Dealers Assn. in a 
joint advertisement, They offered 
the following arguments: 
“Price—Only a new car, bearing 
the factory label, tells you the 
exact list price, cost of equipment 
and transportation charges, If the 


There is no substitute for stainless steel 


No other material is as bright, strong and 
resistant to rust and wear as Stainless Steel. 

It gives every car the clean, exciting beauty that 
sells in the showroom and re-sells on the used car lot. 
Look for Stainless Steel on your new automobile. 


Specify McLouth high quality sheet and strip 
Stainless Steel. McLouth Steel Corporation, 


Detroit 17, Michigan. 


Mc LouTH STAINLESS STEEL 


car does not have such a label, it 
is not a new car, 

“Clear Title — An authorized 
dealer can always deliver a clear 
title, He is a legitimate busine ss- 
man and will never purchase or 
sell an automobile until he is cer- 
tain of previous ownership. 

“Warranty—A new-car warranty 
is valid only if the car is sold by 
an authorized dealer. The money 
set aside to fulfill the warranty 
contract is available only to an 
authorized dealer, 

“Service — An authorized dealer 
has a tremendous investment in 
specialized equipment, tools and 
parts to service a particular make 
of car. Therefore, his factory- 
trained mechanics are able to serv- 
ice your car better, more quickly 
and at less cost.” 

+” * * 


For Victims of Boredom 


PICTURE of a yawning baby 

is featured in newspaper adver- 
tising by Bob Myers, Richmond 
(Calif.) used-car dealer. 

“Bored by Wild, Exaggerated 
Claims?” the caption asks. “Come 
in and see us. We'll sell you a 
sharp car at a fair price. Give you 
bank financing and a one-year 
guarantee in writing. Then you, 
too, will be one of our satisfied cus- 
tomers.” 

* * * 


Salesmen Wanted 


N AN advertisement for salesmen, 
Cavanaughs’ Motors (Chrysler- 
Imperial-P ly mouth), Monmouth, 
Tll., listed the advantages it offers 
its men and also stressed the quali- 
fications applicants must have. 

The dealership offered: “Good 
pay, sales training, fast-selling au- 
tomobiles, transportation, insurance 
and hospitalization benefits, good 
working conditions and opportunity 
for advancement.” 

In return, Cavanaughs’ set up 
these requisites: “20-40 years old, 
selling experience, aggressive, en- 
thusiastic, capacity for hard work, 
desire to get ahead, intelligence, 
good judgment, good health, honest, 
reliable and stable.” 


Business Builder 


UILDERS’ supplies and automo- 

biles were displayed in a joint 
promotion sponsored by Wink 
Chevrolet Co., Detroit, and Tappan 
Bros. Some 4,000 builders and con- 
tractors were invited to the show 
and a ’59 Chevrolet was offered as 
a prize. 

The show is an annual event, but 
this was the first time automobiles 
had been exhibited in conjunction 
with the builders’ supplies. 


Driver Clips 
Lark’s Wings; 
Gets 97 M.P.G. 


CHICAGO.—“If anyone is crazy 
enough, he can go 97 miles in an 
automobile on one gallon of gaso- 
line the way I did,” said Test 
Driver Norm Esau, “but nobody in 
his right mind should want to 
do it.” 


Esau, an automotive engineer for 
Standard Oil Co. (Indiana), drove 
the distance in what was once a 
six-cylinder Studebaker Lark. The 
purpose of the test was to see just 
how far an economy car could go 
on a gallon of gas if all the fuel 
had to do was power the engine 
to drive the wheels. 

Every power-robbing, comfort- 
giving and styling accessory and 
safety device was stripped from 
the Lark. Removed were the gen- 
erator, water pump, fan and belt, 
radiator, headlights, shock absorb- 
ers, door and window handles, hub 
caps, chrome grille, seat cushions, 
sun visors and windshield wipers. 

Only the economy jet of the reg- 
ular carburetor was used. The 
driveshaft was realigned to run 
straight to the rear axle. Only 
high gear was used with free 
wheeling locked in. 


Friction drag was cut by sealing 
door and window cracks and by 
blocking the radiator opening. 
Tires were shaved and inflated to 
80 pounds and speed was kept be- 
tween 15 and 35 m.p.h. 

Esau said the test showed how 
economy factors in gasoline are 
dissipated and proved that the 
most important factor in gasoline 
economy is the driver’s skill, 
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New Car Registrations 
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Director of Dealer Development — 


We Have the Product for the ! oon waco 9 
Exploding Compact Car Market... | American Motors Sales Corp 
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: Ha ve the opportunity! Sir: Will you please provide me with more complete informa- 


tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 

Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 
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Highways & Safety... 
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Few Defective Cars 
Found in °58 Mishaps 


More than 90 percent of vehicles 
involved in fatal and nonfatal ac- 
cidents in 1958 were in apparently 
good condition, according to sta- 
tistics compiled by Travelers In- 
surance Co. 

Of 42,200 vehicles figuring in 
fatal accidents, Travelers said 
944 percent were found to be in 
good condition. A similar verdict 
was reported for 95.5 percent of 
2.9 million vehicles involved in 
non-fatal accidents. 

Travelers said 1.9 percent of the 
850 vehicles involved in 850 fatal 
mishaps had defective brakes, and 
1.7 percent of 760 had punctures or 
blowouts. 

The firm added that .3 percent 
of 130 had steering defects, 4 per- 
cent of 180, one or two lights out 
or obscured; 9 percent of 400, 
other defects in equipment. 

Highway deaths totalled 36,700, 


The UNISTEEL COACHMASTER, one model of the 
world’s largest family of steel and aluminum van bodies 
built by Unisteel Body Company. Unique vertical steel 
panel construction with integral interior posts for un- 

strength and rigidity. Made in 12’ to 28’ lengths; 
width 92”; heights from 72” to 96”; and in numerous 
rear end, lining and accessory options. 
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down 5 percent from 1957, but 

injuries increased 12 percent to a 

record 2.85 million, Travelers 
said. 

In its annual traffic-safety book- 
let, “The Luckless Legion,” Trav- 
elers estimated that more than 60 
million Americans have been killed 
or injured since the advent of the 
auto, 

During the year drivers under 25 
were involved in 27.1 percent of all 
fatal accidents and more than 20 
percent of nonfatal crashes, the 
report pointed out. This record was 
compiled by a group which consti- 
tutes at best only 14 percent of all 
licensed drivers, the report empha- 
sized. 

Passenger cars were involved in 
almost 80 percent of the fatal acci- 
dents and 87 percent of the non- 
fatal accidents, Travelers said. 

Estimating that although total 


| mileage travelled by commercial ve- 
hicles is almost that of passenger 
cars, the firm said private cars 
were involved in four-fifths of the 
fatal crashes and seven-eighths of 
the nonfatal accidents, 

* * cd 


Maine House Kills Move 
To Hike Inspection Fee 


The Maine House of Representa- 
tives has rejected a bill designed 
to tighten motor-vehicle inspection 
procedures by raising the fee and 
giving jurisdiction to the State 
Police. 

The measure proposed boosting 
the semiannual fee from 50 cents 
to $1, It is paid to garages licensed 
by the State. 


* * * 


Minnesota Tables 
Bill Requiring 
Safety Equipment 


A bill which would have required 
all new cars to have safety belts, 
padded dashes and safety door 
locks after July 1 fell by the way- 
side in the Minnesota legislature. 








The house motor vehicles commit- 
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“My mother-in-law left it to me 
in her will... just had to get one 
last crack at me!” 


tee tabled the bill by a voice vote. 

Before it was tabled, the bill was 
amended to take out any reference 
to padded dashes and safety locks. 
The bill would have provided that 
the highway commissioner approve 
standards for these. 

Another amendment provided 





STRENGTH IS A RING OF STEEL 


Vital in a Ferris Wheel—equally important in VAN BODIES! 
Unisteel’s exclusive ring of steel construction; a feature of all Unisteel 


van bodies, means greater strength . . . a longer, maintenance-free 
operating life. Extra strength is but one of the many advantages 
offered by Cargo Engineered Unistee] Truck Van Bodies. See your 
nearby Unisteel Body Distributor for the complete story. 


UNISTEEL BODY CO. 


GALION, OHIO © Factory at Wapakoneta, Ohio, U.S.A. 


STEEL OR ALUMINUM VAN BODIES « LEVEL FLOOR + WHEELHOUSE * CLOSED TOP + OPEN TOP + REEFERS » EXTERIOR POSTS * SMOOTH PANEL + RIBBED PANEL + VERTICAL PANEL » BEVERAGE » NUMEROUS OPTIONS 





that safety belts be compulsory for 
only the front seat. The comm 'ttee 
discussed the bill for about an hour 
and then decided to lay it on the 
table where there is little chance of 
reviving it. 

The committee apparently felt 
that the matter of safety belts ig 
one of education, Karl Richards of 
Detroit, representing the Automo- 
bile Manufacturers Assn., said one 
manufacturer had installed safety 
belts as a competitive measure and 
found that people cut them out of 
the cars. 

Richards told the committee that 
safety door catches are being fur- 
nished on all cars made in this 
country and that padded dash- 
boards and safety belts are avail- 
able. Fewer than 2 percent of the 
new cars sold include seat belts as 
optional equipment, he declared. 

+ * oa 


Tennessee Safety Chief 
Hails Responsibility Law 


A new Tennessee law provides 
that a driver’s license can be sus- 
pended upon conviction of any 
moving violation unless financial 
responsibility can be established. 
Greg O’Rear, State safety commis- 
sioner, believes it will make people 
more safety conscious and reduce 
traffic accidents. 


The law stipulates that a driver 
must have $5,000-$10,000 liability in- 
surance and $5,000 property-dam- 
age coverage. An auto involved in 
a death or injury accident may be 
impounded unless financial respon- 
sibility is established. 

* * 


Arizona Stiffens 
Penalties for 
Drunk Drivers 


Highway and safety measures 
passed or pending in various states 
include the following: 

ArizoNA—A new law provides 
mandatory jail terms for drunk 
driving when the second offense 
occurs within 24 months of the first. 
License revocation is mandatory 
for two drunk or reckless driving 
convictions within 24 months. 

Hawan—A legislative proposal 
ealls for provisional driver’s li- 
censes for persons between 15 and 
20. The license could be revoked 
until age 20 following a second con- 
viction for a motor-vehicle viola- 
tion. 

Another Hawaii bill would ap- 
propriate $360,000 to establish a 
driver-training program. 

MaryLanp — The Legislature has 
passed a bill setting up a point- 
system schedule for motor-vehicle 
violations. Eight points in two 
years would bring license suspen- 
sion, and 12 points would mean 
revocation of the license. 

The Legislature also passed a bill 
permitting chemical tests in drunk- 
driving cases on a voluntary basis. 
The measure would make the 
results of the tests admissible as 
court evidence. 


Cornell Associate 
Cails Small Cars 
More Dangerous 


Small cars are potentially more 
dangerous than the larger, heavier 
Detroit models, but there’s no rea- 
son why they can’t be made twice 
as safe as heavy cars, according 
to John O. Moore, director of auto- 
motive crash injury research at 
Cornell University. 

Speaking at the 12th annual 
Michigan Rural] Health Conference, 
Moore said small cars seem to have 
a completely different pattern from 
large cars in accidents. 

Incomplete statistics, he said, in- 
dicate that the small car turns over 
twice as often, but it seems to pro- 
tect its occupants better when it 
rolls over, 

“Many small cars now on the 
market don’t have enough structure 
ahead of the driver to protect him,” 
Moore said, “They need to be made 
with a forward structure that can . 
absorb energy—soak it up like @ 
sponge.” 

He said small cars need the same 
safety devices that “should be 
standard equipment” on large ones 
—seat belts, padded visors and in- 
strument panels, steering wheels 
that bend before the driver’s chest 
bends and door locks that prevent 
persons from being thrown ovt 
upon impact. 
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styling ... dramatic functional styling attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden Invi- 
tation to new sales. 


efficiency ... exclusive air-power actuation and 
smooth, uniform retraction help «men do faster, 
neater, better work. 


... says LEONARD H. CARMODY, President 


a Carmody Pontiac, Inc. 
F East St. Louis, Ilinois 






es dependability . . . maintenance is the lowest .. . 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


A FEW weeks ago, a higher court 
held that an automobile dealer 
always is liable for damages caused 
an automobile left in his garage 
for repairs, if 
the evidence in- 
dicates that the 
damages resulted 
from negligence 
of the automobile 
dealer or his em- 

ploye. 
For example, in 
Meredith GMC, 
Inc. v. Garner, 
328 Pac. (2d) 371, 
the evidence 
L, T. Parker proved conclu- 
sively that an automobile dealer’s 
employe spilled gasoline on the 
garage floor, and an explosion fol- 

lowed. 

The higher court held that the 
automobile dealer must pay the 


The Grand Sport. One of 
see Vespa 2-wheeled 
Ss 


os 


full damages to an automobile 
which a customer had left in the 
garage a few hours previously for 
repairs. 

Several automobile dealers, 
with whom I have talked, asked: 
“Can I decide for myself, before 
consulting my lawyer, whether 
or not I am liable in damages 
for injuries caused by one of my 
employes?” 

You are not liable unless your 
employe was negligent. 

See the peculiar case of Sever 
v. Hamilton, 214 Pac. (2) 516, where 
the higher court refused to hold 
the owner of an automobile liable 
for damages because the testimony 
did not prove conclusively that 
the employe and driver was negli- 
gent, ‘ 

+ * 


Employer Not Liable 


— higher court went on to 
explain that irrespective of 
damages caused by an employe, 


the employer is not liable unless 
the evidence clearly proves that 
the damages resulted from negli- 
gence of the employe. 

In another case, the testimony 
showed that the road was icy 
in a few spots. A motor truck 
collided with a passenger auto- 
mobile and killed its driver when 
the driver’s brakes failed to hold. 
The higher court held that the 

motor truck driver’s employer was 
not liable in damages to the dead 
driver of the car because the testi- 
mony failed to prove that the death 
resulted from the truck driver’s 


negligence. 
* * 


Parking Lot Liability 

ONSIDERABLE discussion has 

occurred from time to time 
over the legal question: Is the 
owner and lessor of property in a 
shopping center liable in damages 
for automobile injuries sustained 
by patrons? 

A few weeks ago the higher 
court answered this question in 
the affirmative, provided the testi- 
mony shows that the lessor re- 
tained control over the parking 
area, 

For example, in Underhill v. 
Shactman, 151 N. E. (2d) 287, it 


Economy Car Buyers 
Point Finger, Too 

BOSTON.—If yeu buy a small 
foreign car, it’s for economy rea- 
sons; if your neighbor buys one, 
he’s only showing off, These buy- 
ing motives came to light in a 
survey by the Automobile Legal 
Assn. 

“Not a single person ascribed 
such a shallow motive as show- 
ing off to himself,” said Phillip C. 
Wallwork, ALA public relations 
director, 


was shown that one Shactman 
owns the Chestnut Hill Shopping 
Center which consists of a number 
of stores which are leased to vari- 
ous tenants. Surrounding these 
stores is a parking area. 

One night a woman, named 
Underhill, was seriously injured 
when she fell over a retaining wall. 

The higher court held that 
Shactman is liable for injuries 
sustained by Underhill because 
the testimony showed that Shact- 
man had control over the park- 
ing area. The court said: 

“Shactman knew that persons 


a profitable adjunct for the finest automobile salons 
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Throughout the world the Italian crafted Vespa Motor Scooter has 


proved noteworthy as a wholly independent source of income for many 
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of the finest automotive retail organizations. Adding to the prestige of 
your showroom, Vespa utilizes little floor space and for the first time 
allows you to fully satisfy the complete driving needs of the entire 


family. Beautifully styled, safe, and unquestionably dependable, the 


quality of the Vespa is unsurpassed. Complete Vespa franchise infor- 


: mation may be obtained by writing the General Manager 


: Vespa Distributing Corp., 3 East Fifty-Fourth St., New York 22, N. Y. 
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would park there in the nighttime, 
A jury could find that Shectmay 
should have foreseen that ‘n the 
darkness a person might alight 
from an automobile onto the re. 
taining wall unaware of its nar. 
rowness and the sharp drop be. 


yond, and that they should have 


taken some measure to make the 
place safe, either by putting up aq 
protective railing, or by giving 
adequate warning.” 

++ + +. 


Circumstances Alter Case 


| grt pegipsant a higher court held 
that peculiar circumstances 
alter the usual lawful rights of a 
finance company to a valid lien 
and possession of an automobile, 

For example, in Radcliff Finance 
Corp. v. City Motor Sales, 314 §, 
W. (2d) 886, the testimony showed 
interesting facts, as follows: The 
certificate of title to an automo- 
bile was issued by Nebraska and 
an assignment on the reverse side 
of the certificate showed sale and 
transfer of the automobile to a 
Texas automobile dealer. 

The latter sold the automobile 
to a purchaser who paid for it 
in full and received possession 
of the automobile. Later the 
dealer executed a note to a 
finance company and a chattel 
mortgage covering the automo- 
bile and delivered to the finance 
company the Nebraska certificate 
of title and executed an applica- 
tion for a Texas certificate of 
title showing a lien in favor of 
the finance company. 

In subsequent litigation, the 
higher court held that, under the 
above circumstances, the finance 
company did not acquire any lien 
and that the purchaser was en- 
titled to title and possession of 
automobile free and clear of any 
liens. 

+ * * 


3M Sues Flex-O-Lite 


For Patent Infringement 

ST. PAUL.—Minnesota Mining 
and Mfg. Co. has filed suit charging 
patent infringement against Filex- 
O-Lite Corp. of Afton, Mo., in U.S. 
District Court at St. Louis. 

The suit charges Fiex-O-Lite 
with infringing on a patent cover- 
ing 3M’s wide-angle reflective ma- 
terials. An injunction and unspeci- 
fied damages are asked. 


+ 
Turnings 
(Continued from Page 17) 


oil for their truck customers. Diesel 
fuel is available at all service areas 
on turnpikes. 

ermore, in emergencies, 
kerosene, gasoline, alcohol—even 
whiskey—can be substituted. 
Viger said the Perkins diesel 
could be run for 100 miles with- 
out damage on one of these 
fuels, although No. 2 diesel fuel 
is preferred because it gives the 
best lubrication and it’s cheaper. 

5. The pickup of the Plymouth- 
Perkins is adequate, according to 
Viger, but the driver doesn’t have 
to worry about skidding his tires. 

Viger said, “You drive this taxi 
like any other taxi, It’s not neces- 
sary to do any special shifting to 
get the rpms up, You don’t have 
to ‘wind up’ a diesel engine to get 
the power.” 

a - + 
6 EXHAUST fumes are no prob- 

* lem, Naturally, a diesel engine 
produces exhaust, but it will not 
be smoky if the engine is properly 
maintained. The important thing 
is to keep the engine’s fuel oil 
filter and sedimentation bulb clean. 

Viger commented, “London has 
the worst smog problem in the 
world and the exhaust restrictions 
are severe. A driver with a smoky 
exhaust is ticketed and hauled off 
the road, but 8,000 diesel taxis con- 
tinue to operate there without 
trouble. 

“Diesel engines produce no 
carbon monoxide, so they won’t 
put the driver to sleep. There is 
a slight, distinctive odor, but it’s 

no more harmful than w 
smoke.” 

7. The Plymouth-Perkins taxi is 
a little noisier than the regular 
Plymouth, but this noise is not too 
objectionable to the passenger, 
especially after the taxi reaches 
cruising speed. 

“Economy has become the watch- 
word in the taxi business,” Vizer 
concluded, “With a diesel, an owner 
can pay for the engine in one year 
and the whole cab in three years 
with his savings.” 
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Fler Bright, lustrous aluminum surfaces, holding 
on a wealth of starry beauty in their depths, 
pedi- are irresistible lures of prospects for the cars of 
today—and tomorrow. United Platers, Inc., a 
subsidiary of United Industries, plates, anod- 
diesel izes and finishes aluminum to give it this 
nies, magic appeal. 
rel Take the superb, two-tone textured finish on 
fuel the bumper insert shown here—the piece was 
oe. formed from a patterned blank and was then 
‘> polished on the linear edge to create the appeal- 
ta ing contrast of gleaming silver with textured 
g to 


aluminum. Then, to insure a sapphire-hard 
surface, each insert was bright dipped and 
anodized. Thus, with their large facilities, 
United Platers can translate the designer’s 
vision into formed and texturéd aluminum of | 
striking beauty. 











Aleoa does not make aluminum trim, but 
Alcoa’s creative partnership with such fin- 
ishers as United Platers has gone far toward 
bringing the special appeal of aluminum to 
your customer. 











ALCOA ALUMINUM gives every car more GLEAM AND GO 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Pontiac is taking a giant step 
this year in promoting its newest 
program of 26 theater screen com- 
mercials among its dealers, 

No less than 95 special demon- 
stration reels have been developed 
for the purpose of showing deal- 
ers what they can expect in 
terms of solid selling material. 
This is in addition to the special 
sales brochure which was distrib- 
uted to all dealers this spring. 

The film library of 26 full-color 
commercials includes 13 films on 
new cars, six films on “goodwill 
used cars” and six on service, The 
12 used-car and service films are 
all fully animated. 

Pontiac also has produced a spe- 
cial theater commercial for the 
Vauxhall, the English-made car 
sold by Pontiac franchise outlets. 





Pontiac dealers’ support of 
theater advertising is built on a 


NEW ROCKWELL 


broad base, not only within the 
U. S., but in Canada and overseas 
as well, Dealers outside the U, S. 
employ the screen advertisements 
through the facilities of General 
Motors Overseas Operations, 

* * ok 


Data on Car Radios 


Evidence that nearly nine out 
of 10 new cars and virtually all of 
the higher-priced makes are sold 


with radios has been offered with} 
publication by Radio Advertising | 


Bureau, Inc., of a new brochure, 
“The Facts About Auto Radio.” 

Collected in a folder, which 
looks like a travel guide and 
opens like a road map, the pres- 
entation charts in question-and- 
answer form the growth of auto 
radios and their significance to 
advertisers. 


Citing independent research, the| 
book reports that 86 out of every} 


100 new cars sold last year left 
dealers’ showrooms equipped with 


TRACTION 


Available 
with 
Timken-Detroit Axles 
for safer, 
surer performance... 
on or off 
the highway! 


a radio, adding an estimated 3,650,- 
000 radio-equipped cars to the road. 

Charting recent growth in the 
number of automobiles with radios, 
| RAB points out there are now more 
|than four times as many cars with 
| working-order radios as there were 
jin 1947, It estimated there were 
37.9 million automobiles with radio, 
as of early this year. 

Comparing auto radio’s size with 
other media, RAB states that the 
radio-in-auto count comes within 
|14 percent of matching the total 


nation; within 11 percent of match- 
ing the total number of magazine 
homes, and 3 percent of matching 


| homes. 
* * 


|Ford’s Gift to Farmers 


“Farm Management Digest,” a 
|50-page booklet designed to in- 
| crease the average farmer’s income 
through improved farm manage- 
ment methods, has been announced 
by Ford division. 


Edited by John Strohm, 


farm management ideas in the 
fields of mechanization, record 
keeping, modern feeds, livestock 
checkup and field efficiency. The 





number of television homes in the 


the total number of newspaper | 





the | 
digest outlines new and improved | 


booklet is distributed free by Ford | 
dealers. 
* * 


Color Ads Get Play 


Auto dealers in small Illinois 
towns are using more color in their 
newspaper advertising than most 
big city dealers, a survey showed. 

Jeff Good Chevrolet, Galesburg, 
recently used a full page black and 
red ad in the Galesburg Register- | 
Leader featuring a $2,099 delivered 
price on a 1959 Chevrolet Biscayne 
with a six-cylinder engine. 

In Monmouth, IIL, Community 
Motors, “Your Friendly Ford 
Déaler,” used a two-color full 
page ad in the Monmouth Daily 
Review advertising new Fords 


| and used cars. 


(Chevro- 
Mon- 
in 


Barrows-Addleman Co. 
let-Oldsmo bil e-Cadillac), 
mouth, used a two-column ad 
three colors in the same paper. 

Dealers using color have re- 
ported “excellent” results, the sur- 


vey showed. 
* * * 


New Sunday Supplement 

A new locally-edited tabloid size 
Sunday supplement, Ohio Weekend, 
|has been started in the Mansfield 
|News Journal. 
The first issue of 16 pages con- 








Applies driving force to wheels with best traction. The Rockwell Trac- 
tion Equalizer provides a substantial increase in tractive effort to 
the wheel with the best road adhesion. It is effective on a vehicle 
even if one pair of the driving wheels has no traction! 


Safer, surer operation. A truck equipped with the Rockwell Traction 


Equalizer is easier to control on curves, slippery pavement and soft 


ground. The tendency of a vehicle to swerve when one wheel sud- 
denly loses traction is eliminated because wheel spinning is reduced. 


Constant actuation. The Rockwell Traction Equalizer doesn’t depend 
on the driver to start it working. It is effective whenever one wheel 
has the tendency to turn faster than the other. 


Tailored for effectiveness. With multi-drive axle vehicles, each axle 
may be equipped with Traction Equalizer units. No matter where 


your vehicles operate—on or off the highway—the Rockwell Traction 
Equalizer gives your vehicles better traction. 


Self lubricating. The Rockwell Traction Equalizer automatically picks 
up the standard axle lubricant and works it through the unit. 


Less maintenance. The Rockwell Traction Equalizer 
normally requires no maintenance between axle over- 
haul periods. It also cushions heavy impact loads 


upon tires, shafts and gears. 


tuber FAME of, ROCKWELL-STANDARD 


CORPORATION 


—~. 


sisted of local and area features, 
gardening features, Sunday radio 


| programs and the week’s tele vision 
| programs and news. 


The supplement is printed in 
advance on a separate pres: run 
to assure best possible printing 
quality, according to Frank How. 
ard, Sunday editor. Space order 
deadline is six days in advance for 
black and white arid 10 days for 
color advertising. 

+ * * 


In Interest of Safety 


Grey-Rock division of Raybestos- 
Manhattan, Inc., Manheim, Pa., igs 
sponsoring six five-minute broad- 
casts of “Weekend News” each 
Saturday and Sunday throughout 
the spring and summer over ABC’s 
radio network. The newscasts are 
being presented in the interest of 
safety, officials said. 

In introducing the promotion to 
reach car owners for the benefit 
of distributors and dealers, Grey- 
Rock said it is part of the biggest 
national consumer advertising pro- 
gram in the division’s history. 

It also was reported that the 
division’s national advertising pro- 
gram in the Saturday Evening Post 
would be continued for the 25th 
consecutive year and will tie in 
with the same safety theme being 


broadcast. 
* x ad 


DuPont of Canada Campaign 


Plans for the biggest nylon tire 
cord advertising and merchandising 
program in the company’s history 
have been announced by Du Pont 
of Canada. 

The campaign, which will include 
trade magazine advertising, tele- 
vision commercials, exhibits, point- 
of-purchase displays and direct 
mail, is designed to reach tire deal- 
ers and distributors, new-car deal- 
ers, truck and fleet operators, auto- 
mobile manufacturers and the pas- 
senger tire buyer. 

The magazine advertisements, to 
appear in seven leading Canadian 
automotive publications, together 
with commercial messages on the 
television show “Father Knows 
Best,” are scheduled for the peak 
spring and fall tire buying seasons. 

- * * 


Personnel Changes 


Vince Caponi from assistant to 
production manager to sales pro- 
motion manager of Midland-Ross 
Corp.’s Owosso (Mich.) division 
... Paul N. Sutton, a former sales 
training director of Willys Over- 
land Motors, to industry coordina- 
tor for the general chemical sec- 
tion of Dow Chemical Co.’s public 
relations department . . . John C. 
Flanagan from a partner in Badger 
& Flanagan agency to manager of 
the Chicago advertising sales office 
of Family Weekly ...L. C. Dorn 
from an assistant national sales 
promotion manager to an assistant 
national] advertis- 
ing manager of 
Chevrolet, suc- 
ceeding Jack 
Izard, who has 
been promoted to 
manager of Chev- 
rolet operations 
in the Peoria 
(il.) zone... 

Izard replaces H. 

E. Heathman jr., 

who succeeds L. 

W. Craig as Indi- L. C. Dorn 
anapolis zone manager .. . Bud 
Gore from retail advertising man- 
ager to advertising manager of the 
Chicago Daily News .. LeRoy G. 
Tabbert from assistant retail ad- 
vertising manager to retail adver- 
tising manager of the News... 
Walter O. Briggs III from market- 
ing department of M-E-L division 
of Ford Motor Co. to Detroit office 
of Cunningham & Walsh, Inc... .- 
Jack McFarland from public re- 
lations director of Honig-Cooper, 
Harrington & Miner, Los Angeles 
advertising agency, to manager of 
the Dodge News Bureau in Los 
Angeles . . . Charles F. Moore jr» 
public relations and advertising 
vice-president for Ford Motor Co., 
also becomes chairman of the 
public relations committee of the 
Automobile Manufacturers Assn. 
succeeding James W. Lee I, 
Chrysler Corp. consultant, who 
moved to New York May 1.. - 
Donald E. Stewart, founder and 
former editor of Competition Press, 
an auto sports publication, to De- 
troit editor of Motor Life magazine 
. .. Alfred Lowry from the art 
department of Good Housekeeping 
magazine to art director of Ameri- 
can Weekly magazine. 
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(Continued from Page 11) 





real push-button driving is. I can 
tell you it’s virtually trouble-free 
and most dependable under all con- 
ditions. ‘ . 
Don’t Gun Engine 

HE Golden Commando is a big 

and exceptionally quiet engine, 
but don’t gun it. Don’t push down 
the throttle; just tickle it a little 
pecause with only a pinch of gas 
you're off and the automatic has 
shifted into high. 

Here is spirited sports-car re- 

nse that you can feel. The 
Plymouth folks told me it went 
like “Fury,” and after highball- 
ing along at a steady 80 on just 
a little throttle, I'm inclined to 
take their word for the rest of it. 


Dealers are stressing the luxur- 
jous interior of the Sport Fury, 
which without a doubt is a new 
standard in the field. But I was 
particularly impressed by the extra 
generous use of stainless-steel trim 
on the interior. | 

Here’s trim that retains its 
beauty over the ages, does not rust, | 
never needs paint and it’s used 
from door panels to roof trim. | 
There is also an increase in the} 
use of aluminum, both inside and| 
out. | 

Another change that makes sense | 
with beauty is the roof trim where | 
the rain gutter used to be. This| 
heavy strip of chrome on the Fury| 
is raised slightly so that rainwater | 
goes under this wide strip and fol- 
lows its own little system of down- 
spout tubing to the ground. 


a. = 7 
Has Automatic Dimmer 


oe Sport Fury was equipped} 
with an electronic automatic | 
headlight dimmer. The driver can 
adjust the system so that it doesn’t) 
dim the lights for every white sign- 
board. It also is sensitive to red. 
When you pull up behind a car, the 
red taillights automatically dim 
your headlights. 

I liked the lockout feature, too. 
All you do is use the standard 
foot switch and the automatic | 
dimmer remains locked out until 
you use the foot switch again. 
The electronic automatic dim- 
ming rear-view mirror is a rela- 
tively new accessory that is win- 
ning friends. This mirror keeps 
the bright reflecting surface in use 
until it is struck by a headlight 
from the rear. Then it automatic- 





Hopper Moves 


Deal to Suburb, 
Adds Boat Line 


BOISE, Id—Hopper Motor Co.| 
(DeSoto-Plymouth) has moved to 4} 
suburban location after 21 years in| 
downtown Boise, adding a line of 
boats and marine supplies as part 
of the switch. 

E. R. Hopper, president, said the 
move was made to bring the deal- 
ership’s new and used-car sales 
and service together at one loca- 
tion, as well as to provide room for 
the new marine division. New-car 
Sales and service formerly were in 
one downtown building, while two 
used-car lots were located else- 
where. 

The firm will sell boats, motors 
and a complete line of boating ac- 
cessories, Hopper said, and the 
marine division is equipped to re- 
Pair and service boat motors. 

One of the marine division’s chief 
features is a boat-motor testing vat 
believed to be the first in the Boise 
area, Hopper said. The vat is a box- 
like concrete structure with a slop- 
ing floor, into which boats can be 
backed on trailers to test their 
motors. 

Hopper said boat owners can 
use the test facility free of charge. 

The marine division is managed 
by Al Connet, who also supervises 
used-car sales. 


Albin Buys Grady Deal 
John Albin, former auto dealer 
in Konawa, Okla., and Lone Oak, 
Tex., has purchased Grady Chevro- 
let Co., Whitesboro, Tex., from 
Walter Grady. 








AUTOMOTIVE NEWS, MAY 4, 1959 


the Man Behind the Wheel... 


Sales Testing the 59 Plymouth 





ally dims. It is equipped with a| 
switch for country or city driving 
and an off switch. 

I kept both these units in use on 
a long night trip to overcome some 
of my own “old-fashioned” ideas 
and found they greatly relieve the| 


devices do a better job with better 
timing than you can do by hand, 
and when you relax and depend 
on them to do the work it makes | 
night driving a real pleasure, 

* * * 


labor and tension of night driving. | [/se Sells Them | 
In the first place the caemuntie|** 





°500’ Yearbook Also 


Covers Monza Race 


LOS ANGELES.—The official (better than we do what we need | 
1958 Indianapolis 500 yearbook, | for safer night driving. | 
just off the press, contains an 
additional 16 pages and also 
covers the Monza (Italy) 500-mile 
race, according to Floyd Clymer, 


publisher. 


The price of the regular volume | 
is $2 postpaid and $4 for the Fab- 
rikoid-bound DeLuxe edition, 


NCE you’ve used them, you'll 
change your opinion if you 
| think you’d rather do without them. 
They represent an instance where | a 
the inventors and engineers know | 





I was impressed wita my first . 


stood out in the crowd in the 
drizzling Chicago rain—but its 
performance sticks in my mem- 





eee fa Reis et : 
Plymouth Line— 
Driving this Plymouth Sport Fury on a 1,500-mile road test was a picnic, according 


to L. H. Houck, Automotive News travelling correspondent. The car is the top model 
ory and measures up to its looks. |in the 1959 Plymouth line. 


view of the Sport Fury—how it |Top 





«? 
Mp 





Or- I found out another important} 


ders may be sent to Floyd Clymer | thing. You simply cannot know the 


Publications, 1268 S, Alvarado, feel and the desirability of the 


Los Angeles 6, Calif. 





get behind the wheel. idence, 


Dario Invests in Building 
B. A. Dario, president-treasurer| Building in downtown Providence 
Plymouth Sport Fury until you)|of B. A. Dario Co. (Ford) in Prov-|for investment purposes at a cost 
has acquired the Fuller of approximately $190,000. 





Jerry Gray tells how Quaker State salesmen help 
build profits for dealers in the South-Central States 





R. W. FOWLKES 
200 Ferndale St., West Monroe, La. 





N. E. HILL 


627 Jefferson St., Tupelo, Mississippi 





Ie 


L. D. KELLY 


Blackburn Ave., Nashville, Tenn. 


“The men you see on this page make 
up Quaker State’s refinery Sales Force 
in this part of the deep south. To- 
gether with Quaker State Distributors 
and their salesmen, we try to help 
dealers and service managers sell more 
motor oil year round at a healthy 
margin of profit. 

“Well, we have some mighty good 
news on that score. It’s all about 
Quaker State’s exclusive ‘Dual- 
Graded’ Oils. (And speaking of good 
news, you'll probably want to hear 
about the many new sales aids that 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 








A. J. Gray, Quaker State Division Manager for Tennessee, Arkansas, Mississippi and Louisiana 


are currently bringing in big sales for 
dealers from coast to coast.) 

“If you’re. located down here in 
Tennessee, Arkansas, Mississippi, or 
Louisiana, one of our men will prob- 
ably be out your way soon with the 
*‘Dual-Grade’ story. But if you’d like 
full information right.now, 
why not get in touch with 
the member of our group (ir: 
nearest you? Or write me 
at Box 4823, Centenary -——= 
Station, Shreveport, {px fh 
Louisiana.” Yo 
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Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


sd 


"57 =+°58 
Aug. 


"57 °58 
Sept. 


57 =°58 
duly 


57 °58 
dune 


"57 =°58 
Oct. 


"57 +°68 
Dec. 


"53 °59 
Jan. 


"568 °59 
April 


"58 °59 
March 


"68 °59 
Feb. 


Prices of 58s added and '50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 





(Copyright, 1959, by Automotive News) 








Prices marked with an as‘ crisk 
indicate a unit equipped wih an 
automatic transmission or over. 
drive, and (ps) indicates ; ower 
steering. 


* * x 


CHICAGO 


Arena Auto Auction, Sale every 1 Jesday, 
Prices are for sale of April 21. The great. 
est sale this year. Market red hot all day, § 
Sold 511 cars from 724 consignments, 4 


$3,325 (ps 
$2,75¢ ape 
Special Rivi- 


$1,550* (ps); 4-dr, @ 
$1,465*, $1,405*; 2-dr., $1,240°; Cen. 
tury Riviera 2-dr., $1,500* (ps). 

"56 Super conv., $1,340* (ps); Riviera § 
4-dr., $1,175* (ps), $1,125* (ps); Spe. 
cial Riviera 2-dr., $1,050*; 
Riviera 4-dr., $940*. 

’55 Special Riviera 2-dr., 
$795*, $675*, ro 
$705*; Super 4-dr., Century 
Riviera 2-dr., $625* 

CADILLAC—’59 (60) Special 4-dr., $6,150* 
(ps); (6) sedan de Ville, $5,550* (ps): 
coupe de Ville, $4,630* (ps). 

"58 El Dorado Biarritz, $4,325* (ps); 
(62) coupe de Ville, $3,650* (ps), 
"57 (6) Special 4-dr., $2,825* (ps); (62) 
coupe de Ville, $2,805* (ps), $2,755* 
(ps), $2,655* (ps); sedan de Ville, 

$2,780* (ps), $2,455* (ps). 

"56 (62) sedan de Ville, $2,280* (ps), 
$2,250* (ps), $2,090* (ps), $1, 890° 
(ps), $1,820* (ps), $1,700* (ps); conv., 
$2,250* (ps); coupe de Ville, $2,185* 


(ps), $2,015* (ps). 
’55 El Dorado conv., $1,800* (ps); (62) 


(Continued on Page 43, Col. 1) 


| BUICK—’59 Electra conv., 
Invicta Hardtop 2-dr., 
"58 RM 2-dr., $2,450* (ps); 
era 2-dr., $2,120*. 

‘57 Special conv., 


entury 5 


$885¢, 
4-dr., 


$910* 
Riviera 
$890*; 


MENS EAR Ne sensi As an hy i a saa 


siareeneees USED-CAR AUCTION DIRECTORY 


Rates: Listing (maximum: three lines of type)—S 5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 
~ crn a8 ieee For display Rates contact Want Ad Dept., Automotive News, Detroit 7, Michigan. 


ARIZONA FLORIDA 
Harry Gelt’s 
ARIZONA AUTO AUCTION 


1725 W. Roosevelt, Phoenix, Arizona 
Phone Alpine 2-8741 

SALE EVERY THURSDAY 
AT NOON 


“Alr conditioned units in high demand.” 


We Issue Auction Checks—Gvaranteed Titles 
The Southwest's Newest and Finest! 


Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis aan 
Auction, P.O. Box 8251. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


ILLINOIS 


QUINCY—Charlie Thale’s Auto Auc- 
tion. Across from $4,000,000 shop- 
ping center. Mon., 12:30. 558th sale. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


a RING" 2 lines running simultane- 
ously. 

Conveniently located in the heart of the 
automobile world. 

Ten acres of completely fenced parking 
area. 

Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 


M. D. McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar ?. 





CALIFORNIA 


SACRAMENTO AUTO AUCTION 
4304 W. Capito! Ave., W. Sacramento, Calif. 
Jimmie Loupe Owner TEL: FRontier 1-4076 
Northern California's Oldest and Best" 
Every Thursday—12:00 Noon 
Dealers Only 
We pick up cars and sell thru our sale for 
many national fleet leasing companies. It will 
pay you to use us as an outlet. 





COLORADO 


COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 
ONLY 
Sale Every Monday—11:00 am. 
Owners: Francis R. Cassell—Cerroll 
Phone SUnset 1-7821 


Denver: 
Wire Celerade Aute Auction FAX 
Denver, Cele. 


Auctioneers: 
Colonels Johnny Wood, Dean Davis and 


All id for heck through 
cars pa’ our own c 
The Bank of Denver 


Denver Auto Auction 


12:00 | 





4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 

Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


MISSOURI 


K. C. AUTOMOBILE AUCTION CO. 


1100 ELMWOOD AVE., KANSAS CITY 27, MO. 


Sale Every Wednesday, 10:30 A.M. Sharp 
CH. 1-2614 ESTABLISHED 1941 CH. 1-2615 
All New, Medern Fecilities @ Dual Ring Sale 


— a 
at | 
MIDWEST'S OLDEST AUTO AUCTION 
NOW Ne MOST MODERN AUTO AUCTION 


TO 500 CARS EACH WEDNESDAY 
ira G. Hamilton—Owner Harold A. Carpenter—Gen. Mgr. 


Auctioneers 
Col. John Wood Col. Richard Head Col. E. E. McCiure 





MISSISSIPPI 


NEW YORK 





DAYTONA BEACH — Florida Auto| JACKSON — Greater Jackson Ao} 


Auction, Wilmington St., Box 8468. | 


Wed., 12:30. Check, Title Guarantee. | 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
Twin Ring Selling 


NEW JERSEY 


5 Minutes from Lincoin Tunnel 


INSURED PICKUP AND 
DELIVERY SERVICE 


aia rosy Nat: 


AUTO 
AUCTIONS 


INC. 
On Route 20 At Route 3 


EAST RUTHERFORD, N. J. 
TUESDAYS — 11 A.M. 


1300 For Reservations 


WEbster 


peeicoingeg al Ls FDI 


f Pennsyivania 


iNew J 


a6 St 


Seka wy eB 


an 


ey Turnpike 


NATIONAL AUTO 
DEALERS EXCHANGE 


“May 4th issue” 


Ist day of National Auto Auction 
Week. Watch This Section For Top 
U. S. Auctions. 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Auto 


Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 


EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. cker 


| 

eae Nan ec AN 

GREATER NEW YORK 
AUTO AUCTION, INC. 
(Exit 31—Merrit Parkway) 

| Bedford- Banksville Road, Banksville, N. Y. 

Sale Every Tvesday—12 Noon 

Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 


| LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


TOLEDO—Dealers’ Automobile Auc- 
tion, Sports Arena. (Tuesday) 
1:00 P. M. 


OREGON 





“The Northwest's Largest and Finest”’ 
PORTLAND AUTO AUCTION, 
INCORPORATED 
5035 N.E. 82 Ave., Portland 20, Oregon 
Phone: Alpine 2-3311—4-9327 


Sale Every Tuesday—11:00 
Twice the Action with Our Alternate Ring 
300 Car Average Consignment— 

No Sale—No Charge 
RA D. BRIN 


| 36-391. 
C 


PENNSYLVANIA 


CORRY AUTO AUCTION 


Route 6, Corry, Pa. 
EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 


| “The friendliest auction with the most ac- 


tion.” For reserved numbers call Corry 
Auctioneers: Ray Austin, Chuck 
Odi George 


Adcock. Owner: 


enamine eeaemenesnitll 


MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
¥%& Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


TENNESSEE 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


TEXAS 
iA I TNR RMN 
AMARILLO AUTO 
AUCTION, INC. 


3202 E. 10th Ave., Amarillo, Texas 
Phone: OR 2-9503 





SALE EVERY FRIDAY — 
11:00 A.M. 


Reference: American National Bank 


i i as maeemaomisise, BEL 

WASHINGTON "aa 
el 
SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
|""Take Home a Guaranteed Auction Check” 














Bill Johnson Bob McConkey 


— 


North-East-South-Wes? -—— Automotive News' 


“Leading Used-Car Auction Directory" gives the sale dey and time of top Avto | 


Auctions EVERY WEEK. 
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erisk oe): nae, omeen sgh tees; * "57 Super Riviera, $1,635* (ps), $1,550* 
ane -dr., $1, » $1, ; Ranci (ps); Century Riviera, $1,500* (ps); 
mae e wagon (6), $1,150*; Custom (8) 4-dr., Model Breakdown RM Riviera, $1,480* (ps); Special 4- 
- $590. dr., $1,280*, $1,240°*. 
ower Used-( ar Auction Prices ‘56. Country Squire (8), $1,220* (ps);| Of Auction Averages '56 RM conv., $1,220* (ps), $800* (ps); 
Country sedan , (3): $950° ; oe 4 Apr., Mar., Feb., Super 4-dr., $1,100* (ps); Special Rivi- 
fear a 9080 Be ts eee ae — — — 55 Century’ Riviera $925* (ps); Super 
’55 Ranch wagon (8), $935%; Fairlane; 1959.............. $2,739 $2,610 $2,775 4-dr., $910* (ps), $700° (ps); 2-dr., 
? (Continued from Page 42) (8) conv., $850* (ps); see lan ne 1,956 1,971 2,018 $775* (ps). 
2-dr., $800°; 4-dr., $740*, ; ain CADILLAC—’58 (62) conv., $3,860* (ps) 
les . , + 2 Ps). 
oan conv., $1,765* (ps); coupe de Ville, CHEVROLET—’59 Biscayne (6) 2-dr., $1,- (6) 2-dr., $525. 1957 1,352 1,334 1,366 "57 (62) sedan de Ville, $2,925* (ps); 
ul day, $1,740" (ps). 240. ’54 Country sedan, $510; Custom 4-dr., 988 989 997 (60) Special 4-dr., $2,800* (ps). 
nts 2 154 (62: coupe de Ville, $1,535* (ps). 58 Bel Air (8) 4-dr., $1,770* (ps); Bis- $475*; Main 2-dr., $470. 748 147 157 *56 (62) coupe de Ville, $1,780* (ps). 
: > EVROLET—'59 Impala Hardtop 4-dr., cayne (8) 2-dr., $1,650*; 4-dr., $1,-| LINCOLN —’'56 Premiere 2-dr., $1,085* ’55 (62) coupe de Ville, $1,570* (ps). 
(De); Eee eeo0" 540°. (ps). 461 461 474 | CHEVROLET — ‘59 Impala (8) Hardtop 
1: 2 158 Corvette, $2,875; Impala conv., §2,- ’57 Bel Air (8) 4-dr,, $1,500* (ps), $1,-| MERCURY—’57 Monterey conv., $1,450*, 290 300 315 $2,590* (ps); Parkwood (8) $2,210; 
ivi 545* (ps), $2,205* (ps), $2,185* (ps), 450*; Two-ten (8) 4-dr., $1,500%; 2- $1,410*; 2-dr., $1,375*. 194 218 225 Biscayne (8) 2-dr., $1,735*, $1,730. 
‘ $2,175" (ps), $2,170*, $2,165* (ps), dr., $1,225; Two-ten (6) 2-dr., §$1,- ’56 Custom station wagon, $1,200*; Mon- oO "58 Impala (8) 2-dr., $2,210* (ps), $2,- 
on 4 $2,160", $2,155* (ps); Hardtop 2-dr., 250, $1,190; station wagon, $1,200*; terey station wagon, $1,080*; Medalist verall —-  ———_ - » 100* (ps), $2,025* (ps), $1,980* (ps); 
5 Cone $2,300" (ps), $2,180%, $2,145* (ps), One-fifty (8) 2-dr., $780. Hardtop 4-dr., $890*. Average $1,091 $1,079 $1,116 Nomad (8) 4-dr., $1,975*; Bel Air 
Riv $2,125* (ps), $2,055* (ps), $2,050* "56 Two-ten (8) station wagon, $1,280* ’55 Monterey station wagon, $950; Hard- (8) Hardtop, $1,770*, $1,720*, $1,710, 
iera (ps), $2,045*; Bel Air (8) Hardtop (ps); 2-dr., $1,050*; 4-dr., $885*; Two- top 2-dr., $830*, $610*. $1,700* (ps), $1,540; Biscayne (8) 4- 
— 4-dr., $1,710*, $1,675* (ps); Yeoman ten (6) Hardtop 4-dr., $1,250*; 4-dr., | OLDSMOBILE—’58 (88) Super Fiesta, §2,- $760*; 4-dr., $675*; Star Chief 4-dr dr., $1,580* (ps), $1,425, $1,420; 2- 
_— (8), $1,675, $1,670* (ps); oo oes tae Bel Air (8) Hard- 700* (ps); (88) 4-dr., $2,100*. $750°. i wade i dr., $1,550*. 
8) 4-dr., $1,620° (ps), $1,575*; 2-dr., op 2-dr., , '57 (88) Super Fiesta, $1,675*, $1,350*; OP y ’S7 Bel Air (8) Hardtop, $1,710*, $1,- 
sees, ; $1,600", $1,480*; Biscayne (6) 4-dr.,| °55 Bel Air (6) 4-dr., $940*, $860*; 2-dr., (88) 4-dr., $1,300°. STUDERATN 100 dence station wag- 590*; conv., $1,600* (pa), $1osse 4- 
entury i $1,620*, $1,570; 2-dr., $1,400; Bel Air $700; egy ne Fae eo 55 (98) Holiday 2-dr., $980* (ps); (88) on, $580° dr., $1,455° (ps); Two-ten (8) 4-dr., 
7 2-dr., $1,600*; Delray (6) 2-dr., ) Delray, *; 4-dr., at 0*, Super Holiday 2-dr., $960*; (88) Holi- SOK sore’ $1,560*, $1,500*, $1,425*, $1,410*, $1,- 
~— y Sato $1,375*; 4-dr., $1,425. $750; Bel Air (8) Hardtop 4-dr., $875*; day 2-dr., $820*. — + eee 56 Volkswagen panel 320*; 2-dr., $1,270*: Oue ater cB 2- 
be 50° ist 157 Bel Air (8) conv., $1,660, $1,525*; Hardtop 2-dr., $710*. ’54 (88) Super 4-dr., $580* (ps); 2-dr., 55 Int ati 1 %-t ick 6 dr., $1,065. 
 & Mardtop 2-dr., §1,006° (ps), S1.500°,| Ot BU cot: ae, tet ee $530°; 4-dr., $500°. Se oo See '56 Bel Air (8) Nomad, $1,215*; 2-dr., 
a 515%, $1,485*; station wagon, $1,- r., ; 2-dr., $450*; Two-ten 2-| PACKARD—’55 Clipper 4-dr., $740* (ps). $1,130*, $1,050*; 4-dr., $1,100*, $825*; 
} Sor: Hardiop 4-dr., $1,535* (ps); 4- dr., $540; station wagon, $480; One-| PLYMOUTH'58 Savoy (8) 2-dr., $1,500*; BORDENTOWN, N. J. Two-ten (8) 4-dr., $975*. 
1,490*, $1,400*, $1,380*; Bel Air fty 2-dr., Savoy (6) 4-dr., $1,500. y ian’? a 
j ar. Slardtop 2-dr., '$1,500*; Two-ten | CHRYSLER — °53 Windsor Deluxe 2-dr.,| °57 Custom (8) station wagon, $1,425¢;| National Auto Dealers Exchange. Sale| CHRYSLER — ’57 Windsor 4-dr., $1,850° 
4 ay 2-dr., $1,350* $150". Savoy (8) 4-dr., $915; Plaza (8) 4-|¢very Wednesday. Prices are for sale of (pe) ._$1.560° (pe); 2-dr., $1,400" (Be). 
ia wee Saratep 4-dr., $1,290*, 52 Newport 2-dr., $185* (ps). dr., $875. “ Apr. 22. The sharp cars were bringing "56 NY 4-dr., $1,420° (ps); Windsor 
ii { 1,250", $1,040*, $1,280%, $1,100*; Bei| DeSOTO—'54 Power Master 4-dr., $340*.| 55 Belvedere (8) conv., $775*; 4-dr.,|‘0P-dollar with each year group getting| ,. Herdtop. $1,000! (pe. 
$1 pod Air (6) 4-dr., $1,195*; Two-ten (6)|DODGE—'57 Coronet (8) 4-dr., $1,090*; $480; Plaza (6) station wagon, $700; | its a i" ae an prices generally 25 Sear eee OP, ; 
pe ‘ 4-dr., $975*; Two-ten (8) 4-dr., $960*, conv., $1,440°; Sierra (8), $1,455* 4-dr., $560. were firm. 1959-1958 group still gaining | DeSOTO—’58 Fireflite Sportsman, $1,825* 
soins $845; 2-dr., $900*; station wagon, (ps); Coronet (6) 2-dr., $1,125°*. PONTIAC—'57 Star Chief conv., $1,685°/%. Digger share of the market. 1966 and/ | (ps). 
* $850" FORD—’59 Galaxie (8) conv., $2,675*. (ps); Chieftain Catalina 2-dr., $1,250*. | 1953 cars and down group still very strong. 57 Adventurer 2-dr., $1,700* (ps); Fire- 
); (62) | ‘55 Bel Air (8) conv., $1,210* (ps);| '58 Custom (8) 300 2-dr., $1,380; 4-dr.,| ‘56 Chieftain station wagon, $1,070*; | Sold 75 percent of 538 cars consigned. dome Hardtop, $1,610* (ps); Fireflite 
; . Nomad, $1,000*; Hardtop 2-dr., $965*,| | _ $1,340. Catalina 4-dr., $750*. BUICK—’58 Super Riviera, $2,150* (ps); Hardtop, $1,500* (ps). 
) ¢ $970*, $950; 2-dr., $900*; 4-dr., 57 Fairlane (8) 500 Skyliner, $2,000* ’55 Chieftain Catalina 2-dr., $800*, Century Riviera, $1,930* (ps). (Continued on Page 44, Col. 1) 
ae a $850*; Two-ten (6) station wagon, 
Bsus: : | 
© CHRYSLER — '57 Windsor 4-dr., $1,500 
(ps) | 


56 Windsor Hardtop 4-dr., $1,180* (ps). 
"55 Windsor 4-dr., $875* (ps), $720*. 
CONTINENTAL—'58 Mark III conv., $3,- 


800* (ps). 

DeSOTO — '57 Fireflite Sportsman 4-dr., 
$1.590* (ps), $1,450* (ps). 

DODGE — °57 Coronet (8) 2-dr., $1,300; 
Hardtop, $1,280*; 4-dr., $1,100*. 

'56 Custom Royal (8) 4-dr., $885*. 

'55 Royal (8) 4-dr., $830*; Coronet (8) 


Hardtop, $660*. 

FORD—’59 Thunderbird, $3,650* (ps); Cus- 
tom (8) 300 sedan, $2,135*. 
‘58 Thunderbird, $3,275* (ps), 
(ps), $3,050* (ps); Fairlane (8) 500 
conv., $2,030* (ps), $1,980* (ps); Vic- 
toria 2-dr., $1,750* (ps), $1,625*; 2- 
dr., $1,600*; 4-dr., $1,550* (ps), $1,- 
525*; Country sedan (8), $1,610° (ps). 
‘57 Thunderbird, $2,455* (ps), $2,450° 
(ps), $2,225* (ps); Country Squire 
(8), $1.725* (ps); Fairlane (8) 500 
conv., $1,715* (ps), $1,430°%, $1,425, 
$1,390; 4-dr., $1,410*, $1,250; Vic- 
toria 2-dr., $1,300*; 2-dr., $1,160*; 
Custom (8) 300 2-dr., $1,100*; Custom 
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(8) 2-dr., $1,055, $1,000; Custom (6) 
2-dr., $1,040. 

56 Fairlane (8) conv., $1,175*, $920* 
(ps): 4-dr., $1,040*; Victoria 2-dr., 
$940*: Ranch wagon (8), $915*; 
Country sedan (8), $870* (ps). 

'55 Fairlane (8) Victoria, $980* (ps), 
$790*; 4-dr., $630*%; Custom (8) 2-dr., 
$605. 

LINCOLN—’57 Premiere Hardtop, $2,320* 
(ps), $2,275* (ps), $2,190* (ps), $2,- 
B} 180* (ps); conv., $1,925* (ps). 
pike '56 Premiere 4-dr., $1,205* (ps); Capri 
4-dr., $1,160* (ps). 
MERCURY—’'58 Turnpike Cruiser, $2,250* 
(ps). 

"57 Hardtop, $1,575* (ps), $1,565* (ps), 
$1,415", $1,385*. 

56 Custom station wagon, $1,230*; 
Montclair Hardtop 4-dr., $1,025*, 

y $890*; Hardtop, $790*. 

’55 Hardtop, $855*; 4-dr., $830*°, $650°; 
Montclair Hardtop 4-dr., $675*; Mon- 
terey 4-dr., $535*. 

N NASH—’55 Ambassador 4-dr., $675*. 
OLDSMOBILE — '58 (88) conv., $2,565* 
(ps), $2,380* (ps); Holiday 4-dr., $2,- 
295° (ps); (98) 4-dr., $2,375* (ps); 
(88) Super Holiday 4-dr., $2,325* 
(ps). 
nasal "57 (98) Holiday 4-dr., $1,880* (ps), 
— $1,860* (ps), $1,800* (ps); (88) Super 
2-dr., $1,720* (ps); 4-dr., $1,465* 
) (ps). 

"56 (88) Super Holiday 2-dr., $1,400* 
(ps); (88) 4-dr., $1,340* (ps); 2-dr., 
$1,000; (98) Holiday 4-dr., $1,285* 
(ps). 

ay "55 (98) conv., $1,200* (ps); Holiday 4- 

dr., $1,125* (ps); 4-dr., $860* (ps). 
PLYMOUTH—'59 Fury, $2,325*. 

"58 Belvedere (8) conv., $1,950* (ps); 


4-dr., $1,600*, $1,495*; Hardtop 4-dr., 


$1,540* (ps). 

"57 Belvedere (8) Hardtop 4-dr., $1,420* 
(ps); 4-dr., $1,195*; Suburban (8), 
$1,410; Belvedere (6) 4-dr., $1,255*; 
Suburban (6), $1,145*; Savoy (8) 2- 
dr., $1,115*. 


*56 Belvedere (8) conv., $1,010*; Hard- 
ES top 2-dr., $895. 

"55 Belvedere (8) Hardtop 2-dr., $655*; 

4-dr., $600*; Belvedere (6) 4-dr., $650. 

PONTIAC — '58 ‘Chieftain Catalina 2-dr., 
$1,950*; Star Chief Catalina 4-dr., $1,- 
855* (ps). 

"57 Star Chief Catalina 2-dr., $1,680* 
(ps); Chieftain station wagon, $1,590* 
(ps); Catalina 2-dr., $1,405*. 

"56 Chieftain Catalina 2-dr., $925*; Star 
Chief Catalina 4-dr., $915*. 

55 Star Chief conv., $935* (ps); Cata- 
lina 2-dr., $730*%; Chieftain Catalina 
2-dr., $605. 

RAMBLER—’58 Ambassador, $1,740*. 

:56 Custom Cross Country, $1,060. 

55 Custom Cross Country, $855*, $800*. 

STUDEBAKER—’59 Lark Hardtop, $1,- 
955*; 2-dr., $1,635. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale 
of Apr. 20. The weather here today damp- 
ened car receipts at our 12th anniversary 
Sale. Twenty-dollar bills were handed out 
after each 25 cars passed the auctioneer. 
Many good buyers attended, grabbing the 
money. The market was real firm on all 
sharp ready to sell cars. The high per- 
centage sold demonstrated the lively ac- 
tivity of the auction. Sold 152 cars from 








neck’ 179 consignments. 
ey BUICK—'58 Special 4-dr., $1,850*. 
— 57 RM 4-dr., $1,600* (ps); Special 4- 
— : dr., $1,375* (ps). 
Super conv., $1,170* (ps); Special 
Riviera 2-dr., $1,000*; 4-dr., $900*; 


we zat., $825*. 
55 RM conv., $700*; 
dr., $675* (ps). 

ILLAC—’'59 (62) coupe de Ville, $4,- 
500* (ps). 


Auto Super Riviera 2- 


$3,075* | 








HOW TO BRING EM IN ALIVE! » VALVOLINE 


THATS WHAT BROUGHT ME IN! 
|! HAD TO FIND OUT HOW YOU 
CAN POSSIBLY 
GUARANTEE A CAR 
FOR 40,000 MILES! 


ANOTHER NEW CAR SALE... THANKS To 

THE VALVOLINE GUARANTEE. HE'LL BE 

BACK, KEEPING HIS GUARANTY IN FORCE 
WE'LL GIVE HIM GOOD SERVICE AND 























*Plus the manufacturer's 4,000-Mile Warranty 


SELL HIM HIS NEXT CAR,TOO! 


VALVOLINE’S 36,000-MILE GUARANTY* 


to — % SELL MORE NEW CARS! 


%& BOOST SERVICE DEPT. PROFITS! 
%& MAKE MORE NEW C 


Write today for Valvoline New Car Guaranty Brochure 


VALVOLINE OIL COMPANY 


Freedom, Pennsylvania 
DIVISION OF ASHLAND OIL & REFINING CO 


NO MYSTERY ABOUT IT! VALVOLINE 
OIL ADDS ITS GUARANTY TO THE CAR 
MANUFACTURER'S WARRANTY 
FOR YOUR PROTECTION, 
ALL THE way! 


er 















AR REPEAT SALES! 


MPANY 


















































































































AUTOMOTIVE NEWS, MAY 4, 1959 a. 


(8) 4-dr., $800*; 2-dr., $800* (ps); (ps); Riviera 2-dr., $2,070*, $1,550; 975*, $1,910*; Bel Air (8) Hardtop 2. 
Main (6) 2-dr., $645. Super Riviera 4-dr., $2,350*; Century dr., $2,000; 2-dr., $1,890*; 4-cr., $1. 
eo e ’55 Custom (8) 4-dr., $660*. Riviera 2-dr., $2,130* (ps). 710* (ps), $1,650*° (ps); Biscayne (8) 
2 ’55 Capri 4-dr., $805* (ps). ’57 Special Estate Wagon, $1,875* (ps); 2-dr., $1,775*; Biscayne (6) 2-cr., $1,- 
se = or uc ion rices MERCURY—’56 Montclair 4-dr., $1,065* Riviera 4-dr., $1,475* (ps); Riviera 2- 745*; Delray (8) 2-dr., $1,565 

(ps); Monterey 4-dr., $800*. dr., $900*; Century conv., $1,725* "57 Bel Air (8) station wagon, $1,675* 
‘54 Monterey Hardtop 2-dr., $520*. (ps). (ps); conv., $1,695"; 4-dr., $1,595*, 
OLDSMOBILE—’56 2-dr., $855* (ps). 56 RM 4-dr., $1,075* (ps); conv., $910* $1, 440°, $1,345*, $1,310*; 2- dr., $1,- 
’55 (88) Holiday 2-dr., $900* (ps). (ps); Special Riviera 4-dr., $1,030* 525*; Bel Air (6) station wagon, $1,- 
(Continued from Page 43) PLYMOUTH—’58 Belvedere (8) Hardtop 2- (ps); Riviera 2-dr., $825. 620* (ps); Two-ten (8) $1,410": wagon, 

dr., $1,650* (ps). ’ ‘ * : - 25*, $1,505* (ps), *; 2- 
‘56 Firedome Hardtop, $900* (ps). $1,100* (ps), $1,065* (ps); Country PONTIAO -— "54 Chieftain 4-dr., $420*; ease’ (per $710°: Soviets a2’ grs0°: x 460°; $1, 3258, $1,290, ne 
DODGE — '57 Royal (8) 4-dr., $1,400* sedan (8) 4-dr., $1,100*, $1,060*; Fair- Catalina 2-dr., $335*. Riviera 2-dr., $680*, $640*, $575*; Spe- $1,195, "$1, 110; Two-ten (6) 4-dr., $1,. 
(ps); Coronet (8) 4-dr., $1,395* (ps); lane (6) 2-ar., $700; 4-dr., $510°. RAMBLER—’57 Custom station wagon, cial 4-dr., $890*, $775* (ps); conv., 225*; One-fifty (8) 2-dr., $650; One. 

2-dr., $930. HUDSON—’54 Hornet Hardtop, $150*. $990*. $750; 2-dr., $695*; Riviera 2-dr., fifty (6) 2-dr., $900. 

F O R D—’59 Thunderbird, $3,625* (ps); ’53 Hornet 4-dr., $160*. "56 4-dr., $860. $685*; RM Riviera 2-dr., $765* (ps); ’56 Two-ten (8) station wagon, $1,165*, 
Fairlane (8) 2-dr., $2,225*. LINCOLN — '57 Premiere 2-dr., $1,075* | STUDEBAKER—’55 Commander (8) sta- Super Riviera 2-dr., $645* (ps); 4-dr., $1,150; Bel Air (8) 2-dr., $1,160*, 
ae Tene ths Caner geet. con 5 Capri Staratep, $610° ine) tion wagon, $600*. $615* (ps). $565; 4-dr., $1,055*; conv. $8: 50; Bel 

" rilane ctoria, ’ Ps), Op, ps). 1 , a Air (6) 4-dr., $1,075*; o-ten ( 
> ee bat Oe ye a ge mtd sedan MEROURY—’68 Commuter 4-dr., $2,010* FLINT Cart tee). (62) coupe de Ville, $2, hes e170. 6) 
(8) 4-dr., ’ , ’ ; Custom (5) (ps), $1,940*; Montclair 4-dr., $1,780* ’ ; + ’ “9 ’ ’ s. 
Str i280! Fi IHG: doar $140, | (bey! Monterey andre 1.605%, +'" |g Filme Auto Auction. Sale every, Wednes-| (38 (63) sedan de Vine: $rasbs Ba: | “bart gusse, beso", Gorse, soudeee 
$1,000; Del Rio (8) Ranch wagon, $1,- ’57 Turnpike Cruiser Hardtop, $1,600* | 44y. Prices are for sale of Apr. 22. Prices , ie ee — dr., $700*, $690*; Two-ten (6) 4-ar,, 
380%; Ranch wagon (8) 2-dr., $1,100, (ps); Monterey Hardtop, $1,530* (ps), | Seemed to slip slightly except on real sharp | CHEVROLET—'59 Impala (8) 2-dr., $2,- * at $600*: 2-dr., $580; Delray, $555: 
$1,090*. $1,470*, $1,375*; Montclair Hardtop, |C@T8, which seem to be a little scarce. __ 560* (ps). Two-ten (8) Delray, $610; One- ~fifty 
56 Fairlane (8) 4-dr., $1,200* (ps), $1,- $975* (ps). Sold 196 cars from 307 consignments. 58 Impala (8) conv., $2,250* (ps); No- 
050°; 2-dr., 2 at $1,025*, $820°; conv.,| °56 Montclair Hardtop, $1,025*. BUICK—’58 Special Estate Wagon, $2,525* mad (8), $2,060*; Brookwood (8), $1,- (Continued on Page 45, Col. 1) 


OLDSMOBILE — '59 (98) 2-dr., $3,670* a 
(ps). r 


Us ed Import ed BT (ss) itn $1,770" (ps), $1,860 (ps), New Commercial-Car Registrati on S, 


ee a ee eee 


Song na seen etrentenep en aan ee enema aap ener ep ee eee 








$1,530* (ps), $1,410*, $1,390* (ps). 
*56 (98) 2-dr., $1,410* (ps); conv., $1,- 


350° (ps); 4-dr., $1,185*; (88) 4-dr., 
$1,265* (ps), $1,210*; 2-dr., $1,150* t t = 
$1,265* (pe ates tor arcn, 
ors 55 (88) Holiday, $1,030* (ps), $885* 
(ps); 4-dr., $740* (ps); (98) Holiday, 
$900* (ps), $850* (ps). 
So (400) Hardtop, $635* (ps); 5 F tude- TQ. 
lipper 4-dr., $350*. , White | Willys Mise. | TAL 
Albany PLYMOUTH—'S8 Suburban (8) 2-dr., $1,- > 5 
id f -dr., $1,025. 75*; Savoy (8) 2-dr., $1,325*, : ' " " 
Ford (English)—’58 Prefect 4-dr., § ’57 Belvedere 3 States Previously Reported 921 | 12; 200 760} 246, 351 ' 29) 116} 82| 27% 


. "580. (8) 4-dr., $1,350* (ps), 
Sth '57 Roadster, $1,380. $1,200* (ps); 2-dr., $1,200° (ps), $1,-|_ For March 720|___|_127|__554)__149|_266 a 


Renault—’58 Dauphine 4-dr., $950. 010*; Savoy (8) 2-dr., $1,295*, $1,-| Ajlask 5 14 al 13} 7| 7 3| 9 7 | 
extra 0908; Andr... $1,100%, $1.070*, $1,050*, = 58) 5 7] 4\ 7 2| 4) 8 
‘ . a ‘8 -dr., ’ “——— _ ' : = 
Bordentown, N. J. ‘os tenes. Eh be, ‘ae ee Solana 491 313! 90). ~—~—=«84| 


6| 7 1079 
$675*; Plaza (8) ‘cal 
Alfa Romeo—’57, $1,900. 2-dr., $625 (ps). b 319 30| 199| | 43; = 7  —— 679 
Hiliman—'53 Minx, $200. "55 Plaza (8) 2-dr., $525. Colorado 41 it} 355) 113) 128 
PONTIAC—’58 Star Chief Catalina, $2,- 7 281 67 265! 59| 91) 





"86! 15| 129 
_52| 12) 8 
1 303 
3} 9) 7m 
31; Sis) a 
24) 30) 450 
83} «177, =a 
53] 67|__ 8 
31) 52) 1704 
6} 


‘56 Star Chief Catalina $1,080° (pa); | District of Columbia 39) L Bi | oa is Fi 
Renault—'59 Dauphine, $1,155. Chieftain Catalina, $960* (ps). P a net sii at “ 
Volkswagen—’59 2-dr., $1,625. ’S5 Star Chief Catalina, $925* (ps), | !daho : 206 | 9 0 
7 mannetre;, Chieftain 2-dr., $535. 58) 150 32| on ses saa 
Ch cag '56 4-dr., $760. Ilinoi 1008 247 1009) | | 
. » ’55 Custom 4-dr., $620; Country club, ee : 779| 81 678 | 179} 455 
Skoda—’58 2-dr., $570, $560. $515. 9 92! 538! 85) 255 
, lowa | | j } 
e 54 2-dr., $210. 63) 358) 75\ 18] 
Danville, Va. STUDEBAKER—'57 Commander (8) 4-dr., : 
4 $700* (ps). Maryland 70) 161 75 154 
Volkswagen—'56 2-dr., $830. ‘56 Champion (6) 4-dr.,_ $625*. 34)__151|_36)_ 6 
e ’55 Commander (8) Hardtop, $750°*. = hl hl Cn a ve 84 213 60 72 
Detroit WILLYS—'53 Jeep, $345. wontans 31; 130) 45 89 


'59 Hardtop, $1,405. Nebraska 7 73 344) SCI] Ss*S3 


MoT 2dr, $825. DAYTONA BEACH, FLA. 14 202} 56) «2 


Flint Florida Auto Auction. Sale every Tues- | Nevada | 7 a 6 25) 
day. Partial listing for Apr. 21. | _6 52 ‘14 il 

eee rss 2-0. tome Be Ag igkh ti" (ON: 80e- | Nah Caran 13 
Metropolitan—’'58 coupe, $1,165. "6S Special Riviera 32-dr., $870° (ps), | ————_—<_—<_<$< Tesi 6 ' 
Volkswagen—’'58 2-dr., $1,360. $740°. North Dakota | 46 139 31 | 
54 ‘Special Riviera 2-dr., $650*; 2-dr., ! 26| 116 21 109 

Florida $375; Century Riviera 2-dr., $560* | Pennsylvanie i7) 274) e588) 207| 383) ~=«14 


(ps). 15| _275|__—-636|_—«49|_—«426|_—93| 
Fiat—'59 Bianchini conv., $1,050 ADILLAC—’ ao ge ee ene 
Ferd (Magch)—'S8 Recort 2-dr., $1,115; | “M7ggeAC 8, 8% (62) sedan de Ville, $1.-| tide island ; | * Ya 4 2) 2 


Anglia 2-dr., $950. "54 (62) coupe de Ville, $965* (ps). * . - 
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13) 1280 
31) 7% 
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131 
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Metropolitan—'59 Hardtop 2-dr., $1,365. | CHEVROLET —‘58 Nomad (8), $2,165* | South Dakota wre 31 a. 40 48 
—- Dauphine 4-dr., $1,465, $1,- (ps); Impala (8) Hardtop 2-dr., $1,- ! 
920 


17 21) 87 
Tennessee oe 226 649 194 258 
472 131 194 


o- Res St sw aw 


Simea—'59 station 2-dr., $1,400. ST Bel Air (8) Hardtop 2-dr., $1,635*; 
Volkswagen—’58 2dr, $1.55. Hardtop 2-dr., $1,475*. 

56 Bel Air (8) conv., $1,100*, $1,050*; | Utah | si) 176, 7 42 

Los Angeles ee nh ate” yy On i ee ee a | a | er 

$650°. Virginia i 164) 383) 71 147 

Austin—'53 conv., $280. "55 _ Air (8) eee. 2-dr., $875*; 5 47) 238) 51 113 26) 862 
DKW —'56 Hardtop 2-dr., $600. station wagon, $730; Two-ten (6) sta- | ~——-—sssss—s—sFsF a 

Fiat—'57 Six Hundred, $850. tion wagon, $825; 4-dr.. $450. Wyoming - is a 1 2 

Gamate ST ovation wason 2dr. $500. eee eee $8 2161! 7183{—«st59| 3059] 417) ~—S«s@0) = 383) 774) «= 923] 25400 


’ - 2,825° (ps). 23 States Reported 18 
Humeac—'052-cr, 00° +B 4-dr., $840" (ps). To Date for March | Sei2|__17|_t2it|_ 4936] t29e| 2598] 3is|__ tz] 238|_— 3 __ 499|_ 17755 
'56 XK140, $1,700. DeSOTO—'55 Fireflite 4-dr., $605*; Fire-| Year 5 159| 55673) 494) 9251| 44047) Fat) ~ 3020/2344! —*1101| 2325! 4524) 6805) 151864 
MG—'52 Roadster, $705. dome 4-dr., $565°. To Date 58} __—*(12t| +40365| —«561| —7057| 3362! 16534) 1841; 796 1944| 3305| 4328] 119343 
Porsehe—'55 Super Roadster, $1,335. EDSEL—’58 Hardtop 2-dr., $1,335°. 2 ee ee ee 
Triumph—’56 eanaten, $1,390. — 58 Fairlane (8) 500 4-dr., $1,880* “The information in this report has been compiled from official state documents. rpeeneiie , apegation has been exercised to insure 
= 4-dr., " (ps accuracy to the extent of the registrations received at the time the report is We tied. k & Co. cannot assume any liability by 
. 625. "57 ee sedan (8), $1,400* (ps); | reason of inaccuracies or omissions.""—R. L. Polk & Co. The Oregon registration count Se oe the Oregon State Motor Vehicle Sener 
veer 2-dr. sunroof, $1, 485, $1,395; Micro Custom (6) 2-dr., $915. ment is a in this preliminary U. S. sum mor, These figures have not been subjected to auditing procedures usually applied by R. L. 
Bus, $1,450; 2-dr., $1,335. "56 Country sedan (6), $940°; Fairlane! Polk & Co, The 1958 figures for Oregon are Polk figures. 
56 2-dr. sunroof, $1,000, $900; 2-dr., 


ara ad New Passenger-Car Registrations, 25 States for March, 1959-1958 


Melvindale, Mich 


Volkswagen—' 58 4-dr., $1,275. : . . 
Car registrations by AMC De- Mer- | FORD Cadil-| Chev-| Olds- | Pon- | G.M S-P |Miscel- 


* . Ch l PI CHRYS : L 
New York City getes ie conpies Ram- a = Soto | Dodge oun LER | Ford | Edsel jLincoln| cuyry |TOTAL| Buick | “jac | rolet |rnobile| tiac | TOTAL) Stude-| lan- |TOTA\ 
'56 conv., $515. ee ee ; bler TOTAL | baker | eous 


Metropolitan— 
Simea—'56 4-dr., $400. 7 States Previously ‘59 7205] 34a) oa] 1953) 34M 93) 310) 140/987) Nomas) 1776) 709) Suns) 2203/2038) 15612) 903 
Warehouse Point, Conn. Reported for Merch sy ___x7|_T_zm 3787 ma 289 = ao ! a aeart an a I pte 
MG—'8T conv., $1,360. _— 4 16 | | 3| HI nm _= ‘4| A | 57 | | | 4 & i 4 

ee cab Tan Ark 59) 137) 24 9) 22) 72) 18) 278 20 7) 73) 799 128 765|170|155|1278| 48 
ete ans Pree FH 57} 21 | oe ier] al mz: | a] | ab __§ 714) 154) | 1139 12 


Volkswagen—’ : a satin 
"56 2-dr., $875. Colorado ‘59 317 4 20 21 122 228 Sal | el 4a 23 136 1359| «199 ~~ 1248 228 ae 


‘55 sunroof, $785. ‘58 5! 17; -49|_—st8|_—319 26| _—*(153|_—*1081'|— 20  € 1178} 228 Rl RS ye83| 29] 331]: 
Delawar , 15 3 1430/6] Ss78|—Ssa4 8 10/30 48 ~~ 24 _~137 

West Palm Beach, Fla. Ir | 19 | Hi] 31]_—sNO]_——s 74] 60}, ——sat 6 42 | 7 aa x ee a é7| 3 89| 
Ford (English)—'58, $575. District of Columbia ‘5? 34 74 19 a ~~ 155[ 256 | z| an 4%; 504; —C—i‘“CzTC* a a Ist] 155 6 el 279 
Isetta—'57 conv., $275. ‘58 4 4i| CO a 374 arg 6 2I 71|__ 475,66] 79)__—sS0z|__—t39)__—st2 13] 199 


Ma '58 conv v., $i. a. Mlinois a ez; St] ze “ 654; 2958) 9073/3950 24 sa] '% ; Nowaa ~~ 1827! ‘1066| «9919 ae ~ 18329) 1031| (1805 
Eueek=- S8 iipese é-ér., 9065; ctaticn|_______S0)_——sA]— 368] 108], nor 3443 i 211] __300|_—S 840 1901] 1005} 8329) 2247] _~—«1533}_ 15015) 255] 952) «27998 
wagon 2-dr., $800. , lowa 3 ait oa 14 | Se ag | 2 ma Ss Ee 21; «256 a) 354! —«127|~=—«#1942|~—=«470| eet 3416| 234) ~=S«307 

Volkswagen—’58 2-dr., $1,325. 58 184 13 173 aes 19} —186|_—1716) ——362|_——st24|_—1755) 413} 362] «3016 52 164) 5905 

*57 4-dr., $1,100. Maryland "59! a: 9) ~~ gE 70 se 674) 1134) 2193 oe a 215 iol ~~ 3] 186] 2297) ~—«481 518| 3793 217 902| 9106 

55 conv., $825. GOAT 16} 17}, 108} 277|_—s850}_—s*1368]_ 1604) | 226} ~—_—*1930 382} —:149|_—«2159 433 375| 3498 50| 463) —-7472 

Montana "59 105 10 10 8 45 69) -142)~—47|———siA]SS=C«* 580! «124 45| 444). ~—=«s130|.=S'=«d130)=S*=« 73) ~~] ~—S—=i7| =: 

Valdosta, Ga. Ba et Sa, 74 2 ae | 91} 170 278 23 9| *0| 380} 88} 4 357 9 91} 682} — so 85} 1412 

ggg aay og ee a a a a 
4 ee oe et oe Oem | 6! 6 __ es A}__—398]_ |_| 

Mason City, Ia. North Carolina 59 mn 94 3 | 195; al a 3146/89 37|  253| 3525| 533) 708| 2346) 657} 703) -4447|_—-‘184| 1070) 10503 

Triumph—’59, $1,205. '58 149 7! 17 68} 156] ~—«378| 690 47 33 190] 2199491} —-205|_—«1717|_~—=—« 500] ~—363] 3276] 57|  255| 6626 

° Oklahoma '59 258 38 13 31 90| 234) +406 et io 30 165| 1923] 328) 144) 1886) 496! 412) 3266) 132) 421! 6406 

Manheim, Pa. ‘58 169 43 7 40} i4) 321] 525) 1262) a 28 140] 1459] 345) 140) 1643} 348] 328) 2804) = 37|_—s 218] S2i2 

Fiat—'58 4-dr., $1,300; sedan, $1,000. Pennsylvania "59 1873) | Nal 34! 847; 1835 3516) 5984) 275 159] -825| | -7243| «1315| += 835) 6859/1834) 1667] 12510|  776| 2178) 280% 

Goliath — 50 2-r., $1,325. 58 694| 480 85} 402|_— 8932488] 4348] 4185 175 135} 756] 5251] 1589] 650) 6138]_—*(1595/_—*1317|_*11289| 234] 890} 22706 

we 2-dr., $2.50. Rhode Island 7 oe te ee oe sees sates Ses se 

<= i 58 8! 27 10 35| 165] 244] 382 8] 12} ——-30|_——432I 53 47|__307/_—S «I 43 542 i 157| 1467 


MG—’58 conv., $1,925. | 7" eeaee, aces epee came naan Telit init om sieaiiveet st pelea 
"57 conv., $1,585. South Dakota 84 i ay 3| aa ml ~~ pir} 442)—SC«3| ; oa 84! 24, —«391|=Ss«8|~Ssté«i|Cs:«é BI] 37| 61] 1498 
Simea—’58 sedan, $830. sij___—i3 “ 15 109 175-334] 18 2| 38] —-390| 89| 21} 349] 72| ‘642! 15] 35| 1308 
Vauxhall—'59 station wagon, $1,750. Tennessee T 6if  26{ 48] 198) S00) 833) 2446) 107 50! -227| «2830! ~=Ss«#S IS 174; 2403) 609/633) 4334) ~—sdi49)~—SsS71| 9210 
aaienensin ae. $1,725, $1,705; sun 79 14] 74| 213} 51/1031) 1686 59 22|___—231|__—1998| 554! 150i 2190} __—559]_—«353| 3806) 57|  347| ~—-7436 
Yoof 2-dr., $1,600. : s| 24 40 9%} 191) 508 16 Hy 83} 617| «116 49|" 508-122) ~=S=«s1S8| 953) ~=S41]~=S«i232| «2185 
"57 sedan, $1,230. 7 31 49| 178] 290] ~—«352 25 8 83} 468) st 59/ 449] 147/101 867] 3] 184) «86h 
Volvo—'59 2-dr., $2,200. Wyoming 70 8 2) 48 oi 226| 8| 8| 25| «267! 52| 33) 219 7 69| 450) 24! 9) «999 


Sin, tal ecie: 13 17] 51 152| 144 6} _—-35|_—s207|_—S «6 23} 238) 63 43} 423] 5} st] 
: ° 25 States 59 9216| 1603 1258} 3685|8963| 15962| 4o899/ 1473| 814) 4481! -47667| 7844) «3948! 41286) 10691| 10702| 74471 3995| 12208 163519 
Ford (English)—'52 Consul 4-dr., $310. To Date for March 58 4477|__ 1823 391 1531| 3697] 11053} 18503) 28635| 1130] —«830|_—«4127|_«34722|~—«8231|—«3549) 36138 oss 7123] 64196] 1412} 6150) 129160 


Triumph—'56, $1,475. Year "59 52109| 9804) 3214/ wa ‘| 21202) 56096! 97690! 240898| 9019/ 5846!  26701| 262464) | far ~~ 27765| 254335! 66531| 63540) 462468] 23190| 8903| 1006824 
Volkswagen—'58 station wagon, $1,585, To Date "58 22199| 12658} 3641! 25170} 71060] 123029! 180304] 9741] 6454] 24792| 221291] 24180| 232647| 63633] 47332 quae 758 46462| 845218 


*57 station wagon, $900 

“The jatostection in this report has been we — official state documents, Every reasonable precaution has age rised to | tions 

Buffalo recived ft the og % peee ow ger a ‘5 ats. Co. genet assume we liability Lzouee of pth pend mses Roh Polk & Ge padibe aussie oe, ' 

. figures etropo lackard are inc’ in miscellaneous. jon ation Prepar tate M Vehi a 
Hiliman—'58 Minx station wagon, $1,200. | this preliminary U. S. summary. These figures have not been subjected to auditing oe was county applied by R RL Polk & Co. The 1968 figures for Sees oe tae oe 
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Used-Car Auction Prices 





(Continued from Page 44) 





(6) 2-dr., $550. Custom (8) 4-dr., $1,290. 
54 Bel Air Hardtop 2-dr., $625*; One-| ‘57 Country Squire (8), $1,645* (ps); 
fifty 2-dr., $175. Custom (8) 4-dr., $1,355*; Fairlane 
CONTINENTAL—’58 Mark III club coupe, | (8) Victoria 4-dr., $1,340*; 4-dr., $1,- 
$3,535* (ps). 265* (ps); Custom (8) 300 4-dr., $1,- 
o—'56 Firesweep 4-dr., $680* (ps). 145*; Custom (6) 300 2-dr., $1,005. 
55 Firedome 4-dr., $500*. ’56 Country sedan (8), 2 at $1,070* (ps); 
pODGE—'58 Coronet (8) 4-dr., $1,710*. Custom (8) station wagon, $1,010; 2- 
EDSEL—'58 Corsair 4-dr., $1,625*; sta- dr., $770*; 4-dr., $640*; Fairlane (8) 
tion wagon, $1,515. conv., $1,000*; 4-dr., $805*. 
FORD—'58 Fairlane (8) 500 conv., $1,- ’55 Fairlane (8) 2-dr., $§800*%, $420*; 
675*; Custom (8) 300 4-dr., $1,450*; Victoria 2-dr., $640*, $620*; Custom 
— (8) 4-dr., $625; 2-dr., $530; Ranch 
wagon (6), $600*; Custom (6) 2-dr., 
$595. 


Loupe Sole Owner 
Of Calif. Auction 


WEST SACRAMENTO, Calif.— 
James Loupe now is sole owner of 
Sacramento Auto Auction, having 
purchased the half-interest of Wes 
Grosz. Grosz and Loupe opened the 
auction in 1952. 

Loupe, 
once was a Ford dealer in Califor- 
nia. Grosz now is operating a used- 
car lot in downtown Sacramento. 


a 30-year auto veteran, | 





HUDSON—’56 Custom 4-dr., $815*. 
IMPERIAL—’57 4-dr., $2,100* (ps). 
LINCOLN—’58 Premiere Hardtop 2-dr., 
$3,100* (ps). 
"57 Premiere coupe, $1,980* 
MERCURY—’56 Custom 2-dr., » 
"55 Monterey coupe, $570*; 2-dr., $510*. 
"54 Custom club coupe, $325*; Monterey 
4-dr., $250*. 
OLDSMOBILE—’59 (88) 2-dr., $2,690*. 
"57 (88) Holiday 2-dr., $1,490*; 2-dr., 
$1,310*. 

"55 (98) 4-dr., $900* (ps); (88) Holiday 
4-dr., $685*; 4-dr., $685*, $625*. 
PLYMOUTH—’ 57 Belvedere (8) club coupe, 
$1,385*; Custom (8) Suburban, §$1,- 
350*; Plaza (8) 4-dr., $1,000; 2-dr., 

$730; Savoy (8) 2-dr., $770. 


Draw-Tite 


LINE OF EASY PROFITS! 








LONG TERM LEASING 
IS PROFITABLE 


Even for the smallest dealer 


10 LEASES WILL EARN $5,000.00 PROFIT 


The Manual on Leasing by Harold D. Draper, volume 
Chevrolet dealer for 32 years and a veteran of over 
10 years leasing and 3,000 leases in that period, will 
give you accurate procedure step by step to insure 


| 


Y-DUTY 
R OR HEAV 
meee TOM BUILT HITCHES 


Draw-Tite mokes a 
hitch for every car make, model and year! 
TWO SIZES — 2000 G.W. lbs. for boat and 
utility trailers; 5000 G.W. Ibs. for large 
boats, horse and traveling house trailers. 
One-piece construction .. . 


. . 15-minute installation. 






no assembling 


ONLY THE BALL SHOWS 8 


Additional profit-makers in the DRAW- 
TITE LINE 
Couplers (can’t release accidentally!) and 
NEW Field-Proven WINCHES (up to 3500- 
pound guaranteed pull!) 


LET THIS “SALESMAN” WORK FOR YOU! 


Cam Tension Trailer 


This name on the ball, being seen by 
hundreds of thousands in national adver- 
tising, is steering prospects straight to 
you. Make the DRAW-TITE line your extra 
profit-line . . . using your present facilities 
and personnel. 24-hr. factory shipments 
keep your inventory costs down. 


Trailer Products Division 


DRAW-TITE MANUFACTURING CO. 


a lol Team oa ea La 





Branch: Starke 15, Fla. 





profitable leasing. 


Costs 
Insurance 
Financing 


Accounting 


Depreciation Rates 
Service Costs 
Resale Policies 


Protection Against Losses 


PRICE $20.00 POSTPAID 
MAKE CHECKS PAYABLE TO: 


Ir 





AUTOMOTIVE NEWS, MAY 4, 1959 


'55 Belvedere (8) club coupe, $655; 4- 
dr., $575*; Savoy (8) club sedan, $410; 
Plaza (8) club sedan, $360. 

’54 2-dr., $300. 

PONTIAC—’57 Star Chief 4-dr., $1,425*; 
2-dr., $1,235*; Super Chief 4-dr., $1,- 
405*; Chieftain Catalina 2-dr., $1,320*. 

’56 Chieftain 4-dr., $790*, $775*. 
’55 Chieftain station wagon, $955* (ps); 
2-dr., $570. 

RAMBLER—’55 4-dr., $520*. 

STUDEBAKER—’55 Commander (8) 4-dr., 
$295*. 

’54 station wagon, $460*. 

MISCELLANEOUS—’58 International 
ton pickup, $980*. 

‘57 GMC %-ton pickup, $875. 

’56 Chevrolet carryall, $900. 

°55 Chevrolet stake, $755; 
pickup, $280. 


MELVINDALE, MICH. 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Apr. 22. 
BUICK—’57 Century Riviera 4-dr., $1,555* 

(ps); Special Riviera 2-dr., $1,425*; 
Riviera 4-dr., $1,315* (ps). 

"56 Super Riviera 2-dr., $1,115* 

$1,080*; Special 4-dr., $1,090*. 

"55 Super 4-dr., $890*; Special 

2-dr., $660*, $610*. 
CADILLAC—’'58 (62) 2-dr., 


iy - 


Ford %-ton 


(ps), 
Riviera 


$3,600* (ps). 


"57 (62) coupe de Ville, $2,615* (ps); 
sedan de Ville, $2,530* (ps), $2,500* 
(ps); (60) Special 4-dr., $2,430* (ps). 


’56 (60) Special 4-dr., $2,000* (ps), $1,- 


975* (ps); (62) 4-dr., $1,680* (ps). 
"55 (62) 4-dr., $1,175* (ps). 
"54 (62) conv., $1,325* (ps). 
CHEVROLET — '59 Impala (8) Hardtop 


2-dr., $2,500*; Brookwood (6), $2,250. 

"68S Impala (8) conv., $2,225* (ps); 
Hardtop 2-dr., $1,915* (ps), $1,500* 
(ps); Biscayne (8) 4-dr., $1,500. 

57 Bel Air (8) Hardtop 4-dr., $1,410*; 
2-dr., $1,055; Two-ten 
315*, $1,185*. 

"56 Bel Air (8) 4-dr., $850*; Bel Air) 
(6) 4-dr., $730*%; One-fifty (6) station | 
wagon, $810; Two-ten (8) 2-dr., $730*, | 


$725*. 
"55 Bel Air (8) Hardtop 2-dr., $s25°; | 
4-dr., $700*, $450*. | 
CONTINENTAL—’58 Mark III conv., $3,-| 
900* (ps). 
DeSOTO—'57 Firesweep Hardtop 2-dr., 
$1,550* (ps). 


’56 Fireflite 4-dr., $1,075* (ps). } 
DODGE — °57 Royal (8) Hardtop 4-dr., | 


$1,400* (ps). | 
'56 Suburban (8), $1,090*; Royal 2-dr., | 
$1,000°*. 


'55 Royal (8) Hardtop 2-dr., $650*; Cus- 
tom Royal (8) conv., $635*. 
EDSEL—’58 Corsair 4-dr., $1,825*. 
FORD—'59 Galaxie Victoria 2-dr., $2,550° 
(ps); Custom 300 4-dr., $1,760*. 

’58 Thunderbird (8) 2-dr., $3,155° (ps), | 
$2,965*; Fairlane (8) 500 conv., $2,-| 
020* (ps); Victoria 2-dr., $1,840*| 
(ps); Fairlane (8) 4-dr., $1,500*, 3 
at $1,475; Custom (8) 300 4-dr., $1,-| 
435. | 

'S7 Fairlane (8) 500 conv., $1,550*, $1,- 
520° Fairlane (6) 500 Victoria | 
2-dr., 

"56 Fairlane (8) Victoria 4-dr., 


" 
~ 
— 
ee 
> 


$1,280*; 








Harold D. Draper 


BOX 530, SAGINAW, MICHIGAN 


$1,140*, 
(6) 


conv., $1,200*; Victoria 2-dr., 
$1,060*, $1,000* (ps); Fairlane 
2-dr., $860*; Ranch Wagon (8), $1,-| 
000; Country Sedan (6) $920° (ps); 
Custom (6) Victoria 2-dr., $875*. 
’55 Fairlane (6) Victoria 2-dr., $770* 
(ps); conv., $620*%; Custom (6) 2-dr., 
$475 
HUDSON ~ 
$625* 
IMPERIAL—’57 Imperial 
(ps), $1,980* (ps). 
LINCOLN —’'56 Premiere Hardtop 2-dr., 
$1.575* (ps). | 
MERCURY—’58 Monterey 4-dr., $1,700*. 
'57 Monterey Hardtop 4-dr., $1,490*; | 
Hardtop 2-dr., $1,350*. 
"56 Medalist 2-dr., $715*. 
’55 Montclair Hardtop 2-dr., $710*. 


'56 Wasp Super (6) 4-dr., 


4-dr., $2,070* | 


OLDSMOBILE — '59 (88) Holiday 2-dr., 

$2,850°. 

"58 (88) 2-dr., $2,070* (ps). 

’57 (88) Super Holiday 4-dr., $1,690* 
(ps); (88) 2-dr., $1,400*. 

'56 (88) Super Holiday 2-dr., $1,265* 
(ps); 4-dr., $1,110*° (ps). | 

55 (98) 2-dr., $800* (ps); (88) 2-dr., | 
$800* (ps). 

PACKARD — ’55 Patrician 4-dr., $495* 
(ps); Clipper Hardtop 2-dr., $260* 
(ps). 

PLYMOUTH —58 Belvedere (8) Hardtop 
2-dr., $1,750* (ps), $1,715* (ps), $1,- 


675* (ps); Hardtop 4-dr., $1,730* (ps), 
$1,720* (ps), $1,690*. 


’ST Belvedere (8) Hardtop 4-dr., $1,- 
565* (ps); 4-dr., $1,125*; Suburban 
(8) Sport, $1,470%; Savoy (8) 4-dr., 
$950*, $920, $840*. 


’55 Savoy (6) 2-dr., $425. 
PONTIAC —’'58 Chieftain station wagon, 
$2,150* (ps). 
’55 Star Chief Hardtop 2-dr., $625*. 
’54 Star Chief Hardtop 2-dr., $450* (ps). 
RAMBLER—’58 Ambassador custom 2-dr., 
$1,750* (ps); Rebel custom 4-dr., $1,- 
575* (ps). 
’57 Custom station wagon, $1,615* (ps), 
$1,610* (ps). 
’55 Custom station wagon, $650. 
STUDEBAKER—’56 President 4-dr., $925*. 
’55 Commander 2-dr., $375*. 
MISCELLANEOUS — '54 Chevrolet panel, 
$385. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Apr. 22. 
Market still remains strong. Retail for the 
most part has been the best for dealers in 
some time. Buyers here from all the New 
England states. 

BUICK—’59 Electra Hardtop 4-dr., $2,- 
450* (ps). 
’57 Super Riviera 4-dr., $1,500* (ps); 
Special 4-dr., $1,300* (ps), $1,250*. 

’55 Special Riviera 2-dr., $910* (ps). 

CADILLAC—’57 (62) conv., $3,025* (ps); 
coupe de Ville, $2,850* (ps); sedan de 
Ville, $2,810* (ps). 








’55 (62) coupe de Ville, $1,700* (ps), 
$1,510*; (60) Special 4-dr., $1,685* 
(ps). 

’53 (62) sedan de Ville, $500* (ps). 

CHEVROLET—’59 Bel Air (8) 2-dr., $2,- 
310*; Bel Air (6) 2-dr., $2,010. 
’58 Impala (8) conv., $2,225* (ps); Bel 


Air (6) 2-dr., $1,750*; Brookwood (6), 
$1,700*; Bel Air (8) Hardtop 4-dr., 
$1,675* (ps); Two-ten (8) station wag- 


on, $1,425; 2-dr., $1,400, $1,250*; 
Two-ten (6) 4-dr., $1,150*, $1,100, $1,- 
ose. 


’57 One-fifty (6) 2-dr., $950. 

’56 Bel Air (8) conv., $1,285*, $1,210*; 
Bel Air (6) 4-dr., $1,115; Two-ten (6) 
4-dr., $1,060*; Two-ten (8) 4-dr., $1,- 
000* 


Hardtop 2-dr., $980*, 
(6) Hardtop 2-dr., 


5S Bel Air (8) 
$860"; Bel Air 











$970*, $945*, $810, $750; Two-ten (6) 
station wagon, $900*, $830*. 

DeSOTO—’ 57 Firedome Hardtop 2-dr., $1,- 
475* (ps), $1,405*, $1,400*. 

DODGE — ’°55 Royal (8) Hardtop 2-dr., 
$575*; Coronet (6) 4-dr., $440*, $405*. 

EDSEL—’58 Ranger Hardtop 4-dr., $1,- 

§ 


475*. 
FORD —'58 Country Sedan (8), $1,675* 
(ps). 
'57 Del Rio (8) Ranch Wagon, $1,400*; 


Country Sedan (8), $1,100; Custom 
(6) 300 2-dr., $1,040; Custom (8) 
4-dr., $1,035. 

’56 Custom (8) 2-dr., $740. 

’55 Custom (8) Ranch Wagon, $1,000*; 
Fairlane (8) Victoria 2-dr., $810*; 
4-dr., $690*, $470; Custom (6) Ranch 


Wagon, $540*. 
IMPERIAL—’56 4-dr., $1,250* (ps). 
*52 Hardtop 2-dr., $105* (ps). 


LINCOLN—’57 Capri Hardtop 2-dr., $1,- 
850* (ps). 
MERCURY—’ 52 4-dr., $185. 
OLDSMOBILE — ’57 (88) Holiday 2-dr., 
$1,625*, $1,575* (ps); (98) 4-dr., $1,- 
475* (ps). 
*56 (88) Holiday 2-dr., $1,100*. 
"55 (88) Super Holiday 4-dr., $975* 
(ps). 


PLYMOUTH—’59 Savoy (6) 4-dr., $1,835. 

"58 Belvedere (8) Hardtop 2-dr., $1,900* 

(ps), $1,745*; Plaza (6) station wag- 
on, $1,505. 

"57 Suburban (8) Deluxe, $1,200; Plaza 
(6) 2-dr., $1,090*; Savoy (8) 2-dr., 
$1,000, $930; Plaza (8) 4-dr., $825*. 

"56 Plaza (6) 2-dr., $475. 


PONTIAO — ’57 Chieftain Catalina 4-dr., 


$1,370*. 

"55 Chieftain station wagon, $900* (ps); 
4-dr., $760* (ps), $575; Star Chief 
Catalina 2-dr., $820* (ps). 


RAMBLER—’58 American 2-dr., 
*56 Super (6) 4-dr., $670. 


$1,190. 















STUDEBAKER—’54 Commander (8) 4-dr., 
$335. 
WILLYS—’53 station wagon, $275. 
MISCELLANEOUS—'59 Ford %-ton pick- 
up, $1,375, $1,300. 
°56 Volkswagen panel, $610. 
55 Ford %-ton pickup, $565*; Chevrolet 
pickup, $560. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Apr. 22. 
Heaviest demand here is ‘55, °56, ’57 


models, with every clean piece premium 

money. 

BUICK—’57 Super 4-dr., $1,480* (ps). 
’56 Special 2-dr., $855*; 4-dr., $2,000*. 
’55 Century 2-dr., $920*, $740* (ps); 

Special 2-dr., $885*, 2 at $705*. 

CADILLAC—’58 (62) sedan de Ville, $3,- 

630* (ps). 


’56 (62) sedan de Ville, $1,815* (ps). 
CHEVROLET—’59 Impala (8) 4-dr., §2,- 
495, $2,400* (ps), $2,380* (ps); 2-dr., 
$2,505*; conv., $2,435* (ps). 

’58 Impala (8) conv., $2,010* (ps); Bis- 
cayne (8) 2-dr., $1,440; 4-dr., $1,305. 

’57 Bel Air (8) 2-dr., $1,655*; 4-dr., 
$1,565*, $1,505; 2-dr., $1,480*, $1,280; 
Two-ten (6) station wagon, $1,255*; 
4-dr., $1,105, $1,030; 2-dr., $1,055*; 
Two-ten (8) 4-dr., $1,105. 

"56 Two-ten (8) station wagon, $1,075; 
Bel Air (8) 4-dr., $890, §855*; Two- 
ten (6) 2-dr., $835; One-fifty (6) 4-dr., 
$725. 

"55 Bel Air (8) 4-dr., $§915* 
dr., $765, $735*; Bel Air 
$885*; Two-ten (8) 4-dr., $740; Two- 
ten (6) 2-dr., $690*, $430; One-fifty 
(8) 2-dr., $630*. 

CHRYSLER—’58 NY 2-dr., $2,425*. 
DeSOTO—'56 Fireflite 4-dr., $715*. 


(Continued on Page 46, Col. 1) 


(ps); 2- 
(6) 4-dr., 








(3) 4-d., $1,-) 009" 
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Dealers Profit by Se 


Jw Woremans 


n they supply demand for 
remarkable, fast-moving 






a a Prospects are 


PRE-SOLD on brilliant, 

new car PERFORMANCE 
Pioneer of a 

national trend in 


REPLACEMENT (=)NGINES 






as advertised in 
The Saturday Evening 
POST 




















dependable, low-cost 
transportation. 

Winner of 
national awards 
for stimulating 


traffic for dealers 


ate Sterling 


Quality Control in materials 
and workmanship set entirely 
new standards of value. 


Pride Jn Workmanship " 


a distinguishing virtue of Mustang Replace- 
ment Engines . . . is a quality with enormous 
appeal to your car and truck owner customers. 
Power-packed, precision-built MUSTANG is 
truly a dynamic, pace-setting engine assuring 
10% more power, longer life, lower operat- 
ing and maintenance costs and customer satis- 


faction beyond expectation. 


dealerships are richly reward- 
ing for every type of automotive service shop. 
Money-making advantages include complete 
lines, one day installations, $10.00 per shop 
hour profit, liberal trade-in allowancés and 
extra profits selling related parts. 


“Powerhyul 


fabulous profit story. 





Ce eeeeeeeeaesece 


POST advertising, service 
clinics and merchandising aids are skillfully 
coordinated to help your shop hit the jack-pot 
with MUSTANG. See your jobber for this 
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Premium quality castings 
and parts are checked and 
double-checked with mag- 
netic particle inspection 
equipment that pinpoints 
invisible flaws. 





Close tolerance and pre- 
cision fit in every opera- 
tion are verified by mi- 
crometer readings and 
thickness gauge check- 
outs. 





Seasoned engine blocks 
and castings are specified 
to guard against engine 
distortion and assure life- 
time alignments. 


SP eeoeececoseeeceoe 
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MUSTANG ENGINES 
International Road, Garland, Texas 






46 AUTOMOTIVE NEWS, MAY 4, 1959 


(ps), $1,840* (ps); 4-dr., $1,600* | LINCOLN — ’58 Premiere Hardtop 4-dr., 











(ps); Biscayne (8) 4-dr., $1,735*. $3,250* (ps). 
@ e ’57 Bel Air (8) station wagon, $1,770* | MERCURY—’57 Monterey Hardtop 2-dr., > 
(ps); Hardtop 4-dr., $1,695* (ps), $1,- $1,450*; 2-dr., $1,295*; 4-dr., $1,230°. Now You an et 
se = ar uc ion rices 610*; Two-ten (8) station wagon, $1,- ’56 Montclair Hardtop 2-dr., $1,170*; 
670*, $1,650*; Delray, $1,540*; 4-dr., Custom Hardtop 2-dr., $1,150; 4-dr., 7 n ran 
$1,400*; One-fifty (6) 2-dr., $1,100. $1,035*. B gg | 
’56 Bel Air (8) station wagon, $1,375*; ’55 Montclair Hardtop 2-dr., $1,110* ! er SU ce 
Hardtop 2-dr., $1,340*; Two-ten (8) (ps); Custom Hardtop 2-dr., $995"; e 
(Continued from Page 45) 2-dr., $1,120; One-fifty (8) 2-dr., Monterey 4-dr., $820*. Profits 
$950; Two-ten (6) 4-dr., $900*. ’54 Custom Hardtop 2-dr., $735*. | 
DODGE—’56 Royal (8) 4-dr., $750*. | PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- ’55 Bel Air (6) Hardtop 2-dr., $1,300*| NASH—’55 Ambassador (8) 4-dr., $700*| {| Teday, dealers are discovering that the 
FOR D—'59 Thunderbird 2-dr., $3,670* 265*; Savoy (8) 4-dr., $765*; Savoy (ps); Bel Air (8) 4-dr., $1,035; Two- (ps). |f real profit from selling cars comes from 
(ps), $3,255* (ps); Galaxie (8) 4-dr., (8) 4-dr., $755. ten (6) 2-dr., $975*. OLDSMOBILE—’58 (88) Fiesta, $2,675* self-finance and retrospective collision 
$2,415* (ps), $2,340*; Fairlane (8) 2- 56 Belvedere (6) 2-dr., $710; Savoy (8) ’54 Bel Air station wagon, $770; 2-dr., (ps). |f as well as prepaid credit life and A & 
dr., $2,000*, 2-dr., $655; Plaza (8) 2-dr., $630. $735*; Two-ten (6) 4-dr., $455*. ’57 (98) conv., $2,055* (ps). | insurance. A legitimate source of income, 

’568 Country sedan (8), $1,680*; Fairlane "65 Belvedere (8) 2-dr., $805*. CHRYSLER—’55 NY 4-dr., $1,070* (ps). °56 (88) Holiday 2-dr., $1,150*. which grows and grows, is the reserve 
(8) 500 4-dr., $1,605, $1,710; 2-dr., PONTIAC—’'56 Chieftain 4-dr., $775*. DeSOTO—’55 Fireflite Hardtop 2-dr., $1,- '55 (98) Holiday 4-dr., $1,225* (ps). enjoyed from time selling. Why pass 
$1,565*, $1,355; Custom (8) 300 4-dr., 55 Chieftain 4-dr., | $795*. 125° (ps). ’54 (98) Holiday 2-dr., $840* (ps). |— your profits on to other finance and in- 
$1,195. RAMBLER — ’56 (8) ‘station wagon, $1,- DODGE 57 Coronet (8) 2-dr., $1,265*. | PACKARD—’56 Hardtop 2-dr., $1,020°*. surance companies when you can start 

’57 Fairlane (8) 500, $1,490* (ps); 2- 050*. 55 Royal (8) station wagon, $1,195*| PLYMOUTH ’57 Custom (8) Suburban, your own? 
ar., $1,455*, $1,450* (ps), 2 at $1,430, | STUDEBAKER—’53 Champion (6) 2-dr., __ (ps), $1,025*; Lancer 2-dr., $970*. | $1,645, $1,495*, $1,465*; Savoy (8) 4- a 
$1,405* (ps), $1,315* (ps), $1,275; 4- $355". 54 Meadowbrook 4-dr., $365*. dr., $1,190*. Authoritative 136-page book ‘“‘How fe 
ar, $1,405*, $1.355* (ps); Custom (8) | MISCELLANEOUS — ‘56 Chevrolet panel, |EDSEL—'58 Ranger Hardtop 2-dr., $1,-| 56 Belvedere (8) Hardtop 2-dr., $1,000; || raise cash to finance and insure your 
300 4-dr., $1,145*; 2-dr., $1,095, $1,- $575; Ford %-ton, $805. ___ 550°. ; Plaza (6) 2-dr., $795; Savoy (8) 2-|| automobile time sales’ covers all angles. 
005, $990*: Custom (6) 300 2-dr., ’54 Ford %-ton, $440. FORD—'59 Galaxie (8) Hardtop 2-dr., $2,- dr., $775*; Plaza (8) 4-dr., $760*. | This book is worth many thousands of 
$1,010, $920. oa: aa oo. sO), alee , ’55 Belvedere (8) 4-dr., $820*; Hardtop | ae es —_e by authorities who have 

‘ lane ( 2-dr., ,300*, ‘ station wagon , ,900 Ps); | 2-dr., $795* (ps). more than a quarter century of 

“SLa8" $1,020", Victoria gage He PORTLAND, ORE. Fairlane (8) 500 Victoria 4-dr., $1,850* | PONTIAC — '57 Chieftain Catalina 4-dr., experience! No dealer who plans te 
195*, $1,105* (ps), $1,095* (ps), $905*; Portland Auto Auction, Inc. Sale every omnes $1,840* (ps). 1 $1,460* (ps). stay in the automobile business can 
club’ sedan, $1,055*, $1,005* (ps), | Tuesday. Prices are for sale of Apr. 21. 57 station wagon (8), $1,640*, $1,625, | ’56 Star Chief Catalina 4-dr., $995*|§ owerlook self-finance and retrospective 
$950*; Town sedan, $985*, $905*; 2- | BU a LeSabre Hardtop 4-dr., §$2,- Te am, fae “a va. (ps). ‘nea insurance income. 
dr., *, ; 4-dr., $835*. 5*. “GF., 00" le ic-| °'54 Chieftain conv., $515*; Catalina, 

155 Glows «8% Wieticte nee s6s°, $945*, ’57 Century Riviera 4-dr., $1,775* (ps), toria 2-dr., $1,520* (ps); Custom (8) | $515*; 4-dr., $485°*. Free with this introductory order—fy 
$875", $872*, $865*: 4-dr., $925; 2- $1,630* (ps); Special 2-dr., $1,550*;| , 300 2-dr., $1,260; 4-dr., $1,230. RAMBLER—'58 Super (6) station wagon, | thoritative “Skip Manual.” Trace “skips 
dr., $755*; Custom (8) 2-dr., $765, of Gon 4-dr., $1,425*. ae se. nant “——" go $2,075*: 4-dr., $1,425*. easily. Save money! Cut waste motion! 
745°, $625: 4-dr., $720. ’56 Century Riviera 2-dr., $1,375* (ps); ) ctoria 2-dr., $1,285*; ’55 (6) Cross Country, $1,170*. pam 

aueete es F i = -dr., $865* ( Riviera 4-dr., $1,000* (ps); Special conv., $1,145*; 4-dr., $1,090*; Custom | STUDEBAKER—’56 Sky Hawk (8) Hard- pan Ma ny py 
remiere 4-dr., $865* (ps). Riviera 4-dr., $1,245* (ps). (8) 4-dr., $935*; Main (8) 4-dr., $845 top 2-dr., $1,265* (ps). i P teamodiet sh hen additi 
MERCURY—’57 station wagon, $1,600. '55 Special Riviera 2-dr., $1,055*, $785*.| "55 station wagon (8), $1,010*, $985°| 55 President (8) Hardtop 2-dr., $735*; || OS mec oiss is required a 
OLDSMOBILE —’56 (88) 2-dr., $1,320* | CADILLAC—’57 (62) coupe de Ville, $3,- (ps); Crest (8) 4-dr., $700°; Custom | Commander (8) 4-dr., $520* werkmg capne: ts requrce. 
(ps), $1,155*, $1,055*; Holiday 4-dr., 000* (ps), $2,930* (ps). (8) 4-dr., $695°. a WILLYS—’55 station wagon, $1,280. |] All for only $10.00. 
$1,180* (ps); (98) 4-dr., $1,280* (ps); 54 (62) conv., $1,395* (ps). 54 station wagon (8), $895*, $770*; | MISCELLANEOUS—’57 Ford %-ton pick- 
(88) Super 4-dr., $1,265*, $1,235* (ps). | CHEVROLET—'59 Impala (8) Hardtop 4- Crest (8) Victoria 2-dr., $615*; Cus- up, $1,355 Farrand Publications, Inc., 103 W. Sth, 

"55 (88) 4-dr., $955; 2-dr., $895*; (98) dr., $2,750* (ps), $2,575* (ps); Hard- tom (8) 2-dr., $550 | °56 Ford %-ton pickup, $850. Royal Oak, Michigan. 

2-dr., $950* (ps). top 2-dr., $2,600* (ps). IMPERIAL — '57 Hardtop 2-dr., 2,625* 565 Dodge i-ton, $910 
PAOKARD—’55 Clipper 4-dr., $415*. ’58 Bel Air (8) Hardtop 4-dr., $1,850* (ps). | 














sibespanatiiaenenpinenniment _______| WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
Apr. 23. Consignment and sales both up 








as bidding continued red hot throughout 
ew yVE' the day. 
ee BUICK—’59 LeSabre Hardtop 2-dr., $2,- 
665* (ps). 


’58 Limited Riviera 4-dr., $3,050* (ps) 


’57 Super Riviera 4-dr., $1,410* (ps) aR, 
°56 Special conv., $1,000* (ps); Riviera Y 
2-dr., $940*; Super 2-dr., $1,000* (ps); 
MAKES AUTOMOBILE AIR CONDITIONING con, $095" (ned; adi... $800" pe). | Z, E 


"55 Special Riviera 2-dr., $775*. 
54 conv., $550° (ps). 7 SER Gl 
iS Ud / CADILLAC—’57 (60) Special 4-dr., $2,800* 
SERVICE AND vary PTALA vee PS). ; wane Bs Dee-Jay Distributing Company is 
yume, G1 3008 — (ps); sedan de pleased to announce their appoint- 
"54 (62) coupe de Ville, $1,325* (ps); ment as exclusive distributors in 
sedan de Ville, $930* (ps) Michigan for Stromberg-Carlson 


of 2 wer a - a . , 2 45 
YOU, Too, Can Provide Professional | CHEVROLET —'39 Corvette conv., $3.150:||/ fine line of custom auto radios. We 


(ps); Bel Air (8) Hardtop 2-dr., $2,- will be happy to have a repre- 


* £ | an te (ps). . @n.180*: Pwot g) ||| sentative call to discuss your needs. 
Service for ALL Makes and Models | ee Oa ee Oo Lee 


"56 Two-ten (6) 2-dr., $730; Two-ten 
(8) 4-dr., $700°, DISTRIBUTING COMPANY 


+ C ' di ' } ‘55 Bel Air (8) Nomad, $750*; Two-ten 21930 Woodward, Ferndale 20, Mich. 
of Car Air Conditioners! (ey t-aer, $500 Ay ing ery ne 


’54 One-fifty 4-dr., $280. Ac je 
CHRYSLER—'55 NY conv., $1,005* (ps) and cossories a) 
"54 Windsor (6) 4-dr., $350*. 


he el ae et oeyegeey : 
MUCH AT 85%-One Dealer Reports re ie, aees| DEALERS 


(ps) 
FORD—'59 Fairlane (8) 500 conv., $2,505* 


y (ps); Victoria 4-dr., $2,250* Ss); al 
xx REDUCES SERVICE TIME UP TO 50% agers 2) ttt ime eae an ae 
“ “ Grenier saan (9). $1:400; Camem (| _ 
% A COMPLETE “PACKAGED” MA- Ma) Ta, io Gatton’ Gy 800" 
dr., ,030*. 
CHINE FOR ALL SERVICING, IN- ee 2e.. we, Opn cutee 
300 4-dr., $625*; Country sedan (8), 


CLUDING LEAK-TESTING ‘58 Country sedan (8), $690° (pe). 


| 54 Custom (8) 4-dr., $420* (ps), $350 
| IMPERIAL—'53 4-dr., $325* (ps). 
MERCURY—'56 Colony Park, $2,400* 











a 


F 
Smaller (ps): Medalist Hardtop 2-dr., $845 If 
"54 Monterey 4-dr., $475* (ps); Hardtop r 
AIR-CON 2-dr., $445, $430%; Custom (8) 2-dr., F 
$390* ; 
Model NASH—’'53 Ambassador (6) 4-dr., $205*. ae 
| OLDSMOBILE—’59 (88) Super conv., $3.,- 
Serves 095* (ps); Holiday 4-dr., $2,900* (ps). “Ea 
| °S7 (98) Holiday 4-dr., $1,550* (ps). 
Where | °56 (88) Super conv., $870* (ps). 
AIR PACKARD—’56 Clipper 4-dr., $500* (ps). 
PLYMOUTH—’55 Plaza (6) station wagon, f.o.b. 
$635; Belvedere (6) 2-dr., $470; Savoy 
CONDITIONING (8) 4-dr., $420; Plaza (8) 2-dr., $360. ELKHART 
Service | °54 Belvedere (6) conv., $350. 
| PONTIAC—'59 Bonneville conv., $3,310* | 
Traff (ps) FULL PRICE FOR THIS 
ratric ’57 Star Chief Catalina 2-dr., $1,255. 


'56 Star Chief station wagon, $995* | bP bl OFFICE! 
(ps); Catalina 4-dr., $900*; conv., 2/ orta e 
at $850* (ps), $675* (ps). 


55 Star Chief Catalina 2-dr., $760*;| You can have a better office at les 
Chieftain 2-dr., $590. - ao an 1] 
RAMBLER—’57 Super (6) 4-dr., $1,035. cost—and can avoid building delays 


MISCELLANEOUS—’58 Willys dispatcher,| Send coupon below for complete infor 


Is Light! 





$650. i o 1 710 as illustrated 
’56 Ford %-ton pickup, $670, $605, $550. | mation n Mode 
’55 Chevrolet delivery sedan, $500. e i ilt—ready for use. 
’54 Kaiser 4-dr., $905. Complete Y probe Y 
| @7’ x 10’ with 7’ high ceiling. 
FARGO, N. D. © Large windows on all four sides. 
Tri-State Auction Company. Sale every| ® Steel frame and skids—undercoated. 
Thursday. Prices are for sale of Apr. 23. © Attractive interior paneling. 
Steady. Sold 7 = | 
—— old 74 cars from 135 consign © Special metal exterior. 
aay *56 Super 4-dr., $900* (ps). © Choice of exterior colors. 
55 Century 4-dr., $815*. 
CADILLAC—’57 (62) sedan de Ville, $2,-| * Linoleum tile floor covering. 
600* (ps). © Ceilings and walls insulated. 


CHEVROLET—'58 Brookwood (8) 4-dr., 
$1,825; Biscayne (8) 4-dr., $1,675*| ® Light plug—telephone jack. 


(ps), $1,515, $1,275. © Fluorescent ceiling light. 


57 Bel Air (8) 4-dr., $1,625*, $1,290°; ided 
Two-ten (8) 4-dr., $1,290, $1,170, $1,.| © Portable towing loops welded to 








155. skids on each corner. 
. ‘ s ’55 Bel Air (8) 4-dr., $800*. quamawan cwenamanamananasane ane 
; ie — acne a <P " PORTABLE STRUCTURES 
———————— A . jE—’ oya (6) 4-dr., $ 0*, | 
e si, MANUFACTURED BY FORD—58 Country. sedan (8), $1,945*| P-0- Box 38F4, Telephone ORchard 488 


(ps), $1,735, $1,695; Fairlane (8) 500| Osceola, Ind. 


| WRITE, WIRE or PHONE for FRIGIKAR CORP or a es ae $1,240* (ps);| Please send further information on 
l * Custom (8) 300 2-dr., $1,175*, $1,145, | PORTABLE OFFICE Model 710: 

























Specifications . ; $1,105*; Custom (6) 300 2-dr., $920, 
| r / Since 1949, Pioneer Manufacturers $910. ao _ * ail 
| Literature 5. OF Fercons re and FRIGIKAR “Ranch ‘wagon (8) 2-dr., $1,045; Pair: a i 
Automobile Air Conditioners lane (6) 2-dr., $820. ADDRESS 
'55 Fairlane (6) 4-dr., $630; Main (6) 4 
| and Prices '1602 Cochran %* Dallas, Texas eee wea - 
' Ph Riv ide 1 none Crest (6) 4-dr., $320*. 
Be soo cero sem cence ante cee eee ai one ersi -1661 : Sa.0e” te. Premiere Hardtop 2-¢r., ciTy 
(Continued on Page 47, Col. 2) etree 
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Backed by a Sales-Making 
Advertising and Merchandising 

an. WRITE FOR DETAILS! 
AMALIE DIVISION 
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Increase new and used car 
sales with the imaginative and 
exciting sports car for the 
youngsters! — THE VANGUARD 





| Every kid wants a VANGUARD of 

his own! .. . Over 5 feet long . . . 
| Fiberglass body . . . Powered with 
| @ real gasoline engine . . . safety 
] engineered especially for young- 
| sters! Thousands already sold at 
| list prices to 179.95. 


A ce se ee ee ee ee ee 


lL USE THE VANGUARD AS A NEW-CAR 

SALES CLINCHER ... pitch “TWO BRAND 
NEW CARS FOR THE PRICE OF ONE”, or 
“BUY ONE CAR—GET A SECOND FREE OF 
ADDITIONAL COST”, or let your salesmen 
vse the VANGUARD at his discretion. 


USE IT AS A CONTEST PRIZE . . . You'll 

have every youngster in town working 
for you. Have his parents sign the contest 
tard in your showroom. 


3. USE IT IN A POWERFUL PROMOTION 

OF YOUR OWN DESIGN . . . Local club 
and church groups would love to borrow 
your VANGUARD for a money raising ba- 
Zeer, and your name would be all over it. 
Or organize a big VANGUARD ride party 
for the kids (accompanied by parents). 


4, Take advantage of the powerful and 

unique promotion valve of the VAN- 
GUARD before your competitors beat you 
to it. Phone or write for details, but do it 
now, while the VANGUARD can help you 
the most during your best selling season. 
(Seles aids available). 


Phone or Write Direct 


DIAMOND 
another QUALITY 
PRODUCT 


THE GREAT LAKES TRACTOR CO. 


510 Hanna Bldg. ¢ Phone: TOwer 1-4700 
Cleveland 15, Ohio 


One of the world's largest producers of 
Powered lawn mowers and juvenile cars. 











Used-Car Auction Prices 





(Continued from Page 46) 


56 Capri 4-dr., $1,120* (ps). 
NASH—’52 conv. 2-dr., $160. 
OLDSMOBILE — ’'56 (98) 4-dr., $1,140* 
(ps). 
*54 (98) 4-dr., $750*, $650* (ps). 
PLYMOUTH—’58 Savoy (8) 4-dr., $1,485*. 
56 Savoy (8) 4-dr., $725*. 
’54 Plaza (6), $150. 
RAMBLER—'5S Rebel 4-dr., $1,615. 
MISCELLANEOUS - '57 Ford 1%-2-ton, 
$1,400 


°56 International 2-ton, $1,025; Ford %-| 


ton, $835; GMC %-ton, $825*. 


’55 Ford 2-ton, $985, $925; ™%-ton, $665. | 
| ov". 
PLYMOUTH 


’54 Chevrolet 2-ton, $790. 


LOS ANGELES 


Harold Henry’s Los Angeles Auto Auc- 


tion. Sale every Tuesday. Prices are for | 


sale of Apr. 21. 
BUICK—’59 LeSabre Hardtop 2-dr., $2,- 
775* (ps). 
’58 Century Riviera 2-dr., $2,350* (ps). 
’57 Century Riviera 4-dr., $1,925* (ps); 
conv., $1,680* (ps), $1,525*; Riviera 
2-dr., $1,625*; Special Riviera 4-dr., 
$1,475* (ps); 4-dr., $1,250*. 


’56 Special Estate Wagon, $1,420* (ps); | 
2-dr., $835*; Century Riviera 4-dr., | 


$1,275* (ps); RM Riviera 4-dr., $1,- 
125* (ps). 

’55 Century Riviera 4-dr., $880* (ps); 
Riviera 2-dr., $850* (ps). 

’54 Century Estate Wagon, $860*; Ri- 
viera 2-dr., $575* (ps); Super Riviera 


2-dr., $595*; Special 4-dr., $540*; Ri- | 


viera 2-dr., $495*. 
CADILLAC—'58 El Dorado Seville, $4,500* 


(ps); (62) coupe de Ville, $4,000*| 


(ps) 

'57 (60) Special 4-dr., $3,325* (ps); 4- 
dr., $3,075* (ps); El Dorado Seville, 
$3.200* (ps); (62) coupe de Ville, $3,- 
000* (ps), $2,760* (ps); sedan de 
Ville, $2,965* (ps). 

’56 (60) Special 4-dr., $2,435* (ps), $2,- 
210* (ps); (62) coupe de Ville, $2, 
(ps), $2,350* (ps), $2,185° (ps), 
O85* (ps); sedan de Ville, 2 
(ps), $2,165* (ps), $1,975* (ps). 

’55 (62) coupe de Ville, $2,070* (ps); 
sedan de Ville, $1,650* (ps); (60) Spe- 
cial 4-dr., $1,825* (ps). 

"54 (62) coupe de Ville, $1,345* (ps). 








CHEVROLET—'59 Impala (8) 4-dr., $2,- 


305* (ps). 

’5S Corvette, $3,050, $3,020; Impala (8) 
coupe, $2,260* (ps); Nomad (8), $2,- 
240* (ps); Brookwood (8), $2,000*; 
Bel Air (8) Hardtop 4-dr., $1,985* 


(ps), $1,910* (ps), $1,845* (ps), $1,-| 


805° (ps), $1,785* (ps); Hardtop 2- 
dr., $1,900*; 4-dr., $1,830*° (ps); Bis- 
cayne (8) 2-dr., $1,735*; 4-dr., $1,- 
725*, $1,500; Biscayne (6) 4-dr., $1,- 
700°. 

’57 Corvette, $2,360; Two-ten (8) 
Townsman, $1,750* (ps); 4-dr., $1,- 


285*: Bel Air (8) Hardtop 2-dr., $1,-/| 


690*: conv., $1,565* (ps); 4-dr., $1.- 
525°; One-fifty (6) Handyman, $1,460. 

'56 Two-ten (8) Townsman, $1,315*; 
Hardtop 4-dr., $1,155*. 

*55 Bel Air (8) 4-dr., $1,075* (ps), $950° 
(ps); conv., $825*%; Two-ten (8) 
Townsman, $1,050*%; Delray, $850*; 
Two-ten (6) 4-dr., $680, $625; 2-dr., 
670: One-fifty (6) 4-dr., $625*; 2-dr., 


$505. 
’54 Bel Air 2-dr., $680*; 4-dr., $570. 


CHRYSLER—’58 NY Hardtop 2-dr., $2,- 
550° (ps). 

"57 Windsor 4-dr., $1,585* (ps). 

’56 Windsor 4-dr., $1,190* (ps). 
DeSOTO—'57 Firesweep Explorer, $2,080* 
(ps); Firedome 4-dr., $1,370* (ps). 
DODGE—’58 Sierra (8), $2,235*; Coronet 

(8) Lancer 4-dr., $1,730* (ps). 

"57 Coronet (8) conv., $1,280°*. 

56 Custom Royal (8) Lancer 2-dr., $1,- 
210* (ps); Coronet (8) Lancer 2-dr., 
$845". 

"55 Coronet (8) Lancer 2-dr., $725*; 4- 
dr., $685°. 

FORD—’'59 Thunderbird, $4,350* (ps), $3,- 
800° (ps); Fairlane (8) 500 conv., $2,- 
515° (ps); club sedan, $2,240* (ps). 
$2.100*: Galaxie (8) 4-dr., $2,430* 
(ps); Fairlane (8) Town Sedan, $2,- 
065* (ps); Custom (8) 300 4-dr., $2,- 
050* (ps); Custom (6) 300 4-dr., $1,- 
780 


"58 Thunderbird, $3,525* (ps), $3,495* | 


(ps), $3,445* (ps), $3,385* (ps); 
Ranch Wagon (8), $1,950*; Country 
Sedan (8), $1,800; Custom (8) 300 
4-dr., $1,555*; Custom (8) 4-dr., $1,- 
175°. 

’57 Thunderbird, $2,840* (ps); Country 
Sedan (8), $1,775* (ps), $1,700* (ps); 
Country Squire (8), $1,700* (ps); Fair- 
lane (8) 500 Victoria 2-dr., $1,585* 


(ps); club sedan, $1,505* (ps), $915*; | 


Victoria 4-dr., $1,500*, $1,425* (ps); 


Del Rio (8) Ranch Wagon, $1,560*; | 


Custom (8) 300 2-dr., $1,325*, $1,270* 
(ps); 4-dr., $1,225*; Fairlane (8) club 
sedan, $1,130". 

56 Country Sedan (8), $1,200*, $1,140* 
(ps), $1,105* (ps), $1,065; Custom (8) 
Ranch Wagon, $1,030*; 4-dr., $905* 
(ps), $835*; 2-dr., $825*: Fairlane 
(8) Victoria 2-dr., $1,020*%, $975*, 
$950*; conv., $975*; club sedan, $975*; 
Victoria 4-dr., $850*; Main (8) Ranch 
Wagon, $800*. 

'55 Fairlane (8) Victoria, $980*; conv., 
$750*; Main (8) Ranch Wagon, $715*; 
2-dr., $630: 4-dr., $575*; Country 
Sedan (6). $695; Main (8) 2-dr., $630; 
4-dr., $575*; Custom (8) 2-dr., $625; 
Custom (6) 4-dr., $610*. 

*54 Country Sedan (8), $470*; Crest (6) 
4-dr., $520; Custom (8) 2-dr., $440*; 
4-dr., $395*; Crest (8) conv., $415*, 
$390*; Main (8) 2-dr., $395; Country 
Sedan (8), $385. 

HUDSON — '54 Hornet (6) Hollywood, 
°. 


$190*. 
LINCOLN — ’'57 Premiere conv., $2,130* 
MERCURY—’59 Park Lane Hardtop 4-dr., 
$3,190* (ps). 

‘58 Voyager 4-dr., $2,455* (ps); Com- 
muter 2-dr., $2,200* (ps); Monterey 
2-dr., $1,800*. 

’57 Montclair 4-dr., $1,575* (ps); Phae- 
ton 4-dr., $1,495*; Monterey 4-dr., $1,- 
425* (ps); coupe, $1,390. 

’56 Monterey station wagon, $1,220* 
(ps); Montclair coupe, $1,085*; Cus- 
tom Hardtop 2-dr., $925*; 2-dr., $885*. 

*55 Montclair coupe, $815* (ps); Mon- 
terey coupe, $710*, $505*; Custom 4- 
dr., $475. 


’54 Monterey coupe, $645*, $560*, $525*, 


NASH—'54 Statesman club coupe, 
"52 Ambassador sedan, $135. 
| OLDSMOBILE — 


Super Holiday 
’57 (88) Holiday 2-dr., $1,900* (ps), $1,- | 
Holiday 2-dr., 
’55 (98) conv., 
Super Holiday < 
"53 (88) 4-dr., 
—'59 Belvedere 


(8), $2,250* 





(8) Hardtop 2-dr., $1,340*; 
Hardtop 2-dr., 
Hardtop 2-dr., 


"56 Suburban (8), $915; Savoy (8) 4-dr., 


’57 Super Chief Catalina < 











| 


RAMBLER—’59 Super 4-dr., $2,225*. 


STUDEBAKER—’59 Silver Hawk (6), $1,- | 





(88) Super 4-dr., | 


| day. Prices are for sale of Apr. 21. Market | 
continues on a solid level basis. Demand 
still running high for clean sharp mer-| . . ie 
chandise. Sales percentage good, Sold 107 Syracuse Auto Auction. Sale every Wed 
cars from 141 consignments. 





Thruway Auto Auction. Sale every Tues- 
day (Apr. 21). Weather: Sunny and mild. 
Sold 83 percent of 94 cars entered. 
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price. Clean models selling fast. Sold 76 


cars from 89 consignments. 


$1,500* (ps). 
’56 Chieftain Safari, $1,345*; Catalina 








2-dr., $895*, $865* (ps), $820*; Star) 
Chief Catalina 2-dr., $990*; Catalina | CHICAGO 
4-dr., $955*. | Greater Chicago Auto Auction, Sale every 


Thursday (Apr. 23). Sold 386 cars from 
624 consignments. 


DETROIT 

| Motor City Auto Auction. Sale every 
Monday (Apr, 20). Sold 191 cars from 376 
consignments. 


DYER, IND. 
Len Pollak’s Dyer Auto Auction. Sale 


’55 Chieftain Catalina 2-dr., $875* (ps); 
Star Chief conv., $795*. 

’54 Chieftain Deluxe 2-dr., $450, $445*, 
$350*. 





| 
| 

’58 American 2-dr., $1,235. 

57 Super Cross Country, $1,490*. 

’54 Custom 4-dr., $515*. j 
| 
| 
| 


740. every Friday (Apr. 24). Sold 280 cars 
| MISCELLANEOUS — °58 Chevrolet 1-ton | ‘T°™ 377 consignments. 
pickup, $1,285; Ford Ranchero, §$1,- MANHEIM, PA. 
640". | Manheim Auto Auction. Sale every Fri- 
’57 Chevrolet %-ton pickup, $1,050,| day (Apr. 24). Weather: clear, Sold 80 
$1,000; %-ton stake, $960; Dodge! percent of 742 cars registered. 
%-ton pickup, $1,005; Ford Ranchero, | 
$1,400, $1,285; %-ton pickup, $850. MASON CITY, TA. 
56 Ford %-ton pickup, $885*, $800; %-| Central States Auto Auction. Sale every 
ton pickup, $775 . r Wednesday (Apr. 22). Plenty of action! 
'55 Ford %-ton pickup, $720, $650*,|COuld have sold 100 more cars. Never 
$575. | hotter. Sold 134 cars from 165 consign- 
* * * ments. 


° ° . NASHVILLE, TENN. 
— Auctions in Brief hae Nashville Auto Auction. Sale every Wed- 


NEW YORK CITY | nesday (Apr. 22). Prices have remained 


Skyline Auto Auction. Sale every Tues- firm, especially on late model merchandise. 
Sold 164 cars from 230 consignments, 


SYRACUSE 


|} nesday (Apr. 22). Our normal volume re- 
stored. Wee bit short of 100 cars, Per- 
centage on clean ones up, Sold 65 cars 
from 96 entries. 


VALDOSTA, GA. 
7 2 Tom Hewitt Auto Auction. Sale every 
EBENSBURG, PA, Friday (Apr. 24). We had an extra good 


Ebensburg Auto Auction. Sale every | sale today. Cars were bringing good prices. 


BUFFALO 


Thursday. Wonderful turnout at sale today. | Needed more clean cars to meet the 
Plenty of sellers holding cars for right | demand. 


r + 
1 to help you sell... | 


HERE’S YOUR ANSWER TO CUSTOMERS 
Who want longer muffler life 


“Mufflers of Armco 
ALUMINIZED STEEL 
last twice as long”’ 


Armco ALUMINIZED STEEL is made to 
order for the “hot” exhaust systems 
of today’s high-powered automobiles. 
It fights off the attack of heat, with- 
stands corrosive exhaust liquids and 
road chemicals. That’s why, in actual 
seven-year road tests, mufflers of 
ALUMINIZED STEEL averaged at least 
twice the life of mufflers made of un- 
coated steel. 

Developed by Armco Research, 
ALUMINIZED STEEL is a 2-in-1 metal, 
made by coating steel with molten 
aluminum by a special hot-dip process. 
Ask your parts supplier about the 
availability of mufflers with vital parts 
made from this special steel. Armco 
Steel Corporation, 1999 Curtis Street, 
Middletown, Ohio. 


ARNMCO STEEL 


Armco Division * Sheffield Division * The National Supply Company * Armco Drainage & Metal Products, 
Inc. * The Armco International Corporation + Union Wire Rope Corporation + Southwest Steel Products 


























DIFFERENTIAL TOOLS—In order to 
remove the differential assembly from 
Dodge four-wheel-drive trucks, the axle 
housing must be spread to relieve the 
builtin preload or “pinch” on the differ- 
ential side bearings. Miller Mfg. Co., 
17640 Grand River Ave., Detroit 27, 
Mich., is supplying Dodge service shops 
with a tool, the W-129 spreader, that 
is said to spread the axle housing to 
allow the ring gear assembly to be re- 
moved and reinstalled with a minimum 
of effort. A dial indicator, assembly, C- 
3339, to measure the exact spread of 
the housing in thousandths of an inch, 


is sold as an accessory. 
* * *® 


EXHAUST BOOSTER—The Sweeney ex- 
havst booster is said to provide more 
miles per gallon of gasoline, take back 
pressure off motor and double the life 
to tailpipes. The unit, produced by 
Sweeney Exhaust Booster Co., Lexington, 
Mich., also keeps oil and filter clean, it 
is claimed. 


SPARK ARRESTORS — Two spark arrest- 
ors for heavy-duty gas and diesel engines 
have been developed by Erickson Prod- 
wets Co., 1960 Carroll Ave., San Fran- 
cisco 24, Calif. They are for use on ex- 
haust pipes of approximately three, 31 
inches in diameter, and find their appli- 
cation in areas where exhaust sparks are 
dangerous. By perfecting these two larger- 
size Gill Spark Arrestors, Erickson now 
offers a range of sizes for all engines 
from 150 cubic-inch engine displacement, 
and up. These arrestors can be mounted 
at the end of, or within the exhaust sys- 
tem, and mount horizontally, vertically, 
inverted or at any angle, it is said. 

* * 7 


BRAKE SHOE GRINDER—The 1959 Pon- 
tiac brake shoe has a very narrow web. 
Ammco Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, Ill., has made avail- 
able a No. 4030 Pontiac adaptor which 
slips over the web to allow the shoe to 
be gripped correctly on the Ammco model 
2000 brake shoe grinder and on other 


makes of brake shoe grinders. 
ae ie 


One-Man Car Wash 
Offered for Trucks 


A self-contained car wash unit 
operable by one man has been in- 
troduced to truckers and fleet op- 
erators by Allied Structural & Plate 
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TRUCK NEW PRODUCTS 


Corp., 5534 N. Kedzie Ave., Chicago, 
Til. 


Called Spray Wash, it has a 100- 
gallon formula tank, high pressure 
pump, hose and special spray head. 
The entire unit occupies 26 square 
inches of floor space. 

+ * of 


=" 


JIB BOOM—A hydraulically powered 
jib boom designed for the Daybrook 
Power Loader has been announced by 
Daybrook Hydraulic Division, Young 
Spring & Wire Corp., Bowling Green, O. 
The unit utilizes the same hydraulic sys- 
tem as the standard Daybrook Power 
Loader, less the winch and cable. It has 
load capacities ranging to 7,000 pounds 
maximum, it is said. The boom has a full 
360 degree rotation. The boom series will 
be known as PL6) with model PL6JST hav- 
ing manual control and model PL6JRC 


equipped with remote control. 
- Ste 


AUXILIARY PULLEY—An auxiliary pulley 
engineered to fit nearly all auto and 
pickup trucks has been announced by 
Brake Parts Specialty, 1914 W. Washing- 
ton Bivd., Los Angeles 18, Calif. The 
auxiliary pulley is designed to fit next 
to existing water pump pulley. It is said 
to provide a power source to operate any 
equipment such as air compressor or 110- 
volt generator. Does not interfere with 


existing pulleys or belts. 
oe 


BEAD BREAKER—The addition of an 
air-powered double bead breaker to the 
Bishman electric-powered tire changer is 
said to provide the first 100 percent 
power machine for mounting and de- 
mounting tires from 12 inches through 
17% inches. This model is the Bishman 
No. 880-58 power tire changer. The air- 
powered bead breaker is also available 
on the Bishman hand-operated tire 
changer in model 881-58. This breaker, 
which is built into the machine, applies 
“rolling action” through wide circle shoes 
to roll the beads over the safety humps 
and into the center well on the widest 
rims with one stroke. Both beads can 
be broken at one time or one at a time 
as required, it is said. Bishman Mfg. Co., 
Osseo, Minn. 


TRUCK TANK-—A fuel delivery unit of 
“sports car’ design that is said to carry 
more fuel oil than conventional units, has 
been built by Farrell Mfg. Co., 804 E. 
Cass St., Joliet, lll., for Standard Oil Co. 
(Indiana). The unit is 19% feet long as 
compared to 24 feet 10 inches for com- 
parable trucks. It carries 1,500 gallons of 
fuel as compared with 1,200 for many 
units of greater overall dimensions, ac- 
cording to Farrell. The unit is said to 
have a turning radius of 20.4 feet versus 
the normal 30 feet radius. 

* es 


TOOL COMPARTMENT—Utility series 
TC-tool compartments are designed for 
universal mounting on any pickup. truck 
or flat bed vehicle. Fabricated of heavy- 
| gauge steel and electrically welded into 
compact compartments, they can be pur- 
chased individually or in pairs, depend- 
ing on requirements. The compartments 
ore available in two sizes: Model TC-72 
for Ya-ton pickups, and model TC-84 for 
%-ton pickups. Utility Body Co., 1530 
Wood St., Oakland 7, California. 


* * * 


HAND DRYER—An electric hand dryer, 
created specifically for small washrooms, 
has been announced by Activeaire De- 
vices, Inc., 1537 Bergen St., Brooklyn 13, 
N. Y. Designed to operate on any 15 amp 
line, the unit starts at the press of a 
button and shuts off automatically after 





40 seconds. The dryer measures 10 by 8 
by 8 inches. 


GAS CAP—Wayne Metalcraft Division, 
E. Edelmann & Co., 2332 Logan Bivd., 
Chicago 47, Ill., has announced a single 
locking gas cap to fit all Rambler models. 
One in a line of Wayne vented and non- 
vented gas caps this model WG-72 cap 
is designed for quick easy snap-in appli- 
cation, it is said. No turning is needed. 
Snapping the cap on the filler neck auto- 
matically locks it. To unlock, a turn of 
the key snaps the cap off. The WG-72 is 
an oversized chrome plated cap with trim 
ring specially designed to completely 
| cover the outside filler neck cavity, it is 


said. 
e=G. 'r~@ 


Harco Products Offers 
Speed-Warning Device 


Harco Products, Inc., Highway 
22, Mountainside, N. J., is distrib- 
uting an electronic speed alarm 





manufactured by Auto Electronics, 
Inc., Elwood, Ind. 


The warning device is mounted 
on the instrument panel of a car or 
truck and works from the vehicle’s 
electric system. It reacts to engine 
revolutions via the spark coil and 
is designed to give a red-light 
warning at any selected speed. 


* * * 


EMERGENCY VALVE—The OPW No. 791 
emergency valve has been redesigned 
for greater safety. The unit, used on fuel 
drums for drawing off fuel, features a 
shroud-type lever that is said to eliminate 
pilferage of expensive fuels, Fusible sec- 
tion melts at 160 degrees automatically 
closing valve in case of fire. Breakaway 
section allows valve body to split in half 
when exposed to undve stress, it is said. 
Two piece stem permits automatic closing 
if sheared off. Available with bronze body 
and aluminum lever from stock in sizes: 
1 by %-inch, 1 by l-inch, 1% by %-inch 
and 1% by 
2735 Colerain Ave., Cincinnati 25, O. 


TRACTION DEVICE—A traction-improv- 
ing device for off-the-highway and over- 
the-highway units has been announced 
by Transmission and Axle Division, Rock- 
well-Standard Corp., Detroit, Mich. Known 
as the Rockwell Traction Equalizer, it 
imparts to the wheel with the best road 
adhesion a substantial increase in tractive 
effort, it is said. So effective is this device 
that it will propel a vehicle even if one 
of the driving wheels is completely off 
the ground, it is claimed. Because the 
unit is continually engaged. and doesn't 
depend on the driver for activation, it is 
automatically effective whenever one wheel 
tends to turn faster than the other, it is 
said. With multi-drive axle vehicles, each 
axle may be equipped with the unit. 


BELT DRESSING —- Power Grip, a belt 
dressing made especivlly to stop slipping 
and squealing V-belis that operate power 
steering, air conditioners and heavy-duty 
generators, has been announced by Con- 
trolite Co., 4800 De Kalb Ave., Los An- 
geles 58, Calif. The dressing is said to 
double the gripping and pulling power of 
belts yet allows them to be adjusted with 
slack. Applied with a pump-type oil can, 
Power Grip is said to dissolve glaze that 
forms on belts and causes slipping, and 
puts a fresh gripping surface on belts. 


| external 


l-inch. OPW Corporation, | 


| designed for 








LAMP MERCHANDISER—Truck-Lite Co, 
Inc., 828 Monroe St., Jamestown, N, Y, 
has announced a clearance and marker 
lamp merchandiser, 200-M, for truck stops, 
garages and service stations where truck 
and trailer service is offered. The card 
holds a combination of six and 12-vo} 
red and amber lamps, with mounting 
screws and pigtails for either internal o 
wiring. The merchandiser als 


stocks brackets and lamps for use as ¢ 
flexible mounting. 
* 


= 


WINDOW SCREEN—The “‘Sta-Gon" bock 
window screen, especially engineered and 
1956-1957-1958 and 1959 
Rebel and Ambassador statics 
has been announced by Ca 


Rambler, 
wagons, 


| Corp., 2945 Coolidge Highway, Berkley, 
| Mich. Provides desirable back window pro 


tection plus ventilation, it is said. The 


| fine mesh aluminum screen and frome is 
| backed up with an expanded metal rein- 


forcement. When the back window is 
raised to meet the screen, the tailgate is 
automatically in a locked position, it is 
said. With the window in its down posi- 
tion, ample room is provided for opening 


tailgate. 
a2 + 


MILK PICKUP TANK—Development of 
an all-stainless steel bulk milk pickup 
tank for installation on any make and 
size of truck chassis has been announced 
by Almont Welding Works, Inc., Almont, 
Mich. The milk pick-up tanks feature ¢ 
galvaneal coating to resist rusting, and 
there is two full inches of styrafoam and 
cork insulation to maintain legal tempera 
ture control under all operating condition® 
it is said. In addition, the line of Almont 
tanks feature watertight copper tubing 
covering all electric wiring. This coppet 
tubing is said to provide full protection 
against the possibility of cable wear and 
shorting. Vaporproof and waterproof elec 
tric light in compartment ceiling ends 
fumbling, speeds pickup. | 


AIR HOSE ASSEMBLIES—Midland-Ross 
Corp., Owosso, Mich., has announced 
production of factory-fitted air hose a 
semblies for trucks and trailers, cut to 9 
wide range of popular lengths with fittings 
already in place and ready for immediale 
installation. The tailor-made air hose is 
being furnished by Midland-Ross to almost | 
all manufacturers of trucks and trailers 
and is available for the replacement 
market. 
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po YOU HAVE 


T00 MUCH MONEY 


TIED UP IN YOUR 9 
CAR LEASING OPERATION § 


Cars Unlimited’s liberal long- 
term leasing plan will save you 
money, save you worry, make 
availabie to you our vast credit 
facilities and experience. Here is 
an opportunity to free your non- 
working frozen equities. We will 
loosen this money so that you 
will do a lot more business for a 
lot less money, have no credit, 
insurance or other operating 
probiems. 
CALL, WRITE OR WIRE TODAY 


for complete details and figures 
No obligation 


@ UNMLin: 
oA® Teo 


e co 
SCrerpornat'? 


108 SOUTH FRANKLIN AVENUE 
Valley Stream, N.Y.eLOcust 1-2299 





A PORTABLE ALL-STEEL 


yitee BUILDING 
for your 
CAR 
LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 


Here’s an attractive, all-steel building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 
you're in business. Simple to move to new 
location as business shifts. Includes heat- 
ing and air conditioning; available in 
several sizes. Write for complete details. 


VALENTINE MFG., INC. 
P. O. BOX 667-N WICHITA, KANSAS 
\4 
TE ey, ee eee ee oe 


TESTIMONIAL 


(for the column | 
ghost write for one 
dealer in each news- 
paper area) 

Mr. J. Ralph Mason, 
President, Mason Mo- 
tors (Ford, Kokomo, 
Indiana) says: “Your 
newspaper column 
service is BY FAR the 
best promotion we 
have ever used. Excel- 
lent public reaction." 
If not sold in your 
area. it may become 
the best advertising 
YOU have ever had. 
Write at once to: 


Edward Fiske Co., wap rene, 
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Amazing NEW Tool For 
TRAFFIC BUILDING 
SALES CLINCHING 


Here's a powerful new way to stim- 
ulate sales — just set one of these 
midget cars on your showroom floor 
and watch the results! 

Use for traffic-building promo- 
tions, contests, drawings, etc., or 
as a sales clincher by offering the 
little car free (or at your low, low 
cost) when he buys a big one. 

Other benefits too— when the 
whole family comes shopping the 
midget car should keep Junior(s) 
out of harm’s way...leave you a 
clear field for selling. 


Dealers & Distributors: 
Write for details today — 


ARNOLD-DAIN CORP. 
Box 93, Mahopac, N. Y. 

















































| illac’s appeal. The full NLRB board 


Teamsters and Cadillacs . 
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A Foothold 


By Frank Gawronski 
Staff Writer 

RGANIZED labor gained a 

foothold in the ranks of Detroit 
automobile salesmen last week 
when the Teamsters Union was 
certified as the bargaining agent 
for 60 salesmen at three Cadillac 
factory branches. 

The certification was announced 
by the National Labor Relations 
Board in Washing- 
ton after it rejected 
an appeal by Cad- 
illac. 

Teamsters Local 
376 won bargaining 
rights by a vote of 29-to-28 in a 
NLRB election early in February. 
Cadillac, however, appealed to the 
regional NLRB director, saying 4 
Teamsters official had made 
threatening statements at a meet- 
ing shortly before the vote. 

The regional director denied Cad- 





in Washington upheld his ruling. 

The Teamsters local scored an- 
other victory in Detroit last week 
when garage and service em- 
ployes at Evans Lincoin-Mercury, 
Inc., voted 14-to-8 for the local 
as their bargaining agent. 

In Cleveland, 47 dealers faced 
strike action by the Machinists 
Union as AvuTomoTive News went to 
press. 

Officials of Machinists Lodge 1363 
said members voted to strike unless 
negotiations produced a settlement 
before the one-year contract ex- 
pired at midnight last Thursday. 
About 600 mechanics are involved. 

R. Earl Burrows, dealer repre- 
sentative, said the union was seek- 
ing a “package deal” that would 
cost the dealers an additional] 60 
cents an hour. 

According to Burrows, union de- 
mands included severance pay, a 
pension, $2.50 per flat rate hour, $3 
per clock hour and a 16-cent-an- 
hour hike for lubrication and ga-| 
rage men. 


* * * 





Dealer Loses Law Suit 


N SEATTLE, a $3,250 verdict was 
awarded George Breckenridge 
for injuries suffered during the 128- 
day automobile salesmen strike last 
year, The verdict was against 
James E. Knudtsen and Kent Mo- 
tors, of which Knudtsen is a part- 
ner. 

According to testimony, Breck- 
enridge was injured while picket- 
ing the dealership in April, 1958, 
shortly after the strike started. 
He was sitting in an automobile 
in front of the firm when it was 
struck from behind by a pickup 
driven by Knudtsen. 

Breckenridge contended Knudt- 
sen was trying to push the parked 
car away from the automobile 
dealership. 

In the rubber industry, Goodyear 
Tire & Rubber Co. workers have 
ratified a two-year master con- 
tract and a five-year welfare agree- 
ment expected to become the pat- 
tern for settling the largest strike 
in United Rubber Workers history. 

Walkouts affecting 58,000 workers 
in 31 cities and 16 states continued 
against the B. F. Goodrich Co., 
United States Rubber Co. and Fire- 
stone Tire & Rubber Co. as AUTO- 
motive News went to press. Con- 
tracts covering workers at General 
Tire & Rubber Co, and Seiberling 
Rubber Co. were scheduled to ex- 
pire last Friday (May 1). 

* * a 


UAW Asks Price Cut 


THE factory front, the 

United Auto Workers has asked 

Ford Motor Co, to lower prices on 
its cars $100. 

The UAW’s National Ford 
Council, meeting in Detroit, urged 
the price cut in a resolution which 
stated that this would “share 
with the consumer some of the 
fruits of greater productivity and 
thereby lead to an expansion of 
the car market and an increase 
in job opportunities for auto 
workers.” 

A similar demand was made on 
the Big Three auto makers in 
August, 1957, but was rejected. 

Ford made no comment on the 
union’s latest demand. 
The council protested that Ford 





| plant. 





Salesman Union Gets 


in Detroit 


had raised prices by what it said 
was $100 a year since 1954 and had 
even raised prices during the re- 
cesssion when it was assumed that 
prices would go down, 


The council claimed the company 
was trying to switch the responsi- 
bility for the current inflation away 
from the administered price policies 
of major corporations to union 
wage gains. 


“Ford executives have moved! 


from platform to platform across 
the nation, peddling their fradu- 
lent argument that the causes of 
inflation are so-called ‘monopoly 
powers’ of trade unions while quite 
naturally failing to mention their 
own scandalous price gouging prac- 
tices,” the union charged. 
= ~ * 
Senate Passes Labor Bill 


N WASHINGTON, the Senate 
has sent to the House by a 90- 
to-1 vote a worked-over Kennedy 


labor reform bill, after tying to it} 


a compromise version of the so- 
called McClellan labor “Bill of 
Rights.” 

* 


UAW Joins Holley 
In Plea to Save Jobs 


* * 


WARREN, MICH —The United | 


Auto Workers and Holley Carbure- 
tor Co. have joined forces to save 
the jobs of some 600 workers at the 
firm’s plant here. 


N. A. Miles, Holley industrial re-| 


lations vice-president, and Douglas 
Fraser. UAW regional director, 
went to Washington last week in 
an effort to get more Government 
defense orders into the Holley 


The company and union said em- 
ployment at the Holley plant has| 
been dropping over the last year 
because defense orders for pre- 
cision aircraft materials have fallen 
off. Employment has dropped from 
1,000 to 600. 

Miles and Fraser carried their 
problems into the office of Senator) 
Philip A, Hart, Michigan Democrat, 
as the starting point for securing 
additional defense orders. 


Md. Dealer Group 
Lauds Defeat 
Of ‘Hardship’ Bills 


BALTIMORE.—The defeat of 
several] bills which would have im- 
posed “unbelievable hardships” on 
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Benmatt license plate frames are on the job 
day and night—constantly advertising 
your sales and service facilities! 
For months and years to come, 
this successful salesman will work for you... 
and the cost is just pennies. 
The Benmatt Line offers you a selection of 
license frames in a variety of styles and designs— 
in the price range to suit your needs. 
Write for additional information from Benmatt— 
specialists in dealer identification! 





BENMATT ORGANIZATION, INC. 


1259 N. ASHLAND AVENUE, CHICAGO 22, ILLINOIS 
LOS ANGELES 23, CALIF PHILA. 45, PA 















dealers was the highlight of the 
State’s General Assembly from a 
dealer viewpoint, according to the) 
Automobile Trade Assn, of Mary-| 
land. 

There were no major gains for 
dealers, the association said in a 
review of the 90-day session, One of 
the biggest setbacks was the failure 
of a compulsory-inspection measure 
due to a lack of Administration 
support, the association added. 

Some of the “hardship” bills 
would have: 





Required dealers to warrant each 
new car for 90 days or 4,000 miles. 

Provided that vendors of autos 
must include liability insurance on 
installment sales. 

Regulated credit life insurance 
and increased registration fees of 
leased autos. 


Central F oundry, 
Fabricast Merge 


DETROIT.—Consolidation of the 
Central Foundry and Fabricast di- 
visions of General Motors, effective 
May 1, was announced last week 
by GM President John F. Gordon. 

Fabricast became a part of the 
Central Foundry division and its 
two plants in Bedford, Ind., and 
Jones Mills, Ark., were designated 
as the Fabricast plants of the Cen- 
tral Foundry division. 

James H. Smith, general man- 
ager of Central Foundry division, 
will supervise the overall activity 
with George A, Zink, currently 
general manager of the Fabricast 
division, continuing as manager of 
the two Fabricast plants. 





NEW LOWEST COST 


UB SERVICE and MAINTENANCE 
BODY fc 


UTILCO 
BODY 


GAKLAND 








MODEL UB gives CHECK THESE 
more in performance, FEATURES ! 


nts, 
shelves and trays in- 
cluded. 

Deuble panel doors with 
flush locks. 

Underside coated with 
underseal (NO EXTRA 
cost). 


endurance and dollar for dollar value 


Available to fit any 4% or % ton chassis. Choice 
of 3 compartment layouts. Adaptable to Utilities, 
Plumbing, Electrical, refrigeration and -governmen- 


. tikes Body surface acid etched 
tal service. Compartment interiors can be modified te clean and ‘cum 
to, meet your requirements AT NO EXTRA COST. vent rust. - 


Call your nearest distributor or for detailed brochure write... 


UTILITY BODY CO. 


1530 WOOD STREET ¢ OAKLAND 7, CALIFORNIA © TWINQAKS 


2 898 





For Dealer Doings 


¢ 800 OUTSIDE ROOMS WITH BATH 

ALL WITH RADIO AND TELEVISION 
GRENADIER DINING ROOM AND LOUNGE 
POPULAR PRICED COFFEE SHOP 


CONVENTIONS 
BANQUETS 
MEETINGS 

GROUP LUNCHEONS 
DINNER PARTIES 


14 Air Conditioned 
Function Rooms 
3 Banquet Halls 


Convenient Expressway, 
Convention Hall 
Access. 


LANSON M. BOYER, Gen. Mor 
Phone WOcdwerd 2-2300 
Teletype DE 1062 


Home of the Detroit Press Club 
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The Man Behind the Wheel... 


Sales Testing the Mercedes 190-D 


(Continued from Page 6) 


lot more weight than if we’d just 
driven around the block. 

Differences between this car and 
others of the Mercedes 180 and 190 
lines are limited to the diesel en- 
gine and trim variations, As you 
may remember, the diesel has no 
carburetor, distributor or ignition 
system. 

Instead, inexpensive (average 
price 25.8 cents per gallon) diesel 
fuel is injected into the combus- 





WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 4,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Pian" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 
and other specialties 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


I Need a Sales LIFT? | 
oo i 


Try the—Hard Sell— 
} i 


CHISHOLM SYSTEM 
of HOT Prospecting 


%& it gives management the tools 
to develop and train profit produc- 
ing salesmen—shows how to get 
prospects. i 
%& Gives positive control of owner 
contacting. 


%& Used by successful auto dealers ' 
j of all sizes for 23 years! 
For Free Details Write 
CHISHOLM SYSTEMS 


i Box 1352, Palo Alto, Calif. 
& a en oe 


MR. BUSINESS MAN! 


For good customer entertaining, 
resultful conferences or real re- 
laxation, there's no place like 
ST. CLAIR INN, just 50 miles up- 
river from Detroit! Re our complete 
facilities, contact Creighton Holden 
or Mrs. Margaret Nelson. 


St. Clair Inn and Country Club 


OPEN ALL YEAR .. . ON THE SCENIC ST. CLAIR RIVER 
Owned ond operated by the Holdens 
ST. CLAIR, MICHIGAN e¢ dial FA 9-2222 


MOTOR a 
MASTER 


DEFIANCE: 


on1ol® 


tion chamber at the exact time 
air in the chamber has been com- 
pressed to the point of having 
enough heat to ignite the fuel 
spray. 

So, in a sense, the mixture is self- 
igniting. To start a cold Mercedes 
diesel engine you “glow” the plugs. 
These are spark-plug-like devices 
inside each combustion chamber 
with wire coils that glow like a 
cigarette lighter when current pas- 
ses through them. 

As you pull the 190’s starter 


-| switch, current passes through the 


glow plugs, heats up the combus- 
tion chamber and then as the 
switch is pulled farther out to turn 
the starter motor the diesel fuel 
ignites (the first time) from heat 
in the chamber. 
* * * 
Selling the 190-D 


petal this unit may require a 
Slightly different technique than 
you usually use. In the first place 
the engine sounds horrible when 


started cold, And only slightly less | 


awful when started hot. 

So learn how to start a diesel 
quickly, and let it return to an 
idle the moment it catches, Run 
it up and down (as you might 
do to demonstrate the smooth- 
ness of a gas engine) and the 
building will sound like a boiler 
factory, So don’t race the engine. 
And go easy with the prospect 
interested in a warm (inside, that 
is) car. The heater isn’t what it 
could be, Perhaps you might sell 
the auxiliary job for an extra. 
Windshield wipers miss the point 
a tall man looks through and the 
Blaupunkt radio in our test car had 





too much distortion at high power 
levels. 

Lugging in gear gives a rough 
ride so run each shift to the red 
speedometer lines and you'll im- 
press every one with the car’s agil- 
ity—as well as make a quieter 
demonstration. 

On the plus side the 190 diesel 
seems to be the answer to a travel- 
ling salesman’s prayer. With it he 
has enough prestige to impress 
every waitress in the country, plus 
being able to travel for 5.13 cents 
a mile, including fuel, maintenance, 
depreciation and insurance for an 
actual car driven 22,380 miles in 
less than 12 months. (Actual fig- 
ures from a high-mileage user.) 

Maintenance costs are low as 
there are no spark plugs to re- 
place (the glow plugs last for 
years). no points to adjust and 
no carburetor to boil out. 

With only 55 horsepower the 
drive line should last forever, and 
tires almost that long. For a man 
getting seven or eight cents a 
mile for business use of his car, the 


190-D makes a lot of sense. 
* * * 


Cross-Country Queries 


ILE driving across country, 

most of the people we talked 
with seemed to be interested in the 
Same answers, Here are some of 
the things we talked about: 

The 190 is much quieter and 
much more responsive than the 180 
diesel. But diesel-engined cars are 
noiser than V-8s, Put your head 
under the hood and the engine 
sounds like an old Chevrolet with 
loose tappets, But at highway 
speeds (around 50), the loudest 


With More Cash Down .. . 


Trend to Longer Loans 


CHICAGO.—A study of the 1958 
operations of a cross section of 
finance companies by the First Na- 
tional Bank of Chicago points to 





| Illinois, Missouri 


Open First Joint 
Parley This Week 


ST. LOUIS.—A labor forum and 
talks by the top leaders of NADA 
will feature the first joint conven- 
tion of the Mllinois Automotive 
Trade Assn. and the Missouri Auto- 
mobile Dealers Assn. The program 
will open Thursday and conclude 
Friday at the Chase Hotel here. 

Speakers will include NADA 
President H. L. Galles jr. and Ex- 
ecutive Vice-President James C. 
Moore; W. Heartsill Wilson, Plym- 
outh national sales consultant, and 
Calvin Dean Johnson, special con- 
sultant on public affairs of the 
American Trucking Assns. 

Participants in the labor forum 
will include the Rev. E, A. Keller, 
of Notre Dame University; Robert 
Morgan, IATA counsel; Thomas 
Muldoon, St, Louis attorney, and 
Sylvester Petro, of the New York 
University School of Law. Modera- 
tor will be H. P. Andrae, MADA 
counsel, 


The convention also will hear a 
Life magazine presentation and 
president’s reports from Illinois’ 
Ralph M. Young and Missouri’s 
Clint F. Coons. A banquet and 
dance featuring songstress Marion 
Marlowe is on the social agenda. 

It will be the 38th annual conven- 
tion for the Illinois association and 
the 20th for the Missourians. 


Turner, Starr Head 


Calif. Dealer Groups 


HAYWARD, Calif. — Harold 
Turner (Buick) has been elected 
president of the Southern Alameda 
County Motor Car Dealers Assn. 
Bud Gestri (Ford), Livermore, is 
vice-president. 

Reese Starr (Dodge-Plymouth) is 
the new president of the Richmond 
Motor Car Dealers Assn, William 
MecNevin (Cadillac) is vic e-pres- 
ident. 


two conclusions in the automotive 
field: 

1, While the recession may not 
have upset finance companies, 
rising losses and high reposses- 
sions did make the year trying. 


2. The trend to longer terms on 
auto loans continues, but there is 
at least one indication that car 
buyers are increasing the down- 
payments on their new cars. 


Losses amounted to 1.35 percent 
of the retail paper liquidated in 
1958, almost double the .74 percent 
recorded a year earlier. The 1958 
loss figure was the highest since 
the 1.40 percent in 1953. 


The value of repossessions fell off 
by .02 percent from the 1957 figure, 
which was the highest in recent 
years. 

In 1958, the finance companies 
granted 63.89 percent of new-car 
loans for periods of more than 30 
months. The comparable figure for 
1957 was 43.92 percent. 


Loans on late-model used cars 
running for more than 24 months 
amounted to 49.99 percent of 
loans on such cars in 1958, up 
from the 34.69 percent for 1957. 


In the case of older used cars, 
loans maturing in more than 18 
months ran to 48.44 percent of the 
total last year, compared to 37.71 
percent in 1957. 


The new-car loans for more than 
100 percent of dealer cost amounted 
to 28.61 percent of .new-car loans 
last year, down from the 32.14 per- 
cent for 1957. An increase in down- 
payments might be read into this 
change. 


‘Live Better’ Doubles 
Grand Rapids Sales 


GRAND RAPIDS, Mich.—Re- 
ports from 22 dealers who par- 
ticipated in the “Live Better By 
Far With a Brand New Car” 
sales drive, revealed sales were 
up almost 100 percent. 

“Success was even beyond our 
anticipations,” according to Har- 
old Rockwell, drive chairman. 
“Sales of new cars in the 15-day 
period were 493, which was 
nearly double the 250 of the cor- 
responding two weeks of 1958.” 


noise was wind around the deflec- 
tors. 

You can reassure the worry- 
warts that diesel fuel is easy to 
find, at most any truck stop and 
in many large garages. Cost of 
the fuel varies, but in general you 
buy No, 2 diesel, which is the 
cheapest grade commonly avail- 
able. 


There is no difference in crank- 
case oil consumption between a 
diesel and gasoline engine, although 
the diesel oil dirties a little faster. 
Your prospects can pull a light 
trailer as is, or a trailer up to 
2,000 pounds if they put brakes on 
the trailer. 

The most important thing learned 
from this extensive test is that 
diesel cars are practical in the U.S. 

The 190-D has enough power to 
keep with traffic on the flatland 
or in hill country, It is quiet 
enough to be comfortable and, for 
high-mileage men interested in cut- 
ting expenses, it promises a prac- 
tical means of chopping car ex- 
pense nearly 50 percent. 


Diesel Engine— 


The diesel engine in the Mercedes-Benz 
190-D is a four-cylinder, four-stroke unit 
| that displaces 115.74 cubic inches and 
| develops 55 horsepower at 4,000 r.p.m, 
| Top speed is about 74 m.p.h. 








Zinc Institute 


Predicts 


Increased Usage in 1959 


CHICAGO. — Shipments of gal- 
vanized steel sheets rose 18 percent 
to 2,828,848 tons during the reces- 
sion year of 1958, the 4ist annual 
meeting of the American Zinc In- 
stitute was told. 


The figure was cited by Leslie 
Irvine, assistant sales vice-pres- 
ident, Wheeling Steel Corp, He 
said shipments of galvanized 
sheets have risen 72 percent since 
1948. 

Galvanized sheets accounted for 
4.7 percent of all steel shipments 
last year, compared with 3 percent 
in 1957 and 2.5 percent in 1948, 
Irvine said. 

He expects this trend to con- 
tinue, with the construction in- 
dustry accounting for a consider- 
able portion of the rise, About 75 
percent of all galvanized sheets are 
used in construction work, 

Irvine estimated that galvanized 
sheet sales probably would reach 
4.3 million tons by 1962 and 4.7 
million tons by 1967. 

A 17 percent rise in consumption 
of slab zinc was predicted for 1959 
by C. R. Ince, vice-president, St. 
Joseph Lead Co. He forecast con- 
sumption of 960,000 tons this year 
and said consumption of one mil- 
lion tons could be achieved. 

He pointed to the steel and 
die-casting industries to back up 
his prediction of a 17 percent in- 
crease this year. Ince said these 
industries represent 80 percent 
of zinc usage and that both are 
growing markets. 

Another encouraging sign, Ince 
said, is the level of auto production. 
He noted that since 1940, autos 
have accounted for a major portion 
of slab zinc consumption for die 
casting. 

Domestic mine production, he 
said, should increase 10 percent be- 


A Record Lineup— 


The record 171 entries in this year's 
All-American Soap Box Derby is depicted 
here by the numerals formed from the 
racing helmets the local champions will 
wear in the 22nd annual renewal of the 
race at Akron’s Derby Downs Aug. 16. 
Two of them held by Bruce G. Overbey, 
derby general manager, carry the official 
1959 design which will be painted on all. 
The list of 171 locally sponsored races 
is 11 above the previous high of 160 
in 1958. 


cause of higher prices that have 
prevailed since the fourth quarter 
of last year. 

Ince said mine production of 
440,000 tons is not unreasonable to 
expect, based on an 8 percent in- 
crease in January over the last 
quarter of 1958. 


R. Lewis Stubbs, director of} 
England’s Zinc Development Assn, } 
reported that production and con- 
sumption of zinc outside the U. &F 
have expanded steadily during the | 
last three years. 

In 1958, he said, non-U, S. zine 
output topped two million metric 
tons, up 10 percent since 1955. 
Consumption has risen 7 percent 
during the period. 

Stubbs said that Russia, which 
is second to the U. S. in world zinc 
production, has made enormous 
strides since 1950. He estimated 
that Russia produced 330,000 to 
350,000 tons of zinc last year, com- 
pared with 130,000 tons in 1950. 

One of the zinc association's ses- 
sions was conducted jointly with 
the Galvanizers Committee of the 
Lead Industries Assn. The commit- 
tee presented a bronze plaque to 
A. H. Ward, chief research en- 
gineer, U. S. Steel Corp., for “dis 
tinguished service to the committee 
and the galvanizing industry.” 

R. G. Kenly was elected president 
of the American Zinc Institute. He 
is a vice-president of New Jersey 
Zine Co., New York City. 

Named vice-presidents were: T. 
A, Campbell, Anaconda Sales Co, 
New York; H, D. Carus, Matthies- 
sen Hegler Zinc Co., LaSalle, Ul, 
and E. H. Snyder, Combined 
Metals Reduction Co., Salt Lake 
City. 

G. H. LeFevre, U. S, Smelting, 
Refining & Mining Co., New York, 
was reelected association treasurer, 
and J, L. Kimberley was reelected 
executive vice-president and sec 
retary. 


Sixes Take Half 
Of Canada Sales; 


New Gains Seen 


WINDSOR, Ont. — Half of all 
cars sold in Canada by the Big 
Three are six-cylinder models, 4 
Chrysler Corp. of Canada, Ltd, 
publication noted in listing 40 fea 
tures of sixes which salesmen were 
urged to stress. 

“Selling sixes now presents am 
unparalleled opportunity for every 
dealer and salesman,” said 
Forward Look Sales Views & News. 

The sale of sixes hit 50 percent 
in 1958 and is continuing to climb, 
the publication said. The economy 
models took 43 to 46 percent 
sales in 1956 and 1957, it added. 

“Our biggest opportunity for in- 
creased volume, better market 
penetration and more profits for 
everybody is obviously in the six 
cylinder models,” the publication 
observed. 

Salesmen were urged to get 
economy-minded prospects behind) 
the wheel of a six-cylinder Chryslet) 
product and “use every one of they 
40 facts” to sell them. 3 
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By John K. Teahen Jr. 

Staff Writer 
DETROIT.—If a U. S, auto dealer 
were to transfer his business to 
England, he'd find himself in a 
different world. 

There would be little or no hag- 
gling over price; every car would 
be sold at full list, and he’d be 
able to deliver any make of the 
car his customer desired. 

But it wouldn’t be all gravy. 
The dealer would find he couldn’t 

as many cars as he wanted, 
and his customers would be 
saddled with a “purchase tax” 
that makes the U, S. excise levy 
look like small change. 

The British purchase tax is 50 
percent of the retail price of the 


car. 
Alfred S. Fosh, a British dealer, 
discussed the differences between 


) the U. S. and English markets dur- 


ing a Detroit visit last week, Fosh 
heads 11 establishments 
South London area and handles 
Hillman, Sunbeam, Humber, Stand- 
ard and Triumph. He moves 1,800 
to 2,000 new cars a year. 


He is immediate past-president of | 


the Motor Agents Assn. of Great 
Britain (the British NADA). Before 
reaching Detroit, Fosh and his wife 
stopped in Washington and Buffalo. 
Other cities on their itinerary are 
Chicago, New Orleans, Miami, At- 
lanta, Boston and New York. 

He will address state dealer con- 


chusetts and will meet with dealers 
and association officials 
cities. 

In England, Fosh explained, 
the manufacturer is permitted to 
set the retail price of his cars, 
and the dealer must sell at that 


Demand for Sixes 


Up 23%, Dodge Says 

DETROIT. — Demand for six- 
cylinder ’59 Dodges is 23 percent 
ahead of six-cylinder sales dur- 
ing the 58 model year, according 
to M. C. Patterson, Dodge gen- 
eral manager. 

“More and more buyers of low 
medium-priced cars seem to ap- 
preciate the lower initial price 
and operating economy of six- 
cylinder engines,” Patterson said. 








in the| 


in other} 





9% Tax Offsets Full-List Sales ... 


British Dealers a Different Breed 


price. There are no overallow- 
ances because the maker also is 
empowered to set tradein figures. 

The factories aren’t setting 
tradein prices now, Fosh said, be- 
cause England currently is a seller’s 
market. When supply catches up 
with demand, he expects manufac- 
turers to issue used-car price lists 
under authority of the Restrictive 
Trade Practices Act. 

That law, incidentally, allows 
manufacturers to set retail prices 
of their own new and used goods, 
but it prohibits any collusion be- 
tween makers in setting prices. 

A British dealer may sell as many 
makes of new cars as he wishes. 
Fosh explained the situation this 
way: 

A manufacturer franchises dis- 
tributors and sells them cars at a 
discount of 22% percent, The dis- 
tributor agrees to keep a certain 


|number of vehicles in stock. 


The distributor also signs 
stocking agreements with individ- 
ual dealers and sells them cars 
at a 17% percent discount. 

A dealer who has a stocking 
agreement (franchise) for any 
make of new car may purchase 


|other makes from other distribu- 


tors at a 10 percent discount. 

For example, a Rootes dealer 
who has a customer for a new 
Austin could buy the car from the 
local British Motor Corp. distrib- 
utor for 10 percent below the retail 
price. 

Fosh said every stocking dealer 
must have at least 1,500 square feet 
of service-department space and 500 
square feet of showroom space. He 


;}must have a permanent building 
| with a parts department and offices 


and at least two skilled mechanics 
and one other serviceman. 
These physical requirements are 


| the result of an agreement between 


the dealer association and the 
manufacturers’ group. 

Another automotive category 
is the “repairer.” A repairer need 
not have a showroom, but he can 
sell new cars under restrictive 
conditions. 

The repairer brings his new-car 
customer to a distributor and re- 
ceives 5 percent of the list price 
of the car for his part in the 
transaction. 


According to Fosh, the three 


biggest problems facing the British 
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check list. 


MG Togs Boitrer elms? 17 lesF 


Pre-sold to a 
“= growing market! 


_—~- * Because nationally adver- 

tised Lucas ignition and 
lighting parts are original 
equipment on most British- 
made cars, it’s natural for 
their owners to replace 
Lucas with Lucas. 


Get your share of this 

growing market with min- 
imum inventory! Quick 
service from Lucas ware- 
house nearest you. 
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auto dealer today are the shortage 
of skilled labor, the high cost of 
running a business and the pur- 
chase tax. 

The purchase tax, as mentioned 
above, is 50 percent of the retail 
price of the car—it was reduced 
recently from 60 percent, Imme- 
diately after the war, it was 100 
percent, with some luxury cars 
carrying a 200 percent levy. 

There is no purchase tax on com- 





mercial vehicles, Britons also pay 
a 100 percent tax on gasoline. 

Fosh believes England always 
will have some sort of purchase 
tax, although he hopes it will 
continue to decline. His outlook is 
similar to that of U. S. dealers 
who are pretty well reconciled to 
the continuation of the Federal 
excise tax. 

Fosh is enjoying every minute 
of his visit to America. 

“Mrs. Fosh and I have been stag- 
gered by our reception here,” he 
said, beaming. “Everyone has been 
wonderful to us. We feel like a 
couple of bloomin’ VIPs.” 

While in Detroit, he was the 
guest of Ford Motor Co. and Chry- 
sler Corp. for plant tours. 

He’s been impressed by the sales- 
promotional abilities of U. S. deal- 


Lark ‘Conquests’ 
Put at 71 Pet.; 
S-P Critics Mum 


SOUTH BEND.—Conquest sales 
have accounted for 71 percent of 
the Lark’s volume, says Stude- 
baker-Packard President Harold E. 
Churchill. 

Churchill made the comment at 
the S-P stockholders meeting here, 
which was cheered by his report 
of a first-quarter profit of $7,754,991. 
Shareholders gave the S-P man- 
agement a vote of confidence and 
asked no needling questions, by 
contrast with previous meetings in 
the corporation’s 4%-year history. 

Churchill said S-P had increased 
its dealerships from 2,074 a year 
ago to a current total of 2,517. 

“Even more important than the 
number of new dealers has been 
their quality,” he added, “and the 
fact that many important metro- 
politan markets have been closed. 
More remains to be done, but 
interest in our franchise still re-| 
mains high and our dealer organi- 
zation is continuing to grow.” 








Mercedes-Benz deliveries reached 
a record high of 983 in March, but! 
S-P is seeking an allotment in- 
crease from West Germany to dis- 
pose of backlogs on certain models, | 
Churchill said. 





‘Car Buyers Face | 
Loss of $60,000 | 
In Replevin Action 


CLEVELAND. —A loss of more 
than $60,000 is faced by a union, a 
store and 10 persons who bought 
16 new cars from N. J. Popovic, | 
Inc. (Chrysler-Plymouth), which 
has been forced into involuntary 
bankruptcy. 

Mutual Finance Co. has filed pe-| 
titions in replevin against the buy-| 
ers, alleging that it holds a chattel 
mortgage and the manufacturer's 
certificate of title on each vehicle. 

An attorney for Mutual, who 
pointed out that Popovic’s franchise 
had been withdrawn, said: | 

“We realize recovering these cars 
would be a considerable hardship 
on the people who bought them in 
good faith, but we also are in the 
position of purchasers and must 
protect our interests.” 

Several of the auto buyers have 
announced they will fight the fi- 
nance company’s bid to recover the 
cars. 

One filed a counter suit against 
Mutual, saying the firm knew he 
had possession of the car and was 
negligent in failing to insist that 
the dealership pay off the chattel 
mortgage. 


Hillman Picks Rucker 
Rucker Oldsmobile Co., Inc., Col- 
umbus, Ga., has been named fran- 
chised dealer for the Hillman line. 
F.. A. Rucker is owner of the firm. 
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ers, “especially by their success in 
getting customers to trade cars so 


| often.” 


Fosh estimated that the average 
Briton keeps his car about 3% 
times as long as does his American 
cousin. 

Fosh is an enthusiastic backer 
of the exchange program under 

which sons and daughters of U.S. 
and British dealers can spend a 


Atlanta 


t 
f 
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month visiting the families of 
dealers on the other side of the 
Atlantic, He discussed this ac- 
tivity with NADA leaders while 
in Washington. 

In July, the son of Jim Downing, 
imported-car dealer, will 
ravel to England to visit the Fosh 
amily. In August, the young David 





Fosh will accompany the younger 
Downing back to Atlanta. 
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Dana Spurt Has Double Spark 


By Martin L. Whitmyer 
Staff Writer 

TOLEDO —Although it is a 
major supplier of parts to car man- 
ufacturers, Dana Corp. is one com- 
pany whose economic fate is not 
wholly dependent upon the rise or 
fall of auto sales. 

Well diversified in the automo- 
tive business, Dana prides itself 
on being a prime supplier to not 
only the car manufacturer, but 
the transportation industry as a 
whole. 

With half-year sales of $104,798,- 
883, the corporation’s gross sales 
are running 15 percent above the 
corresponding period of a year ago, 
and L. L. Dodge, administrative 
vice-president, sees even bigger 
gains in the last half of the fiscal 
year. 

The corporation already has ex- 
hausted its seniority list for the 
Toledo plant and has hit the high- 
est employment level since the 1955 
automotive boom. 

Since last June, Dana has called 
back some 400 Toledo workers who 
were on seniority, and has hired 





318 new workers, according to 
Lloyd J. Haney, Dana industrial 
relations director. 

Total employment at the 
Toledo plant now is 2,330, com- 
pared with 2,112 last June. To- 
ledo operations having benefited 
more than have the nine other 
plants the firm operates in five 
states. 

Toledo production includes truck 
and bus transmissions, universal 
joints, torque converters, railway 
generator drives and power takeoff 
units. ; 

Haney credited two factors for 
Dana’s improved position here. 
They are: 

1. New products developed by 
Dana now being made in the To- 
ledo plant, including a 12-speed 
truck transmission; a torque con- 
verter for intracity buses and fire 
engines, and a “Presto-Matic” 
truck transmission system just 
coming into use in the heavy trans- 
portation industry. 

2. An improved labor-manage- 
ment climate that has encouraged 
Dana to put more products into the 


Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOoLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 


ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’s HEAD is 100% Pure Pennsyl- 
vania ... Tri-Ex refined three important extra 
steps for extra life ... extra toughness .. . scienti- 
fically fortified for complete, all round protection. 
WoLr’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 


... and to you. 


Keep customers coming back again and again... 
with WoLF’s HEAD . . . commanding distinctive 


customer loyalty. 


MOTOR OF 
ano ivecs 


WOLF’S HEAD OIL REFINING CO., INC. 
OIL CITY, PA. 


Toledo plant, and to expand and 
modernize its local facilities at the 
rate of about $1 million annually 
for the past five years. 

A vital part of the improved 
labor situation at the Toledo 
plant, which had a record of 
strife for many years, was a new 
approach taken by management 
and officials of the United Auto 
Workers in 1955. 


At that time, at the union’s urg- 
|ing, Dana signed a companywide 
contract that enables the local 
unions to funnel problems and 
grievances through a _ centralized 
international union source as well 
as giving the general offices in 
Toledo an opportunity to review 
complaints and grievances not set- 
tled on the local level. 

This plan has enabled Dana to 
settle 116 grievances, any one of 
which could have caused a work 
stoppage, Haney said. 

Of that total, 37 were settled by 
mutual agreement, 16 were taken 
to arbitration, 44 were withdrawn 
by the union after receiving the 
company’s position, and in 15 the 
company conceded the union was 
correct. 


One of the major reasons Dana 
has been able to maintain good 


M-E-L Appoints 


Executive Aide 


DEARBORN.— Appointment of 
Don R. Learned to the newly es- 
tablished position of executive as- 
sistant of the M-E-L division has 
been announced by Ben D. Mills, 

M-E-L general 
manager. Learned 
will report both 
to Mills and to 
Walker Williams, 
assistant general 
manager, 





Learned served | 


as staff executive 

for European 

manufacturing 

activities of the 

" Ford Interna- 

D. R. Learned tional division 

during the past year, He joined 

Ford Motor Co. in 1948 as a finance 

staff analyst. In 1949, he moved to 

the financial analysis department 

of Ford division and later was 

named controller of the division’s 
Atlanta assembly plant. 

In 1952, Learned was appointed 
manager, financial analysis depart- 
ment of Lincoln-Mercury and 
a year later became assistant di- 
visional controller of the Ford di- 
vision, He was appointed controller 
of Lincoln in 1955 and in 1957 was 
named manager of the finance staff 
dealer financial analysis depart- 
ment. 


Dodge Dealers 
Meeting at Spa 


DETROIT.—The 24-man national 
committee of the Dodge Dealer 
Advisory Conference, representing 
approximately 3,500 car and truck 
dealers, is meeting May 4-6 at 
White Sulphur Springs, W. Va. 

The conference will discuss 
means of promoting public and 
dealer-factory relations and formu- 
lating car and truck merchandising 
plans to take full advantage of the 
increased automotive market. 


Skinner Initiated 


Into Tau Beta Pi 

TROY, N. Y.—S. E. Skinner, 
group vice-president in charge of 
accessory divi- 
sions of General 
Motors, was initi- 
ated last week 
into Tau Beta Pi, 
honorary engi- 
neering society, 
in ceremonies 
held at Renssel- 
aer Polytechnic 
Institute here. 

Skinner was 
elected for mem- 
bership in the S. E. Skinner 
national society by its New York 
Gamma chapter. He was graduated 
from RennssSelaer in 1920 with a 
degree in mechanical engineering 
and has held executive posts with 
GM< since 1930. 





“No, we've decided not to—yes, 
we'll take the car!” 


customer relations in the highly 
competitive auto-parts industry, 
Haney said, is its reputation for 
stable plant operations. 

“When the customer knows we 
are not going to be hit by work 
stoppages over every little griev- 
ance or gripe, he is more willing 
to do business with us because he 





knows his own schedules can be 


planned more firmly,” Haney 
said. 

Dana supplies universal joints 
and propeller shafts to Chevrolet, 
Oldsmobile, Buick, Mercury, Lin- 
coln, Rambler, Studebaker and al] 
truck makers. 

It also supplies all axles to Lin. 
coln and for trucks made by Inter. 
national, Ford, GMC, Studebaker 
and Chevrolet. It also ships axles 
to Volvo from its plant in Fort 
Wayne, Ind. 

Car makers offering its Powr. § 
Lok Differential option are Chey. 
rolet, Checker, Pontiac, Studebaker, | 
Oldsmobile, Buick, Lincoln, Ram. 
bler, Chrysler division, Plymouth, 
Dodge, DeSoto and Imperial. Truck 
makers offering the differential on 
light units are Willys, Studebaker, 
International, GMC, Dodge and 
Chevrolet. : 

Dana also builds clutches for 
Chrysler Corp. and for the truck 
and tractor industry. Its transmis- 
sion division supplies the heavy, 
off-highway truck industry, 

Its frames go on Buick, Oldsmo- § 
bile, Pontiac, and Mercury cars; § 
light trucks built by. Dodge and 
Ford, and its heat-treated frame 
to the heavy truck industry. 
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FoR WILLYS 4-wD VEHICLES 


SOLD ONLY THROUGH 
FRANCHISED 
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@ Automatically engages axle. 
(Ne axle positioning necessary.) 
@ Bolts on with original short bolts 
from factory hub. 


@ Cadmium plated to resist corrosion. 
@ Unconditional one-year guarantee. 
@ Product insured. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 








Week Week Jan. 1 dan, 1 

Ended Same Ended Total To To 
May 2, Week, Apr. 25, Output, May 3, May 2, 

1959 1958 1959* April 1958 1959 
AMERICAN MOTORS 9,450 4,177 9,436 «40,173 (57,624 143,579 
I cian nienisineltien 7,324.6) 2,984 17,316 30,903 43,235 109,746 
American ..........0.... 2,126 1,193 2,120 9,270 14,389 33,833 
i CHRYSLER CORP. .... 21,530 13,377 21,972 100,700 214,822 281,808 
en ee 2,000 1,353 2,010 9,374 20,713 28,502 
EE coi diteieccnincis 1,300 513 «11,358 «=: 857 =s-«18,482 = 21,535 
(a 4,700 3,210 4,725 21,883 36,071 64,727 
SO 530 277 530 «33,3250 «G,158 = «8,500 
Plymouth 0.0... 13,000%) 8,024 13,349 60,261 138,448 158,544 
FORD MOTOR. ............ 37,340 20,952 37,380 160,483 426,576 635,752 
SS 155 604 960 4,023 5,459 17,908 
I al iil inact 31,240 >) 18,715 30,795 134,013 353,825 522,557 
Thunderbird ............ 1405 1,134 1,631 6,584 12,732 25,326 
EE 620 457 724 2,984 11,777 12,015 
OS aaa 3,320 42 3,270 12,929 42,783 57,946 
49,092 39,875 62,056 263,461 875,088 1,080,199 
2,429 3,131 4,477 18,343 99,880 106,599 
3,360 3,209 3,361 14,870 53,814 61,661 
32,100,') 27,122 34,290 151,126 498,678 599,955 
5,203 | 3,910 9,026 37,609 130,544 153,319 
6,000 *) 2,503 10,902 41,513 92,172 158,665 
3,042 60 3,143 14,846 11,580 65,532 
Total Cars, U. S.** ....120,454 78,441 133,987 579,663 1,586,987 2,206,870 


Revised 





® Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 











Week Week Jan. 1 Jan. 1 
Ended Same Ended . Total To To 
May 2, Week, Apr. 25, Output, May 3, May 2, 
1959 1958 1959* April 1958 1959 
CHEVROLET ................ 8,700 6,262 8,985 38,275 103,314 140,978 
DIAMOND T ................... 125 100 127 535 1,912 2,331 
ah 80 54 84 299 1,032 1,144 
IT chins handdiedsosesbogseae 1,700 1,191 1,771 7,261 19,073 30,278 
EE 7,060 4,565 7,302 30,889 79,330 115,374 
hited iincnidsincniiccate 2,145 1,131 1,873 8,163 22,360 31,498 
INTERNATIONAL. ...... 3,300 1,806 3,322 14,834 36,630 48,306 
I oi scscncencsceesnes 370 292 375 1,573 5,292 6,037 
STUDEBAKER  .............. 224 152 224 941 2,317 5,340 
a 420 323 441 1,884 6,223 6,607 
ia ckssasvstnscesccses 2,400 1,757 2,410 10,529 27,765 40,555 
i Se Sctats 86 84 86 385 1,205 1,383 
Total Trucks, U. S, .. 26,610 17,717 27,000 115,568 306,953 429,831 
Total Cars, Truc 
a 147,064 96,158 160,987 695,231 1,893,940 2,636,701 
Cars, Trucks, 
alta siacaiitceeenieginn 10,280 9,525 10,325 44,675 139,587 159,987 
Grand Total, 
Cars and Trucks, 


U. S. and Canada ..157,344 105,683 171,312 739,906 2,033,527 2,796,688 


“Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


N.B. All U. S. totals include cars and trucks for military orders. 





Medium’ Cutbacks Lower 
Car Output to 120,000 


(Continued from Page 1) 


ments,” as its Los Angeles plant 
was down all week; the Oakland 
(Calif.) plant worked three days, 
and its Atlanta plant was down 
one day. The Atlanta plant was 
closed on Monday in observance 
of Confederate Memorial Day. 


Ford Motor Co. output also was 
off from the previous week as only 
Ford division scheduled six-day op- 
erations. 

Working five of its 13 car as- 
Sembly units on Saturday, Ford 
division (excluding Thunderbird) 
upped its output from 30,795 units 
& week earlier to an estimated 31,- 
240 assemblies last week. With its 
Thunderbird assemblies included in 
division totals, Ford was up from 
82,426 to 32,645 units. 

+ oe *~ 
id OTHER Ford Motor operations, 
Mercury climbed from 3,270 as- 
Semblies the previous week to an 
estimated 3,320 units last week; 


Maine Legislative Group 


OK’s Sunday Sales Ban 


AUGUSTA, Me—The Legisla- 
ture’s Legal Affairs Committee 
voted 9 to 1 in favor of a bill to 
ban the sale of cars and trailer 
homes on Sunday. 

The bill was supported by dealers 
in both lines. 





Edsel was off from 960 to 755 as- 
semblies, and Lincoln declined from 
724 to 620 cars. 


Chrysler Corp, output declined 
from 21,972 assemblies during the 
week ended Apr. 25 to an esti- 
mated 21,530 last week as none 
of its divisions showed assembly 
gains. 

A breakdown of Chrysler Corp. 
operations, with all divisions work- 
ing only five days, showed Chrysler 
division off from 2,010 assemblies a 
week earlier to an estimated 2,000 
units last week; DeSoto down from 
1,358 to 1,300 cars; Dodge off from 
4,725 to 4,700 units; Imperial with 
530 each of the last two weeks, and 
Plymouth down from 13,349 to 13,- 
000 assemblies. 

* cs of 

eos production held fairly 

steady with the previous week 
as assemblies declined only from 
27,000 to an estimated 26,610 units. 
GMC was the only truck maker to 
show a gain over the previous 
week, 

Canadian car and truck manu- 
facturers turned out an estimated 
10,280 vehicles last week, com- 
pared with 10,325 units a week 
earlier. 


Of the Canadian total for last 
week, 8,390 were cars and 1,890 
trucks, 
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At Hall Chevrolet ... 








Buyer Survey Stirs 


Changes in 


Selling 


(Continued from Page 2) 


in our own marketing area select 
the dealers from whom they buy 
their cars. These reasons, we felt, 
could help us aim our promotional 
efforts and funds in the proper 
direction.” 

The study of car buying habits 
was prepared and handled for Hall 
by its advertising agency, Ken 
Seitz & Associates, with account 
executive Sheila Seitz in charge. 
Names of 552 Chevrolet, Ford and 
Plymouth owners were obtained 
from Wisconsin’s new-car registra- 
tion list. 

Printed questionnaires on post- 
cards were sent to these people. 
The questionnaire contained seven 
items. 

Responses were received from 
209 of the 552 names—a 37.8 per- 
cent reply. “An exceptionally 
gratifying return,” claims Mrs. 
Seitz. 

The questionnaires were en- 
closed with this letter bearing on 
the letterhead of Marketing Serv- 
ices Co., a branch of the Seitz ad 
firm. Use of the Hall Chevrolet 
name was purposely omitted. 

“Dear Sir: 


“We are currently making a 
buying-habit study. One of the 
phases of this study includes new- 
car buying. Our check of state 
records shows that you recently 
purchased a new car. 


“Would you be so kind as to help 
us in this study by answering the 
few simple questions on the en- 
closed card. 


“You will note that we are not 
asking you to sign this card so 
you may be assured that your 
answers are confidential, Your 
reply will not obligate you in any 
way or subject you to any sales 
calls, phone solicitations, etc. This 
study is being made solely to se- 
cure market information. Thank 
you for your cooperation.” 

Each of the seven items on the 
questionnaire was phrased to elicit 
information to help evaluate Hall 
Chevrolet’s advertising program. 
Here are the questions, a tabulation 
of the replies and an evaluation of 
the answers by Mrs. Seitz. 

Did you decide on the make of 
car you wanted before you went 
to your dealer? 


N 

Yes No pA 
Chevrolet owners .... 84 50 1 
Ford owners ............ 16 15 - 


Plymouth owners .. 33 9 1 


52 1 


that a big majority—74.6 percent— 
definitely favored a particular make 
of car. They were presold ‘before 
they walked into the showroom, It 
indicates to us the value and power 
of national brand advertising.” 

Have you been buying the same 
make of car the last two or three 
times? 


N 
Yes No ian 

Chevrolet owners .... 84 50 - 
Ford owners. ............ 15 16 ~ 
Plymouth owners .... 24 18 1 
, eer 123 84 2 


Mrs, Seitz: “Strong brand pref- 
erence by 58 percent of the replies 
is revealed. This indicates that 
brand loyalty is still a mighty 
potent factor in car merchandising.” 

Have you bought two or more 
cars from the same dealer? 


N 
Yes No ie. 

Chevrolet owners .... 57 18 - 
Ford owners ............ 11 20 - 
Plymouth owners .... 21 21 1 
IR site ccrinncter tin 89 119 1 


Mrs. Seitz: “This was an attempt 
to smoke out just how much dealer 
loyalty exists. Can it be that the 
value of a dealer’s reputation and 
the customer’s experience with a 
particular dealer have taken on 
less importance nowadays? These 
returns give that impression. Only 
42.8 percent returned to their dealer 
for two or more car purchases.” 

Did you shop around before you 
bought your car? 


No 
Yes No Ans. 


Chevrolet owners .... 95 39 1 
Ford owners 25 6 - 


Plymouth owners .... 28 13 2 
CUTE ccctacienconpuiieneenn 148 58 3 
How many dealers did you visit? 

Chev. Ford Plym. 

Owners Owners Owners Total 
RE. cxciesscsemnontond 31 4 9 44 
MD caversesssbielbon 16 6 10 32 
Three .............. 33 11 8 52 
More than 
Three .............. 46 9 12 67 
No answer .... 9 1 4 14 


Mrs. Seitz: “We were aware, of 
course, that few car buyers today 
are content with checking just one 
showroom, But, the fact that 70.8 
percent of the people admitted to 
shopping more than three dealers 
was a surprise. 

“This figure contrasts with sev- 
eral recent national surveys we 
have seen that claim most cus- 
tomers stop at an average of less 
than three dealers before they 
buy. 

“Some of the people who replied 
claimed that they had visited more 
than 10 dealers before they finally 
made up their minds.” 

Did you buy a car strictly on 
price? 

No 


Yes No Ans. 

Chevrolet owners .... 42 91 2 
Ford owners ............ 11 19 1 
Plymouth owners .. 12 30 1 
re 65 140 4 


Mrs, Seitz: “Yes, they put price 
high on their list of demands—but, 
they knew which make they 
wanted.” 

Which of the following factors in- 
fluenced you? 


Chev. Ford Pilym. 
Owners Owners Owners Total 

Confidence 

in dealer ........ 46 10 14 70 
Knew the 

Salesman ....30 3 12 45 
Best deal ........ 77 17 21 115 
Location 

of dealer ...... 27 6 9 42 
Delivery ......... 32 9 14 55 
Other ............... 27 6 12 45 


Mrs. Seitz: “This question pro- 
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vided interesting and surprising 
answers, There is so much loose 
talk about lack of confidence in 
the integrity of auto dealers, Yet, 
here we noted a surprising amount 
of confidence. 

“The best deal, of course, lured 
the biggest percentage of cus- 
tomers, 

“Prompt delivery, a vital factor 
this year due to the auto strikes, 
might be an unimportant item in 
another year. 


“The real surprise in this ques- 
tion was the number of respond- 
ents who attributed the location 
of the dealer as a key factor in 
their automobile purchase, In 
spite of the widespread shop- 
ping around for deals, a big por- 
tion of the car buyers still prefer 
the nearby, familiar showroom.” 

What impact will this private 
survey have on Hall Chevrolet’s 
advertising? According to Latham 

Hall, its primary effect will be to 
cut down on the amount of purely 
‘institutional’ newspaper advertis- 
ing they have been using, Greater 
stress will be placed on brand and 
price. 

A good deal of study also will 
be given to more effective methods 
of contacting car buyers within a 
closer radius of the Hall showroom. 
This decision is based on the siz- 
able number of replies that claimed 
the location of the dealer was im- 
portant to them. 

“Maybe we haven’t concentrated 
heavily enough in the past on sell- 
ing the people in our own neigh- 
borhood,” surmises Hall. 

Was the survey worthwhile? If 
it were to be done all over again, 
what would they do differently? 

“We were very pleased with 
this survey,” says Hall, “The re- 
sults, as in all probes into con- 
sumer buying habit patterns have 
to be tempered with the dealer’s 
experience and background. 
“First of all, while we received 

answers from a healthy percentage 
of those who were sent question- 
naires, 209 car buyers’ opinions may 
not be a complete, valid sampling. 
These replies may indicate a trend 
—not definite conclusions. 

“If we were to do it over again, 
we would most likely select buyers 
of a wider variety of cars for ques- 
tioning. This would give us a more 
balanced picture of the results.” 





BBB Lists Chief Causes... 


Why Customers Complain 


PITTSBURGH.—Eight basic fail- 
ings cause almost 91 percent of 
complaints against businesses, 4 
year-long study by the Pittsburgh 
Better Business Bureau indicates. 


The check of complaints also 
showed that new-car dealers are 
not among the 10 groups of re- 
tailers who draw the greatest 
volume of complaints. Auto 
equipment and service outlets 
drew the seventh largest number 
of complaints and used-car deal- 
ers were in eighth place. 

The most frequently heard com- 
plaints are: 

Guarantee or contract not ful- 
filled, accounting for 18.8 percent 
of complaints; promised adjust- 
ment not fulfilled, 15.4 percent; 
unsatisfactory installation or serv- 
ice, 15.3 percent; ora] misrepresen- 
tation, 11.2 percent. 

Nondelivery of merchandise, 11.1 
percent; defective merchandise, 8.6 
percent; attitude less reasonable 
than mine (the customer’s), 6.0 
percent, and misrepresentation in 
advertising, 4.2 percent. 

These eight causes account for 
90.6 percent of complaints with 
the remaining 9.4 percent result- 
ing from miscellaneous reasons. 


In the auto equipment and serv- 
ice field, guarantee or contract not 
fulfilled was the most often men- 
tioned complaint. Unsatisfactory 
installation or service and promised 
adjustment not fulfilled were sec- 
ond and third, respectively. 

Oral misrepresentation was the 
top complaint against used-car 
dealers. Guarantee or contract not 
fulfilled was second and promised 
adjustment not fulfilled was third. 

The study covered 7,667 com- 
plaints from consumers, Hduse im- 
provement firms drew the greatest 
number of complaints, 21.6 percent. 
Furniture and floor covering out- 





lets were in second place with 9.8 
percent. 

Auto equipment and service 
companies ranked seventh with 
4.0 percent and used-car dealers 
were eighth with 2.9 percent, 

G. H. Dennison, general manager 
of the BBB, said the absence of 
new-car dealers from the 10 trade 
groups drawing the most com- 
plaints “is conclusive evidence that 
the BBB-auto dealers cooperative 
campaign (launched in October, 
1956) has done much to improve 
customer relations in the Pitts- 
burgh-area auto industry.” 


Ex-Dealer Sues 
Chrysler, Alleges 


Contract Breach 


CORPUS CHRISTI, Tex.—A 
$290,000 damage suit charging 
breach of contract has been filed 
against Chrysler Corp. by Frank 
E. Williamson, chief stockholder 
in a former dealership here. 

Williamson contended Chrysler 
failed to honor an agreement to 
make up losses on repossessed cars 
to Williamson Motors, Inc. (Chrys- 
ler-Imperial-Dodge). The firm was 
sold recently to Ferguson Motor 
Co., Harlingen, * 

He said an agent for the auto 
manufacturer had assured him the 
firm would make up losses exceed- 
ing the $25,000 earmarked for this 
purpose by Williamson under an ~ 
agreement financing with Universal 
Credit Corp. 

When losses on repossessions in 
1957 exceeded $25,000, Chrysler did 
not come to his aid, Williamson 
said. 

He is asking $160,000 actual dam- 
ages and exemplary damages of 
$130,000. 











VW Deal Opens ‘House of Glass’... 





AUTOMOTIVE NEWS, MAY 4, 1959 


Highlights of Import-Car News 


NEW YORK.—The new “house- 
of-glass” home designed for 
Queensboro Motors, Volkswagen 
dealership in Queens, carries out 
the VW philosophy that the owner 
of a VW is as important as the 
potential buyer of a new cer, and 
consequently, servicing is as im- 
portant as selling. 

A plate of glass is the only 
thing that separates the customer 
in the showroom from the service 
area in this new $750,000 VW 
sales and service center. 

All VW products, from new cars 
for the potential customer to parts, 
accessories and service for the ac- 
tual customer, are available in the 
reception and sales area of the 
dealership. 

The design of the Queensboro 
dealership departs significantly 
from that of most domestic dealer- 
ships, where the showroom and its 
attractive comfort are in sharp 
contrast with the servicing area. 

The center has a total of 46 
working bays. The sales and serv- 
ice building has 27,000 square feet, 





Obituaries 


John J, Rankin 
YUMA, Ariz.—John J. Rankin, 64, who 
established the first Chevrolet dealership 
in Buckeye, Ariz., Got neve Apr. 18. 
* 
Earl R, Smith 
SEATTLE.—Earl R. Smith, 68, retired 
auto dealer, died of a heart attack. He 
had been a dealer in both Tacoma and 
Seattle. 





+ + * 


Glen Crawford 
POMPANO BEACH, Fla.—Glen Craw- 
ford, 62, for the past decade advertising 
manager for Leece-Neville Co., Cleveland, 
died Apr. 14 here. For many years he 
headed his own business in Toledo in the 
advertising and distribution fields. 
* * * 
Heber J. C. Miller 
FORT LAUDERDALE, Fia.—Heber J. C. 
Miller, 75, former Eastern division man- 
ager for Buick, died Apr. 21 in a hospital 
here while on vacation. His home was in 
Darien, Conn. . - 


* 
C. M. Asbill 
COLUMBIA, 8. C.—C. M. Asbill, 83, 

retired auto dealer, died Apr. 20. He en- 
tered the auto business in 1914 and op- 
erated Asbill Motor Co. (Dodge), which 
later was changed to Hampton Motors. 

* * * 


A. J. Montagne 
BEAUMONT, Tex.—A. J. Montagne, 67, 
former Beaumont auto dealer, died Apr. 15 
in Abbeville, La. He had one of the first 
dealerships in Beaumont, Jefferson Motor 
Car Co. 
* * * 
Ewell C, Rider 
BATESVILLE, Ark.—E. C. Rider, owner 
of Rider Motor Co. (Ford), died Apr. 20 
after suffering a heart attack. Mr. Rider 
was a former member of the Arkansas 
Highway Commission and had served as 
a director of the Batesville Chamber of 
Commerce and the Kiwanis Club. 
* * . 
David L. Herson 
WASHINGTON.—David L. Herson, 63, 
founder and president of Manhattan Auto, 
Inc., died of a heart attack Apr. 22 in 
Miami Beach. He was considered the area's 
largest foreign-car dealer and was a sports- 
car racing enthusiast. 
* . * 
Ezekiel J, Miles 
PHOENIX, Ariz.—Ezekiel J. Miles, a 
former engineer for Chalmers, Maxwell 
and Studebaker, died Apr. 17. 
* * * 


Reynold C. Johnson 
OAKLAND, Calif.—Reynold C. John- 
son jr., 30, owner of Rey Johnson Motors 
Inc. (Volkswagen), died Apr. 19. He is 
the son of the VW distributor for North- 
ern California. 
* * . 
Stone Wall McDavid 
EXCELSIOR SPRINGS, Mo.—Stone Wall 
MeDavid, 82, first Dodge dealer in Clay 
County and operator of the former Mc- 
David Brothers Meter Co., died Apr. 19. 
* * 
Ray Tank 
TOLEDO.—Ray Tank, 51, president and 
one of the founders of Lee Motor Sales 
Co., died of a heart attack Apr. 20. He 
was a member of NADA’s Old Timers 
Club. 
* * * 
Vincent P. Recktenwalt 
BUFFALO.—Vincent P. Recktenwalt, 54, 
service manager for Lamont-Wray Motors, 
Ine. (Chrysler-Piymouth), died of a heart 
ailment Apr. 20. During World War II 
he served as an overseas representative 
and technical adviser to Army and Navy 
forces for pe Cusp. - 
Gustave Otto Heine 
OAKLAND, Calif.—Gustave Otto Heine, 
91, manufacturer of the Heine Velox in 
the early 1900s, died recently. He also 
was instrumental in developing the vacuum- 
cup tire. 
- * * 
’ Curt Campbell 
ALBANY, Calif.—C urt Campbell, 57, 
operator of a Ford dealership bearing his 
name for 20 yogae. Get Au: 24. 
Burton H, Warner 
DETROIT.—Burton H. Warner, 85, @ 
Arrow 


Corp. and was manufacturing vice-pres- 
ident of Pierce-Arrow from 1928 until its 
closing in the mid-'30s. 





of which showroom and offices oc-| delivery price and exact date have 
not yet been decided. There was 
an indication that the new con- 
vertible might also be equipped | 


cupy 4,500, the remainder being 
devoted to parts and service. The 
building has 5,000 square feet of 
glass area. The landscaped parking 
area takes up 38,000 square feet, 
while a _ porte-cochere provides 


weather protection for arriving 


customers. 


Because of the construction of 
the VW itself, maximum produc- 
tion on repairs and maintenance 
and most efficient utilization of 
space is assured through a vehicle 
dolly system: Engine, transmission 
or other major units to be repaired 


are removed from the vehicle at a 


workstall and dollied to the section 
equipped with specialized tools and 


equipment. The vehicle itself is 
then wheeled out, leaving the shop 
area uncluttered and _ workstalls 


free to handle other incoming ve- 
hicles. 

The paint spray room and body 
shop contains an infrared oven 
which helps duplicate the quality 

of the original factory paint. A 

dynamometer has been installed 
to check vehicle performance 
without resort to road tests. 

Dealer personnel drive cars to be 
serviced in and out of the work 
area, which is visible through the 
plate of glass. The customer does 
not enter the service area at any- 
time. When the car is completed 
the customer receives it under the 
porte-cochere outside. 

The floor through the entire 
center is of an attractive impreg- 
nated blue cement. Much the same 
facilities of light, heat and air con- 
ditioning provided for the customer 
also exist for mechanics, office 
workers and other dealer person- 
nel. It is expected that the spotless 
appearance of the service area will 
have a positive effect upon both 
customers and potential VW own- 
ers. 

Principal owner of Queensboro 
Motors is Arthur Stanton, presi- 
dent of World-Wide Automobiles 
Corp., VW distributor in Long Is- 
land City, N. Y. 

This is the first automobile cen- 
ter designed by Hugh Stubbins, 
whose other commissions include 
the International Congress Hall in 
Berlin, and the U. S. Legation in 
Tangier, 

* * * 
Renault 
MERICA’S Big Three auto man- 
ufacturers aren’t awake to the 
fact that U. S. motorists will buy 
the small automobile in ever in- 
creasing numbers, according to 
Pierre Dreyfus, president of Ren- 
ault of France. 

Renault, itself, expects to sell as 
many cars this year in the U_ S. as 
it sold in the past three years com- 
bined, he said. And it further in- 
tends to make Renault “the big- 


box would be an optional extra. 


Dreyfus stated that Renault has | 
spent millions in research, aimed 
at bettering the product all the 


time. 
* * + 


Mercedes-Benz 
DER a $500,000 expansion pro- 


gram, Mercedes-Benz of Can-| 
ada, Ltd., is renovating a newly) 
acquired building which will house 
principal offices and provide addi- 





display facilities, according to H. G. 
Reinstein, general manager. 


He said the parts area will con- | 
tain 15,000 square feet, the service 
section, 21,000 square feet, and the 


showroom, 2,000 square feet. 
* + 


* 
Triump 


for 30 days of touring in the Tri-| 
;}umph TR-3. 

Seventy new owners took off 
from Idlewild Airport for England, 
where they will pick up their sports 
cars and depart for a six-country 
European trip, after which their 
|cars will be shipped home to them. 

The tours have become so pop-; NADA show, past exhibitors will be 
given a 30-day priority for their 
selection of space in Washington, 
| After May 28, space reservations 
The fee for two persons, driving| will be opened to all exhibitors 
|} and rooming together, is $892 per) qualified to get into the NADA 
tional space for parts, service and| person; for one person alone, $960. | 


ular they have grown from one 
tour to two last year and four 


this year. Here’s how it works: 


NADA’s 1960 Equipment Exhibitioy 
TANDARD-TRIUMPH MOTOR | in washington, to be held 


Co., INC., has sent its third 


with the Gordini engine, and it| European Rally to the continent 


was stated that a four-speed gear) 


rently with the 43rd annual NADA 
| convention, Jan. 30-Feb. 3, were an. 
nounced last week to past and 
| prospective exhibitors. 


exhibition hall of the Shoreham 
Hotel, with 44,000 square feet of 
|exhibit space and 190 booths ep. 
tirely on one floor. 








a 


190 Booths Open 


For Next NADA 
Equipment Show 





WASHINGTON. — Plans for 


concur 


The show will be staged in the 


As has been customary with the 


show. 
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Advertising 
and 


Specialty Salesmen 


We Have A Terrific Deal For 
Your Automobile Dealer 


Customers 
Personalized newspaper (direct mail). 
Salesmen selection and training pro- 
ram. 
les management consultant service. 
Pocket-sized tape recorder and show- 
room message repeater. 


Contact: 


Herman Farrand 
103 W. Fifth, Royal Oak, Michigan 
JOrdan 45555 


SALES MANAGER, powerful closer, able 
to train and direct salesmen. One who 
is well acquainted with merchandising 
new and used cars and knows used car 
values and reconditioning costs. This in- 
dividual must have excellent persona! 
habits and be able to furnish good ref- 
erences. Firm established 26 years, sell- 
ing Dodge, Dodge truck, Plymouth and 
Simca, in a city of 400,000 population. 
There is just one other smaller ‘‘Dodge 
Only’’ dealer in the city. Average sales 
about 900 new cars, 1,800 used cars. 
This individual will have some assistance 
in this size selling program. For the 
right man the compensation plan is 
completely open for discussion. Please 
send complete resume of experience and 
latest photograph of yourself. All replies 
strictly confidential. Contact: Harold 
Queenan, Sole Owner, Hetfield-Queenan. 
Inc., University at Oxford, St. Paul, 
Minnesota. Phone: MI 6-4011. 


gest-selling small car in America.”| SERVICE MANAGER. Large Ford dealer- 


To achieve this objective, Ren- 
ault has instituted an all inclu- 
sive marketing and customer 
service program that he termed 
the most extensive in imported- 
car history. 

“American motorists are turning 
to the small, economical, high re- 
sale value imported car at an ever 
increasing rate,” according to Drey- 
fus. “And the Big Three still don’t 
recognize the fact.” 

While imported cars took some 8 
percent of total 1958 registrations, 
Dreyfus said that it was his expec- 
tation that they would continue to 
climb during 1959 to a total of 10 
to 12 percent, He said that Renault 
is growing faster than the others 
in the market. 

Even if the Big Three make a 
success of their small cars, Drey- 
fus predicted that Renault will 
continue to sell more and more 
cars in the U. S. and he stated that 
this is good for France, Renault 
and the U. S. He also predicted 
that the small-car trend would ac- 
celerate through 1960. 

about the competition 
between Renault and VW, it was 
stated that Renault hopes to pull 
even with VW in registrations by 
duly, and “who knows what will 
happen after that?” However, 
Dreyfus assured the press con- 
ference that Renault would do 
. to exceed VW in the 
Turning to the new Renault Car- 


avelle, Dreyfus said it would arrive 
in the U. S. next fall, although its 


ship in midwest metropolitan area is 
looking for a service manager to assume 
complete direction and supervision of 
large, modernily equipped service depart- 
ment. Monthly service potential $75,000. 
Top salary to right man; other benefits. 
Write giving complete information re- 
garding experience, qualifications, etc. 
Replies confidential. Write Box 358, c/o 
Automotive News, Detroit 7. 


SALESMEN to sell the book “AUTO 
COSTS’’ which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand. High com- 
missions—No territory restrictions, Auto 
Costs, Box 224, New York 1, N. Y. 


WANTED: Experienced female bookkeeper 
for Chevrolet dealership in south Florida. 
Must be thoroughly experienced in Gen- 
eral Motors Accounting, including billing 
and making financial statement. Top 
salary to competent applicant. Send com- 
plete resume for past five years includ- 
ing references to Box 377, c/o Automo- 
tive News, Detroit 7. 


AN AGGRESSIVE GENERAL MANAGER 
for a large midwest foreign car distrib- 
utor. Must have both retail and whole- 
sale experience with good habits and 
references. Top salary. Box 384, c/o 
Automotive News, Detroit 7. 


OPPORTUNITY!! For a young man, 35-45 
age, who can qualify as general manager 
of an old established Chevrolet dealer- 
ship—doing 700 cars retail, should do 
900. Buy-in basis for right man. Lo- 
cated in Pacific Northwest. Give all per- 
tinent information: experience, past earn- 
ings, and cash available. All replies in 
strict confidence. Box 386, c/o Automo- 
tive News, Detroit 7. 





EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 











YOUNG PARTS MANAGER wishes to re- 
locate in Rocky Mountain area. Ex- 
perienced in all functions of department, 
including factory claims. Four years de- 
partment manager, ten years background 
in automotive parts. Past employers’ 
references. Box 375, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER or SALES MAN- 
AGER. Aggressive producer with 10 
years’ experience in all phases of Ford 
dealership operation. Guaranteed profit 
results. Would consider buy-in agree- 
ment. Age 34, family man. Excellent 
references. Presently employed. Box 311, 
c/o Automotive News, Detroit 7. 


AUTOMOBILE EXECUTIVE desires posi- 
tion with dealer interested in volume 
sales and profit. Have extensive experi- 
ence as manager in service, parts, new 
and used car sales. Prefer buy-in propo- 
sition; small investment capital available. 
Box 340, c/o Automotive News, De- 
troit 7. 


FORMER GM DEALER in metropolitan 
Detroit area desires managerial position 
in Michigan or Ohio dealership with 
option to buy into business. Age 34, mar- 
ried, ten years’ experience in all phases 
of dealership operation. Proven ability, 
supported by references of qualified auto 
executives. Box 378, c/o Automotive 
News, Detroit 7. 


USED CAR MANAGER — Presently with 
large metropolitan GM dealership. Ag- 
gressive, dynamic. Age 32, well qualified, 
prefer western or southern location, but 
all replies answered immediately. Reply 
Box 379, c/o Automotive News, De- 
troit 7. 


ACCOUNTANT-OFFICE MANAGER, age 
33, eleven years’ GM experience, excel- 
lent references. South or west. Box 380, 
c/o Automotive News, Detroit 7. 


PARTS MANAGER—24 years’ experience 
with Chevrolet-Oldsmobile as parts man- 
ager and dealer accountant. Good refer- 
ences and good health. Married. Desire 
permanent position. Box 381, c/o Auto- 
motive News, Detroit 7. 


GENERAL MANAGER—with complete ex- 
perience in all phases of operating a 
large dealership on a profitable basis. 
Will manage dealership on a buy-in or 
profit sharing basis. (No family deals 
please.) Box 382, c/o Automotive News, 
Detroit 7. 


GENERAL SALES MANAGER —If you 
need a manager who can supervise a 
large sales force, increase gross profit. 
cut used car reconditioning costs, and 
run the sales department to make money, 
I would like to talk to you. Box 385, 
c/o Automotive News, Detroit 7. 


SALES MANAGER—25 years’ experience 
new, used, truck managing. Available 60 
days. New England territory only: Gen- 
eral Motors or Ford. Can furnish best 
factory, dealer references. Box 390, c/o 
Automotive News, Detroit 7. 


SALES MANAGER, successful 20 years. 
Fast closer. Top position nationally and 
state with Oldsmobile, Rambler. Aver- 
aged better $20,000—top $43,600. Like 
connection 100,000 to 1,000,000 popula- 
tion. Had several 400-500 years, worked 
both men and lady salesmen. Locate 
anywhere. Box 391, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 

















DEALERSHIP FOR SALE handling Olds- 


mobile-Rambler, central Ohio town, 15,- 
000 population. Will sell entire deal 
including buildings; or lease buildings 
and lot to buyer. No blue sky, just in- 
ventory of parts and equipment and new 
cars on hand. Box 387, c/o Automotive 
News, Detroit 7. 








DEALERSHIPS AVAILABLE 


DEALERSHIPS AVAILABLE with a nop- 


competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks, 
One person operation. Sleeps four ip 
luxury. Only $2,495 retail F.O.B. Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas, 


DUAL DEALERSHIP handling Ford av 


tomobile and Ford farm equipment in 
desirable section of Pennsylvania, avail- 
able together or separately, entire stock 
or partnership. Deal depends on factory 
approval. Present volume over $500,000 
per year. Box 363, c/o Automotive News, 
Detroit 7. 


DEALERSHIP AVAILABLE HANDLING 


RAMBLER, excellent used car operation, 
Located in southeastern Pennsylvania, 
with good potential. Now selling over 
400 new and used units per year. Reason 
for sellin g— partnership dissolution. 
Write to Box 360, c/o Automotive News, 
Detroit 7. 


HANDLING PLYMOUTH-D O D G E-Chry- 


sler-Imperial, midwest, prosperous area, 
wheat, cattle, oil. Excellent location, fine 
building. Equipment $10,000, inventory 
parts about $10,000, can rent building. 
Present sale above region and national 
average. Box 362, c/o Automotive News, 
Detroit 7. 





FOR SALE with American Motors ap 


proval, dealership handling Ram b ler. 
Good location and good potential, within 
80 mile radius of Greensboro, North 
Carolina. Box 346, c/o Automotive News, 
Detroit 7. 





CENTRAL AGRICULTURAL section of 


Florida, handling Rambler and Willys. 
Potential gold mine for man with proper 
finances. Reason for sale, owner has 
too many other interests. Box 361, c/o 
Automotive News, Detroit 7. 


SALE OR LEASE—Largest used car. fa- 


cility north side Chicago. Beautiful show- 
room, adjoining lot 300 car capacity, alt 
conditioned offices, signs, ten hoists, ete. 
Write: Trustee, 950 Bluff Rd., Glencoe, 
Tilinois. 


DEALERSHIP WANTED 








WISH TO PURCHASE, approximately two 


hundred car GM deal, east or west. Con- 
fidential. All replies answered. Box 388, 
c/o Automotive News, Detroit 7. 





WANTED—GM, Ford or Chrysler product 


franchise in Chicago suburb, southers 
Wisconsin, western Michigan or Illinois. 
Pay all cash. Lease or buy facilities. 
Factory approval assured. Confidential. 
a ge. c/o Automotive News, De 
ro ' 


DEALERSHIP WANTED—City of 5,000 to 


50,000 in southeast or Florida. ‘Big 
Three’’ preferred. Box 383, c/o Automoe 
tive News, Detroit 7. 


DEALER SERVICES 


— 


STOP LOSING NEW CAR SALES! Dis- 


cover how much your competitors’ cars 
really cost. The book, ‘‘AUTO COSTS,” 
gives you the factory invoice prices 

all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your ’59 edition today for 
only $10—three year subscription $18 
(including all supplements), AUTO 
a? Box 224, Dept. 3Z, New York 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Tools 


Furniture—Equipment—Machiner y—' 
For Buy/Sell Agreements, Annual Fiscal 
Reports, - 


Tax, Banking and insurance 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. 


Detroit 27, Michigan F 
3-6445 
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SEE PAGE 42 


Celebrate National 
Auto Auction Week 


MAY 4-9 


with the nation's 
Top Auctions 












Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
make more auto sales to Military per- 

gonnel . . , because: 

1. We finance up to 36 months. ' 

2. Cars may be taken overseas without 
refinancing. 

2. We make auto loans 


finance, or re- 


finance, anywhere in the world, at low, | 


money-saving rates, for officers and non- 
commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 
MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 6-268! 


(USAA Insurance available 
to qualified officers) 





H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
service Cherry Point, rt Bragg, Camp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 862 or phon 
BR 2-2034, BR 5-3757, Greensboro, N. C. 


CARS FOR SALE 


VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, "58 and ‘57 Sedans, Ghias, Con- 
vertibles, Micro Buses. All commercial 
models. 


ALL CARS COMPLETELY AMERICANIZED 
THROUGH OUR OWN CONVERSION 
PLANT. 


Bank and Trade references will 
be furnished. 


RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 


Neue Rabenstrasse 32, Hamburg 
36, Germany. 
Cable address: 
RARONS HAMBURG. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 




















Be in the BEST position to make im- 
mediate delivery of the hottest 
profit-making car on the road today! 


Volkswagens 
and 


Ghias 


ALL MODELS— 
ANY QUANTITY 


Tities & State inspection guaranteed 


RAND IMPORTS, Inc. 


44 Whitehall St. New York 4, N. Y. 
Whitehall 3-0650 


Soe cana haar eae tmante ese Es 
VOLKSWAGENS 


Sedans, Ghias, Buses 
AMERICAN MODELS 
MERCEDES 220 S 

Immediate delivery direct shi 

fo NEW YORK, JACKSONVILLE, 
HOUSTON 

BENTON ENTERPRISES, INC. 


860 Broadway, New York 23, N. Y. 
Phone: Circle 5-0630 

Texas Division: P. O. Box 578, 

f Houston, Texas, CApital 7-5260. 





§ 


“Worldwide Financing for Military Personnel" | 














BO 9-4747 


TAXICABS — Chevrolet, 


CARS FOR SALE 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model ¢ Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- |} 
ways available. 
We Supply 
English Manuals 


Trade with America's 
Largest and Most 
Reliable Volkswagen 
Organization 


KENT IMPORTS, 
INC. 


Small Car Division, 
Sales and Service 


2911 35th Avenue, 
Long Island City 6, N. Y. 
EMpire 1-1690-1-2 


Volkswagens 


TOD-O-CAR, INC. 


Immediate Delivery 


| 
1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial models. 


On Hand at Our 2 Locations 
1415 Haines St. 


Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Darlington, S. C. 
Clanton's Auto Auction 
Phone: L. D. 2 


1959s | 
Chevrolet, 
Oldsmobile, Ford, 


Triumph TR 
Speedster 


Most models with mile- 
age up to 4,500. 


OLIN'S U DRIVE 
2830 N.E. 2nd Avenue 
Miami, Florida 
FRanklin 1-6591 
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VOLKSWAGEN 


Sedans—Sunroofs—Convertibles 
FULLY AMERICANIZED, 
ALL COLORS 
® 


Wire, Write or Phone 
For Our List Prices 


NANA TRADING CORP. 
120 Wall Street 


New York 5, N. Y. 
TWX NY 1-4811 








BEST BUY OF THE 
MONTH! 


1958 FORDS 


Ex-Taxicabs 
Contact M. Karlin 


EMKAY MOTORS 
1046 Bedford Ave., Brooklyn, N. Y. 
UL 7-0651 












Plymouth, Ford, 
six cylinder, standard transmission. 1956, 
$375; 1957, $550. Good transportation. 
52015 Van Dyke, Utica, Michigan, RE- 
public 2-7851. Detroit, WAlnut 5-0017. 








| WANTED: 


CARS FOR SALE 





USED MERCEDES-BENZ 
Selected Ist class condition 
All models, 1951-1959 
220A Cabriolets our Specialty. 
Supply on hand. Tel.: NEwburgh 2248 
GLOBE AUTOMOTIVE IMPORTS, INC, 
Box 508 Montgomery, New York 





CARS WANTED 





RAMBLERS 
WANTED 


Any Year @ All Models 
Late Models Preferred 


including 
Low Mileage 1959s 


Jack Schwartz 


Levittown Rambler, Inc. 


3130 Hempstead Turnpike 
Levittown, L. 1, N. Y. 


PErshing 5-9400 





PARTS FOR SALE 
LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 





GENUINE 
AMERICAN MOTORS PARTS 
Dealer wishes to deplete inventory of ap- 
proximately $6,000.00 in new Rambler and 
Nash parts at BELOW DEALER COST. Of- 
fered as one lot. If interested, write for de- 
tailed list. 
Kemwel Automotive C 
247 West 12th St.. New York 
CHelsea 3-7600 


‘orp. 
14. N. Y. 





PACKARD PARTS, 1954, '55, °56. 50% 
off net, approximately 5,000 gross. Kaye 
Chrysler, Albany, New York. 


PARTS WANTED 








| WANTED: Chevrolet and Ford obsolete 


parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N. J. Phone: 
WHitney 3-6666. 


ACCESSORIES WANTED 

WANTED—SEAT COVERS—1952 and 
later. Any make or model. State quan- 
tities and prices. R. F. Lippard, P. O. 
Box 2515, Buffalo 25, New York, 

WILL BUY—LEASING — 

WE WOULD LIKE TO PURCHASE large 
or small car leases or leasing companies. 
East of the Mississippi preferred. Box 
320, c/o Automotive News, Detroit 7. 


MR. RAMBLER DEALER: Don’t pass the 
opportunity at your door in leasing your 
economical high-resale product. We are 
anxious to buy your leases on qualified 
credits in all eleven western states. Write 
to: Ridgway, Courtesy Credit, 2838 N. 
E. Sandy, Portland 12, Oregon. 


DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 




















Cleveland 3, Ohio. 








abouts of car salesman known as John 
Jank or Andy Layton. Last seen driving 
a 1959 Ford retractable H.T., white, 
serial number C9EW137925. Please write 
Nappa Ford, Inc., 655 Newark Ave., 
Elizabeth, New Jersey or call collect: 
Elizabeth 4-8030. 


$100 REWARD—SKIP, 1959 English Ford 
two-door, light blue, motor No. 100- 
E610986, registered in state of Florida, 
L. C. Carver, a high tension electrical 
worker, last seen in Lakeland, Florida. 
Call collect: Community State Bank of 
Starke, Florida. WOodland 4-9881. 


NAME PLATES 


CHROME 


NAME PLATES 


ZINC DIE CAST—TRIPLE PLATED 


BUY DIRECT FROM 
MANUFACTURER 


NO DIE CHARGE 
$$$ SAVE $$$ 


Write Now for Samples and Prices 
LEONARD SMITH COMPANY 


2424 Amber St. Philadelphia 25, Pa. 





TRUCKS FOR SALE 


1948 AUTO TRANSPORT TRAILER, first 
class condition, 35 foot Whitehead and 
Kales, $750.00. H. P. Montgomery, 836 
N. Glenstone, Springfield, Missouri. 


TRUCKS WANTED 


WANTED—Late model Ford wrecker, pre- 
ferred with Holmes equipment. Interested 
in making purchase from the nine west- 
ern states only. Jim Busch Ford Sales, 
P. O. Box 465, Ashland, Oregon. Phone: 
MU 9-8381. 


AUTOMOTIVE NEWS, MAY 4, 1959 





Information leading to where- | 








TRUCKS WANTED 


WANTED: LATE MODEL WRECKER 2- 
ton chassis, equipped with number 525 
Holmes crane. George T. Crosby, 350 
West Morris Street, Bath, New York. 
Phone: Bath, PR 6-3052. 


SHOP EQUIPMENT FOR SALE 


AUTOMOTIVE PARTS BINS, fourteen 
used 8’ x 3’ x 12’’. Green color, excel- 
lent condition. Write or phone: Fellows 
Sales & Service, Jackson, Michigan. 


RAMBLER NEON SIGN, 13 feet long. 
Sacrifice for quick sale, Weinmann’s, 642 
E, State St., Trenton, N. J. 


EDSEL TOOLS 
Never Used 
Cost $1,020.00—Sacrifice $450.00 


UNIVERSITY MOTOR 
SALES. INC. 
1971 Massachusetts Ave. Cambridge, Mass. 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS' SPECIAL (F.0.B. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 








With Universal Swivel 


Action 


Four Clamp Hook-Up 
DEALERS' SPECIAL fro... Factory Net) 


$44.85 Fed. Tax Included 


PARTS BINS FOR SALE—Approximately 
75 Berger, General Steel bins. Good 
condition. Many only four years old. 
Major Chevrolet, Long Island City, New 


York. AS 4-0700. Mr. Schumacher. 
ANTIQUE CARS FOR SALE 


1928 CHEVROLET National Coupe in mint 
condition in appearance and performance 








——————————————————EEEEEEEEEEe 
—$1,200.00. Contact J. C. McCaa, Jr., 

at McCaa Chevrolet Company, West Liberal Quantity Discounts 
Memphis, Arkansas. To Distributors 





MISCELLANEOUS 


1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 
American cars, three trucks, 25 foreign cars 
—plus all optional accessories — Shows all 
Standard Equipment for All Models—Yearl 
subscription price—$10. 5% discount for cas 
with order. All supplements free. DEALERS 
AND AUTOMOTIVE AFFILIATES ONLY — 
NOT SOLD TO THE GENERAL PUBLIC 
ORDER YOURS TODAY!!! 


K-B SALES CO., INC. 


Dept. D-1, 924 lith Street 
ROCK ISLAND, ILLINOIS 





Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


in the Industry 
1939" 


Canadian Distribyvtors 


FIVE WHEELS, LTD. 


599 Y St. 
Toronto, 


REA EOL EL 
CARS FOR SALE 


PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 
Property and Supplies. 





“Leaders 
Since 











General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 
to: 


Ralph B. Manley, Jr., Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 





1959 


VWs -Renaults - Fiats- Volvos- Etc. 


Fully Americanized — Sedans, 2-doors, 4-doors, 
convertibles — All colors 


IMMEDIATE SHIPMENT, WILL DELIVER ANYWHERE 


IN THE UNITED STATES 


For full details, information, prices 
Phone, Wire, Write 


NANA TRADING CORPORATION 


120 WALL STREET, NEW YORK 5, N. Y. 
BO 9-4747, TWX NY 1-4811 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 








AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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New Models —New Opportunities 
for INTERNATIONAL Truck Dealers 


INTERNATIONAL Dealers are now selling the newest line of 
trucks in the industry—the INTERNATIONAL B-Line! 


It’s a big sales opportunity. New models up to 33,000 
lbs. GVW offer a truck for every prospect, from pickup 
to over-the-road user. A new range of six-cylinder and 
V-8 engines provide the right power for any purpose. 
And there’s a truckload of proved selling features in 
every model up and down the line. 


*‘Best deal in the truck business...’ 


INTERNATIONAL TRUCKS 


Big and broad as it is, the B-Line is today the latest 
addition to the complete INTERNATIONAL line that in- 


- cludes models for multi-stop delivery and specialized 


off-highway units. Any year, INTERNATIONAL is the 
profit line for dealers who like to sell trucks. 

Interested? Write: Manager of Sales, Motor Truck 
Division, International Harvester Company, 180 North 
Michigan Avenue, Chicago 1, Illinois. 








